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Dexter, world’s largest produce. of combina- 
tion door locks, was first with the tubular 
lock, first with the written Lifetime Guar- 
antee, and first with the single bore lock. 


Dexter No. 1100 solid brass Single Bore in- 
stalls in minutes—only one hole to bore. 
“Soft touch” yielding strike flush mounted 

no mortising. Locks securely, Specially 
suited for use with door closer. Lifetime 
Guaranteed. 


No. 1100 Single Bore 


FAMOUS FIRSTS BY 


IN SCREEN AND COMBINATION DOOR LOCKS 


No. 1159 Tubular 


Dexter No. 1159 solid brass, tubular construc- 
tion. Installs with two 5%” diameter holes. 
Positive, fingertip lock. Two spring feather- 
touch action. French shank knob and lever. 
Lifetime Guaranteed. 


DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 


In Canada: Dexter Lock Canada itd., Guelph, Ontarice In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V., Monterrey, Nuevo Leon 





LEADS THE 
Frew Acaw 


Bacle in I94O R.0.W. SALES Co. flrst introduced the 
R:O.W REMOVABLE WINOow. Overnight this 
unrt gained national leadership. Teday, cleaning ard 
painting windows in millions of homes is easier 


because of R-O-U) REMOVABLE WINDOWS. 
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ROW IS THE REGISTERED TRADE MARK OF 
R.0.W. SALES CO. 1331 ACADEMY AV 
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Eliminate Big Roofing Inventories ! 


Mui 
Save Warehouse Space ! 
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Look at these Sales Extras --- 


QSM CROSS CORRUGATED 
ROLL ROOFING and SIDING: 


TORING QSM Cross Corrugated Aluminum in 
Rolls takes much less of your warehouse 
space than metal sheets. This sensational new 
product cuts inventory costs to the bone, for just 
a few rolls gives you an adequate stock to meet 
any customer needs. The aluminum rolls are 28’ 
and 48’’ wide—in 50-100-200 ft. lengths. All you 
need do is to cut off the length your customer 
requires— just like screen wire cloth! 


Rolls On... for faster, easier appli- 
cations on any roof, new or old. 


Unrolls Flat ++ folling out to the full 


hast of Go exee te be covers. *PATENTED TO PROTECT YOUR PROFIT 


OCHILTREE PATENT NO. 2369487 


QUAKER STATE 


Metal 


COMPANY 


— eee ee ee ES LANCASTER, BOX 1167D, PENNSYLVANIA 


No Side Laps. ++ one sheet goes the 


full width, eliminating side laps. 


1001 Uses... perfect for roofing, 
siding, decorating. Great for the 
“do-it-yourself” market. Available 
Plain or Embossed! 
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AMERICAN LUMBERMAN and Building Product Merchandiser is pub 
lished every other Monday by Vance Publishing Corp., 139 N. Clark St 
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Sms ADVERTISE- 
MENT has appeared 
in Architectural Rec- 
ord; Progressive 
Architecture; Ameri- 
can Builder; Prac- 
tical Builder; Heat- 
ing & Ventilating; 
Heating, Piping & 
Air-Conditioning. 


Far Bebrnel ! 











nsulation for winter warmth and fuel con- 
servation can be more efficient and also pro- 
vide coolness and comfort in summer. It can reduce 
original and operating costs of air-cooling equip- 
ment as well as heating plants. A building really 
shielded from the summer sun’s radiation is con- 
siderably cooler, not only by day, but also at night. 
Protected against winter heat loss and fuel waste, 
it warms up faster when there is no great mass of 
insulating material which also requires heating. 


Choosing insulation should be a scientific selec- 
tion based on physical needs, financial considera- 
tions...and performance. Readily available tables 
show the heat ray absorptivities, reflectivities, and 
emissivities of the different materials; their per- 
manency, permeability to water vapor, and to what 
extent they foster or retard destructive condensa- 
tion. Laboratory reports of the thermal factors 
should be obtained. 


Gold, silver and aluminum sheets have the high- 
est ratings as vapor barriers and reflectors of 
radiant heat. But aluminum may be had at a very 
low cost in the form of multiple accordion sheets 
which automatically create reflective air spaces and 
surfaces when installed. 


Multiple accordion aluminum has high reflectiv- 
ity (97%) and low emissivity (3%) for heat rays; 


COST OF EDGE-TO-EDGE INFRA 
Multiple Aluminum Insulation 
installed in new construction between 
wood joists, material and labor 
Type 6-S under 926 sq ft. 

Type 4-S under 7 2¢ sq ft. 


INFRA INSULATION, INC., 525 Bway., New York, WM. Y. 


(To obtain more data on advertised products see page 128) 


low conduction because of preponderant air spaces 
of slight density. Its aluminum and fiber layers 
retard convection. 


The aluminum sheets are long, continuous, and 
almost impervious to water vapor. Infiltration 
under flat, stapled flanges is slight. The scientific 
construction of multiple layers of accordion alumi- 
num, fiber, and air spaces minimizes condensation 
formation on or within this type of insulation. Its 
slight mass has little heat storage capacity. 


To obtain MAXIMUM, uniform-depth protection 
against heat loss and condensation formation, it is 
necessary to use the new edge e multiple 
aluminum*, each sheet of which stretches from 
joist to joist, and also all through the flanges for 
further vapor protection as well as permanent at- 
tachment of each sheet. 


Yours for the asking is an illuminating discus- 
sion of why and how aluminum insulates, even 
under extreme conditions. It will be found in the 
booklet “Thermal Test Coefficients of Aluminum 
Insulation for Buildings”, published by the Amer- 
ican Society of Heating & Ventilating Engineers. 
A free copy, and samples of the new insulation 
sent by us on request. *Patent applied for. 
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INFRA INSULATION INC. 
525 Broadway, N.Y.C., Dept. AL-2 
O Please send FREE ASHVE booklet. (Therm. Test, etc.) 


Name 





Firm 


Address. 
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LATE AND IMPORTANT Developments of the Industry 


WIDESPREAD INDUSTRY PUBLICITY. This is one of the avowed purposes of the 1955 
NRLDA exposition to be in Cleveland October 11-16, says Watson Malone, 
president. Manufacturers are being asked to contribute their products 
for incorporation in feature consumer attractions. The show will be open 
to the public, but only during evening hours. 


DEALERS BUILDING INVENTORIES. Spot checks indicate that dealers all over the nation 
are Striving to fill their warehouses in anticipation of the heavy con- 
struction slated for this year. Dealers are also attempting to beat fac- 
tory slow-downs threatened for some products. 


PLYWOOD ORDERS AT 50-YEAR PEAK. The fir plywood industry is beginning its golden 
jubilee year with the largest backlog of orders in its history. Accord- 
ing to the Douglas Fir Plywood Association, orders on file total about 
545 million feet. This represents six weeks' production compared to a 
normal backlog of 3%-4 weeks. 
























CONSTRUCTION AWARDS JUMP. January construction awards are up 32% over last year, 
reports the F. W. Dodge Corp. In the states east of the Rockies, con- 
tracts totaled $1,030,000,000 for the first three weeks of January. The 
three-week total is close to the entire January total last year. Dodge 
economists are predicting another record for construction activity 
this year. 


CONSTRUCTION BOOSTS ALUMINUM. A recent industry survey reveals that the building 
industry is providing a major portion of the push for the amazing in- 
creases in aluminum sales. An aluminum company official estimates that 
25% of all aluminum made will be sold to the construction industry in 
the near future. In 1954, sales of aluminum storm windows alone in- 
creased from five to six million units. Sales to the builders hardware 
field jumped 10% in 1954, 


MORE SPENDING MONEY. The public's income and spending money set a new record in 
1954, the Commerce Department reports. In the last two months of the 
year, personal income soared to $291 billion. Spendable income, after 
taxes, amounted to $254 billion. Total personal income in 1954 was set 
at $286.5 billion compared with $286.1 billion in 1953. 


WINDFALLERS WIN A ROUND. A group of New York windfallers won a round when the 
U.S. government lost a test case in Federal Tax Court. The government 
was trying to collect more taxes from apartment builders accused of 
pocketing windfall profits. FHA says the case will have “no effect" on 
its own efforts to recover windfall profits. 


STABLE YEAR FOR FARMERS. Farmers’ income in 1955 will approach that of 1954, says 
the Department of Agriculture. No abrupt changes are seen in the level 
of price supports for 1955. 


RECORD MAIL ORDER SALES. January sales for Sears, Roebuck & Co. were almost 19% 
above the total sales for the same month last year. January sales for 
the nation's largest mail order house amounted to $212,855,805. 


OPEN END MORTGAGES GOING WILD? About 25% of all home mortgages now being written 
have the open end feature. And, the percentage is rising, according to 
the U.S. Savings and Loan League. Savings and loan groups are making 
most open-end home loans; banks are much more hesitant. Some open end 
mortgages limit borrowing under the clause only for home remodeling. In 
other cases, people are using their open end mortgages as a convenient 
source of credit to buy autos, appliances, furniture--even mink coats. 
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NRLDA EXPOSITION SITE is the Cleveland Public Auditorium. Designed speci- 
fically for expositions, the interior has space for 300 10’x20’ displays. 


‘55 Exposition Theme: Products in Action 


Products in Action will be the 
theme of the second annual 
NRLDA exposition to be in Cleve- 
land, October 11-16, Watson Ma- 
lone III, president, reports. 

“Major emphasis will be on up- 
to-date merchandising, marketing 
and selling techniques in order to 
harness the full power of the wide- 
spread development of lumber 
dealer stores,” says Malone. 

“The event especially will bring 
into sharp focus the huge repair 
and modernization market which 
has been largely overlooked in na- 
tional expositions,” he adds. 

Manufacturers will be encour- 
aged to make their exhibits serve 
as demonstrations of the methods 
that should be employed by dealers 
in displaying their products at the 
point of sale. 


Exposition Open to Public 

“As a further means of imple- 
menting this idea,” says Malone, 
“It has been decided to open the 
exposition to the general public. 

“Admitting the public, including 
builders and contractors, and stag- 
ing special features to attract 
them, gives the exposition greatly 
increased publicity value and pre- 
sents no extra problem to the ex- 
hibitor because units planned to 
show dealers how to display prod- 
ucts effectively are sure to appeal 
to consumers. Thus, one exhibit 
serves a double purpose at no extra 
cost,” he says. 

Attendance at the exposition in 
the daylight hours will be confined 
exclusively to the registered dealer 
delegates. Education clinics and 
other featured events are being 
scheduled to enable the dealers to 
spend a maximum amount of time 
on the exposition floor with manu- 
facturers. 


Dealer Clinics Slated 


Dealer clinics on retail operat- 
ing and merchandising techniques 


will be coordinated around case 
histories of successful dealers. 
These clinics will also demonstrate 
how to reduce construction costs, 
how to make more widespread use 
of component parts, how to handle 
materials more efficiently and how 
to recruit and train personnel. 

Manufacturers will be invited to 
have their products incorporated 
in feature consumer attractions in 
an attempt to command widespread 
publicity in newspapers, maga- 
zines, television and radio. 

The Ohio Association of Retail 
Lumber Dealers has decided to 
combine its 75th diamond jubilee 
convention with the national expo- 
sition in preference to observing 
its traditional January dates. 


Windfallers Win Round 
In Federal Tax Case 


Builders accused of reaping 
windfall profits on government- 
sponsored mortgage loans won a 
round when a United States Tax 
Court, Washington, D. C., denied 
a government suit to collect more 
taxes from the builders. 

In the test suit, the court de- 
cided against a federal] claim for 
$3 million in back taxes from a 
group of Long Island builders. The 
court said the builders, who con- 
trol more than a dozen develop- 
ment companies, had properly re- 
ported their profits as capital gains 
during 1948-49. Therefore, they 
were not considered deficient in 
their tax payments. 

The court said the question of 
propriety concerning the builders’ 
financial transactions with FHA 
was not raised during the trial and 
refused to pass judgment upon it. 

The decision is considered a 
blow to hopes of getting back some 
of the millions reaped in windfall 
profits. But, FHA commissioner 
Norman Mason says the ruling will 
“have no effect upon FHA’s 


own actions to recover windfall 
profits.” 

Mason reports that the Justice 
Department has been asked to 
work on some FHA windfall cases, 
but no action has been taken as 
yet. FHA is reported to be nego- 
tiating to get builders to give some 
of the money back, and the agency 
has filed injunctions against five 
corporations in which it holds 
stock. 


New FHA Insulation 
Rules Now in Effect 


According to an FHA ruling 
which went into effect February 
15, contractors must specify in 
writing that the attic insulation 
they install will maintain at least 
90% of its original thickness. This 
statement on a 6"x6” card must be 
posted prominently in the attic. 

The Zonolite Co., which processes 
vermiculite insulation, points out 
the FHA ruling is designed to off- 
set complaints about some types of 
insulating materials which may 
lose much of their thickness and 
insulating value in a few years. 

Vermiculite insulation is said to 
retain 93% of its original thick- 
ness over the years. 


J-M Hits Sales Peak; 
Net Profit Is Off 


Total sales for the Johns-Man- 
ville Corp. hit a record peak in 1954 
but the firm’s net profit was less 
than in 1953. L. M. Cassidy, chair- 
man, reports that higher deprecia- 
tion costs caused the dip in net 
profits. 

J-M sales in 1954 were $253,151,- 
584 while in 1953 sales amounted 
to $252,642,136. Net profits for 
1954 amounted to $16,655,658 com- 
pared to $19,661,412 in 1953. 

Cassidy also reported the addi- 
tion of a new product to the firm’s 
asphalt roofing line. Called the 
Seal-O-Matic shingle, he said the 
shingle automatically seals itself 
down to the roof in the sun’s heat. 


Predict Stable Year 
For Farmers in 1955 


Building materials sales of farm- 
ers in 1955 should be at least as 
large as they were during 1954. 

Farmers’ incomes in 1955 should 
approach that of 1954 and prices 
paid by farmers probably will not 
change much, the Department of 
Agriculture, reports. 

The department also predicted 
that no abrupt changes in levels of 
price support are contemplated in 
the current year. This means that 
the present parity ratio of about 
86% will remain fairly stable. 


(continued on page 20) 
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CYLINDER LOCK SET 


@ Provides real security for 
combination doors. Locked by 
key in cylinder outside, or 
slide-button inside. Easily 
installed; available in polished 
or dull brass or satin 

aluminum finish. Backset 134”. 
Priced for volume selling. 

No. 8596 for 1%" doors; 

No. 8595 for 1%” doors. 





TUBULAR LATCH SET 


@ A smooth-working set that’s been a best-seller for years. 
Latch bolt is operated by knob or lever; slide stop inside 
locks both knob and lever. Wrought steel, dull brass finish. 
For use on right or left hand doors. Backset 1%”. No. 5597, 


STORM DOOR CLOSER 


@ Deluxe Model No. 3002, top quality in storm and 
screen door closers, has protective cushion spring, metal- 
escent gray finish. Reversible for either right or left 
hand doors. Packed with complete instructions for in- 
stallation. Also available, Senior model with exposed 
Spring. No. 3001. 





PUSH-PULL LATCH SET 


@ The new, easily installed set 
with push-pull action. Door un- 
latches when inside lever is 
pushed or outside lever is pulled. 
Slide-button inside locks outside 
lever. Easily installed by boring 
through door stile. Attached by 
machine screws. Brass lacquer 
finish. No. 4120. 





RIM LATCH SET 


@ Requires no mortising. Latch bolt is operated by knob 
or lever; slide stop inside locks both knob and lever. Latch 
case is cast iron, trim is wrought steel, dull brass finish. For 
use on right or left hand doors. Backset 1'4”. No. 4115, 


Your best source for quality 


combination door hardware 


LOCKWOOD HARDWARE MANUFACTURING COMPANY: Fitchburg, Mass. 
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“A Top Turn-over item — 
builds store traffic, too!” 


“We use tie-in displays 
of tools and other do-it-yourself 
materials —and sell more 
of all of them.” 
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*T. M. Reynolds Metals Company 


In less than a year 10,000 Reynolds DO-IT-YOURSELF 
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FROM ILLINOIS 


“We received our first Do-It-Yourself Aluminum Rack 
December 1, 1953. By the first of September, 1954, 

we had purchased refill material valued at $4,400.00 at 
retail. We expect to do $5,600.00 worth of Do-It-Yourself 
Aluminum business this year. We feel also that 
Do-It-Yourself Aluminum has greatly increased the sale 
of hand and power tools as well as other related products. 
We now have three Reynolds Do-It-Yourself 

Aluminum Racks.” 


Mr. James W. Gee, Gee Lumber and Coal Company 
2600 West 95th Street, Chicago, Illinois 


FROM PENNSYLVANIA 


“From January 1, 1954 through September 30 

we have turned over our Reynolds Do-It-Yourself 
Rack stock six times. This represents dollar sales of 
$1,340 from five square feet of floor space. Reynolds 
Do-It-Yourself Aluminum has proven to be a much 
better item than even we had hoped.” 


Mr. Paul J. Devitt, Paul J. Devitt Hardware Co. 
60th and Ludlow Streets, Upper Darby, Pennsylvania 


Do you have your Reynolds 
DO-IT-YOURSELF 
Aluminum Merchandising Rack? 


Call your wholesaler, or write 
direct to Reynolds Do -/t -Yourself 
Aluminum, 2496 South Third 
Street, Louisville 1, Kentucky 


... And be sure to keep your 


F R oO VI ] oO W A rack fully stocked with tubing, 


rod, bars, angles, the complete 
“Do-It-Yourself Aluminum was a part of our initial stock variety of sheets, screen and 
when we opened our Do-It-Yourself Shop in January of 1954, , : 
We had been introduced to it at the Do-It-Yourself Show in laren cus soettons, Win eintpe, 
Chicago and knew it was a good product. fasteners, window hardware 
“What we didn't know was how good! Within six months we had and accessory items. 

turned our stock eleven times. Within one day we registered over “ 
$100.00 in sales. Can one do much better with five For full information on our 
square feet of floor space?” plans and Easi-Bild Patterns! 

Mr. Orin Wallick Do-It-Yourself Shop write Reynolds Sales Company, 

910 Walnut Street, Des Moines, lowa Louisville 1, Kentucky 


TT. M. Reg. Eosi-Bild Pattern Co. 


Racks placed in dealers’ stores-making sales! 
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NEW! Two pre-finished hardwood panels help you 


PLANKTEX is a strikingly decorative textured wall paneling for 
both residential and institutional use, 


New textured look V-Plank* Weldwood and Plank. 
tex* will boost your sales of high-profit hardwood 
paneling. 

Beautiful real wood paneling is the big thing these days 
with two important groups of your customers: builders 
and the do-it-himself homeowner. Dealers who never 
sold any plywood but ordinary fir find that hardwood 
paneling by Weldwood is a mighty profitable item. 

And why not? Take these two new Weldwood panels 
—you make from 16¢ to 26¢ on every square foot! 

And Weldwood is easy to sell—it’s the best known 
name in the plywood field, Consistent Weldwood ad- 
vertising in the builder magazines and in consumer 
magazines like The Saturday Evening Post and Better 
Homes and Gardens pre-sells your customers. 

Both V-Plank and Planktex are available with 
Weldwood factory-applied finishes—the finest plywood 
pre-finishes ever offered! They're even waxed. Ask your 
customers how they like the idea of absolutely no 
on-the-job finishing. Show them samples, tell them the 
price and sharpen up your order-taking pencil! 
V-PLANK WELDWOOD comes in vertically grooved 
4’ x 8’ x 4” thick panels. Groove-spacing gives effect 
of random wall paneling. Beveled vertical edges hide 
butted panel seams. V-Plank comes in a complete 
range of light to dark woods: Walnut, Korina®, Hon- 
duras Mahogany, Samara* and Oak. All are completely 
pre-finished—even to wax, 

WELDWOOD PLANKTEX 4’ x 8’ x 516” thick panels 
have 6-inch bands of irregular striations alternating 
with 6-inch bands of smooth wood. Striations hide 
butted panel joints. Made of low-cost Philippine Mahog- 
any, Planktex is available unfinished or pre-finished. 


PLANKTEX OR V-PLANK CAN BE installed without nails 
using new Weldwood Contact Cement. Matching 
Weldwood Moldings simplify installation of V-Plank 


when nails are used, Patented 











Re ie 
V-PLANK ADDS a note of textured wall interest that 


says good taste in any price home. Shadow line of 
grooves adds to apparent height of room. 


DON'T FORGET WELDWOOD HARDBOARD! 


Here’s another W eldwood profit-maker for you... 


Weldwood quality Hardboard. Comes in standard 
and tempered types for walls, ceilings, underlay- 
ment and exterior siding; in special grades like 
Walltuf*, Dekalux*, Dekatile*, Dekaleather* and 
in strong, tough, highly useful Weldwood Hardply 

outer plies of Hardboard bonded to an inner core 
of plywood. Hardply, in both interior and exterior 
grades, is available in thicknesses of '2”, °” and 
4”. Stock thicknesses of other Weldwood Hard- 
boards are 1/10”, 1.8”, 3/16”, 1 4” and 5/16”. 
Comes in smooth or embossed surfaces, dyed 
black, laminated o1 perforated Write today for 


more details “Trade Mark 


~,J 
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\_ Weldwood | 


Weldwood 


V-PLANK ond PLANKTEX 
Products of 
UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization 
and U. $.-Mengel Plywoods, inc., Louisville, Kentucky 
In Canada: W eldwood Plywood Ltd., Montreal, Toronto and Ottawa 


GROOVES IN V-PLANK WELDWOOD hardwood panels (4/ x 8’ x '4”) 
are spaced like this to give a random paneling effect; 6”, 4”, 6"; 


7.8 .o and 4”. Note that a groove occurs every 16”, hiding 
nails when material is nailed to studs 


SEND COUPON for complete details on these new hardwood panels, and 
on Weldwood Hardboard, or visit any of the 73 United States Ply 
wood or U.S.-Mengel Plywoods distributing units in principal cities. 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Building 
55 West 44th Street, New York 36, New York 


At 21-86 


Please send me more information on high-profit hardwood paneling 


V-Plank and Planatex ( ind also details on Weldwood Hardboard ( ) 
Name 
Address 





Give screen 


FITS-ALL 


FITS-ALL NO. 5 


Gracefully designed, yet 
fully adjustable for nearly 
all wood or metal doors! 
Made of silvery-satin Ala- 
crome that will not rust or 
tarnish. Patented holder 
makes installing easy, Each 
grille packed in individual 
colorful, carton with com- 
plete instructions for install- 
ing and suggestions on how 
to arrange scrolls. 








Surface Clamps Included 


FITS-ALL Grilles may be install- 
ed on the surface, rather than 
between stiles of screen door, by 
using surface clamps which are 
furnished. Merely place one 
clamp over each scroll and at- 
tach to door as shown at left. 


PAT. MO. 2457746 


FITS ALL Adjustable SCREEN DOOR GRILLES 


Made of Alacrome—Silvery-Satin Finish 


NO. 1 Instantly adjustable to 
all screen doors, Accordion-like 
action permits expansion from 
16” to 30%," in width between 
stiles and from 40,” to 30%,” 
high. Squared up size is 304%," x 
30%". Packed 12 to carton— 
screws furnished. 


NO. 2 For doors with divided 
sections. Each side adjusts from 
13” wide and 19%,” high to 
144%” wide and 17)” high. 
Packed 12 pairs to carton, 





NO. 3 For lower section of 


door with cross-bar, Fully ad- 
ustable from 14” wide and 324,” 
high between stiles to 25” wide 
and 25” high between stiles, 12 
to carton, 








NO. a For upper section of — ‘ ~ 


doors. Adjusts from 19)” wide c ° ’ 


and 34” high between stiles to 

33%” wide and 20%,” high be- FITS-ALL NO, $6—Eas- FITS-ALL NO FS—Fits 
tween stiles. 12 to carton. ily installed, fully ad- full-size panel, Adjust- 
justable. Made of Ala- able from 22” to 30” 
crome with silvery-satin wide and from 75” to 


finish—will not rust or $5” high between stiles. 





NO. 7 Adjusts from 18” wide 


to 32” high between stiles to 


24%" wide to 27” high. Squares 
up at 26” x 26”. 12 to carton, 


tarnish, Packed in indi- 
vidual carton, 


Packed 6 to carton. 





doors that “extra something” 


Adjustable $CREEN DOOR GRILLES 





NO. 16 PUSH GRILLE 

Made especially for 
combination doors— 
wood or metal—16” high 
for 21”, 23”, and 27” in- 
sert panels and for regu- 
lac 32” or 36” doors, 





Silvery-satin finish, Pack 
ed 12 to carton, 


MeWAy 


ings from 24” to 2 


carton. 


carton, 





tween stiles from 28” 


NO. 6 PUSH GRILLE 
inum of wood doors 6” A 
and 27” insert panels and for regular 32” or 
36” doors. Silvery-satin finish. Packed 12 to 


NO. 4 PUSH GRILLE” high, 
made of silvery-satin Alacrome, 32” 
wide and 
to 30”, 


high for 21", 


Packed 12 to 





For alum 
” 











VOOOOSSAS 


= 


Nu-WAY—Comes in silvery 


satin aluminum or steel 


lack enamel finish. Fit 


and 32”, 36” 42” doors. 


Easily installed on doo 


as window guards 





s 30” tection for screen. 


rs of 284,” and 36” fits openings 
28” to 314%”. Silvery-satin 
Alacrome will not rust or 


tarnish. 


M-D MESH GRILLE—Inter- 
with laced ribs form strong pro- 


screen openings from 24” to 





GRILLE ORNAMENTS 


Attaches to nearly all 
screen door grilles. Made 
of cast aluminum with 
colorful outlining. Comes 
in individual envelope with 
instructions, clamps and 


bolts. 

MALLARD BRONCO 
STEER HORSE 
SEA GULL SAILFISH 
SAILBOAT PANCHO 
PEDRO SQUIRREL 


FITS-ALL 
GRILLE 
MONOGRAM 


Customer chooses 
initial or num- 
bers from your 
stock and mounts 
on black disc. 
Packed 2 discs 
to envelope with 
screws and fast- 
eners, Attractive, 
yet inexpensive! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


DEALERS: ORDER TODAY! YOUR ORDER 
SHIPPED SAME DAY IT IS RECEIVED! 


All M-D products are fast sellers, nationally advertised. 





YOUR INITIAL 
GOES HERE 


\ | LIKE THIS 


\ 


| 








BUILDERS: For highest quality and de- 
pendability always specify M-D products. 
Sold by hardware, lumber and building 
supply dealers everywhere! 





REE Pere cE —.29 FEE e Ye 


Curtis Convertible Windows make weathertight awn- 
ings and casements—as well as many other window styles for 
every size and type of home. Many quality features—such 
as spring-leaf weather-stripping—modern, new-type operator 

toxic water-repellent preservative treatment—plus the 
Curtis GUARANTEE covering materials and workmanship! 
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More Than 1,000 Ways to Build Your Profits 
With the New Curtis Convertible Window Unit 


Now, one basic wood window unit—the Curtis Silentite Convertible— 
provides more than 1,000 different window combinations to build your 
profits—give your customers extra satisfaction—and put you ahead of 
competition. Available in 10 sash unit sizes and companion louvre units 
in 6 sizes, the Silentite Convertible comes as a complete unit, ready to 
fit into the wall—has operating hardware, screen and insulating glass 
installed. For top profits, sell the top window line— Curtis Silentite. Would 
you like complete information on selling Curtis Woodwork? 


OUTSIDE — suitable for any type of home —new or INSIDE—equally pleasing. Curtis Convertible win- 
old—Silentite Convertibles are used here as awn- dow units provide any degree of controlled ventila- 
ing-style windows. Equally attractive ascasements. tion with sash locked securely in position. 


‘ 


ATTRACTIVE ARRANGE- 
MENTS like this one are 
easy withSilentite Convert- 
ibles. Here they are used as 
casements in a glass panel 
wall of a beautiful home. 


¢ 


SPECIAL CURTIS HARD- 
WARE to operate sash is 
easily detached from inside 
to permit full opening for 
washing from inside. 


CURTIS WOODWORK Curns 


Tone Heart of the Home woooDWwoR« 
se hi Curtis Companies Service Bureau SILENTITE 


4 Peery 
Clinton, lowa the /nsu/ated window 


A Department of Curtis Companies Incorporated 
Clinton, lowa © Wausau, Wisconsin © Chicago, Illinois ¢ Sioux City, lowa 
Lincoln, Nebr. © Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. 
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is behind 
ors? 


I; they’re Mengel Doors, your worries are over. 
Every Mengel Door is built to meet or exceed the 
most rigid specifications — is guaranteed in accord- 
ance with the Warranty of the National Wood- 
work Manufacturers Association — is backed by 
Mengel’s long years of experience and “know-how” 
in the manufacture of doors. Mengel is the world’s 
largest manufacturer of hardwood products — 
including Mengel Permanized Furniture and 
Mengel Kitchen Cabinets. 


These fine, guaranteed doors are available in 
three different types, for every kind of job — 
“Palace or Project”. Each is an outstanding value, 
and is competitively priced. Write for complete 
information — AIA File No. 19-E-1. 


€ Door Department 


THE MENGEL company 
Louisville 1, Kentucky 


(Te obtain more data on advertised products see page 128) February 2! r 1955, AMERICAN LUMBERMAN & 








Foto Folio contains 20 photo- Mailing Stuffers on air condi- 
graphs showing Gate City tioning, Heating and Remodel- 
Windows in all structures ing with room for your name 





@ Dealers of Gate City Awning 
Windows are also supplied with 
FREE Advertising Mats, ena- 
bling them to benefit from and 
tie-in with Gate City’s National 
Advertising program. 


A wide variety of attractive, 
hard selling advertisements 
are available only to those who 
become Gate City Dealers — 
Write Today for details. 


Catalogues inform Architects, New Floor Display takes up 


Builders and Home buyers little space, sells Gate City 
about Gate City features. windows for you. 








More Profits in Good Merchandising ! 


Yes, there are more profits for you, as a Gate City dealer, in the merchandising 
program designed to help you sell more Gate City Awning Windows. 


Mailing stuffers, photographs, catalogues, folders, ad mats and a new floor display 
are some of the merchandising aids offered as part of Gate City’s program to 
pre-sell your customers. 


Ss. 





* Gate City’s Aluminum Window with push-button motorized operation provides 


your builder and architect customers with a superb new window they have been 
long requesting. 


There's nothing like it for clerestory or otherwise inaccessible installations. They 
are also available in crank-operated models. 











If you are not yet a Gate City dealer and are interested in more information on 
how many ways Gate City sells for you, write: 





AWNING WINDOWS 4 





GATE CITY SASH & DOOR COMPANY « BOX 901, AL2 « FORT LAUDERDALE, FLORIDA 
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NEWS 


Help Is Coming for 
Tough Money Areas 


People living in small towns, re- 
mote areas and minority groups 
who have been unable to find lend 
ers willing to give them VA or 
FHA loans will receive special 
help under a provision, now in op- 
eration, in the Housing Act of 1954. 

The new system provides a 
method for dealers to sell homes 
where they could not be sold be 
fore because of lack of local 
financing. 

Called the Voluntary Home 
Mortgage Credit Program, the sys- 
tem will include sixteen regional 
offices in the United States where 
borrowers may apply for loans to 
buy or build a home. 

It is the job of the regional of 
fices to consider the borrower's ap- 
plications, and then find the lend- 
ing agency willing to handle the 
loan. The committees themselves 
will not make loans; they will act 
as clearing houses to bring eligible 
borrowers and willing lenders to 
gether. 

Here are the people eligible for 
committee assistance: 

1. Persons seeking FHA or VA 
loans to buy or build homes in des 
ignated areas but who are unable 
to obtain such loans. 

2. Members of minority groups 
in any locality who are unable to 
obtain FHA or VA loans under the 
same terms and conditions as are 
generally available in the same lo- 
cality. 

3. Builders seeking commitments 
for FHA or VA loans to finance 
the sale of a number of houses they 
intend to build in a designated 
area or for members of a minority 
group. 


Eligible Areas Listed 

The regional committees them- 
selves will help to select the areas 
in which people will be eligible for 
the loan assistance. These areas 
will include locations already des- 
ignated as eligible for direct loans 
to veterans by the VA and other 
cities in the region which had a 
1950 population of less than 25,000 
and which do not have adequate 
active lending facilities for making 
the loans. Exceptions to the area 
rules will be allowed. 

The person seeking a loan ap- 
plies to the regional VHMCP com- 
mittee in his area. The borrower 
is required to fill out two forms. 
One form certifies that the appli- 
cant has unsuccessfully applied 
for an FHA or VA loan from at 
least two local or reasonably ac 
cessible lenders. The second form 
is an assistance application which 
provides for a description of the 
property and credit information. 

Overall supervision of the pro 
gram is in the hands of the Na 
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tional Voluntary Mortgage Credit 
Extension Committee. This Com- 
mittee consists of the Housing and 
Home Finance Administrator, as 
chairman, and 14 others appointed 
by him. 

Sponsored by private lending in- 
stitutions, the program is designed 
to eliminate the need for the use 
of public funds for making direct 
loans through the VA or Federal 
National Mortgage Association. 


Johnnie Giles Heads 
Reserve Supply Co. 


The election of J. H. “Johnnie” 
Giles to the presidency of the Re- 
serve Supply Co., St. Paul, was an- 
nounced recently by the board of 
directors. 

Formerly ex- 
ecutive vice- 
president, Giles 
succeeds J. R. 
Randall who re- 
tired January 1, 
after serving as 
president of the 
corporation 
since its forma- 
tion in 1926. 

Giles joined 
the Reserve J. W. Gilles 
Supply in 1947. Prior to being with 
Reserve Supply he was a partner 
in Smith Giles Co., building mate- 
rial sales agents with offices in Chi- 
cago and Minneapolis. 

The Reserve Supply Co. is the 
largest wholesale distributor of 
building materials in the United 
States and serves about 2,000 deal- 
ers in the midwest. Last year the 
firm had a record-breaking volume 
of sales totaling $21,592,023. 


Use of Fir Plywood 
Up Sharply in Homes 


Completed sales and production 
figures for 1954 show that since 
the end of World War II, individual 
consumption of fir plywood has 
risen from 10 feet to 23 feet. 

W. E. Difford, managing direc- 
tor, Douglas Fir Plywood Associa- 
tion, attributes the increase to ex- 
panding national sales promotion 
“which has made fir plywood a 
household word.” 

Cumulative new orders for ply- 


wood in 1954 topped four billion 
feet, a gain of 14% over 1953 and 
an actual increase of 10 million 
feet a week. This occurred despite 
a crippling midsummer strike af- 
fecting 50% of the productive ca- 
pacity in Washington, Oregon and 
California for 12 weeks. 

The final tabulation on 1954 
showed that the industry, which 
accounts for three-fourths of all 
plywood manufactured, produced 
3,823,000 feet, another all-time rec- 
ord high and some 4% better than 
1953. 


Ells Is President 
Of Redwood Group 


Russell Ells, president of the 
Willits Redwood Products Co., has 
been elected 1955 president of the 
California Redwood Association. 

Other new officers include: vice- 
president, Kenneth Smith, Pacific 
Lumber Co. and secretary-treas- 
urer, Selwyn J. Sharp. 

Directors for the new year are: 
H. J. Jacks, president of the Pa- 
cific Coast Co.; Otis R. Johnson, 
president, Union Lumber Co.; and 

E. Lawson, vice-president, 
Simpson Redwood Co. 


NAHB Establishes 
Housing Library 


The National Association of 
Home Builders has retained the 
Atlantic Research Corporation, a 
consulting firm in Alexandria, Va., 
to set up a building library and in- 
formation bureau for the new Na- 
tional Housing Center, now under 
construction in Washington, D. C. 

The library will be one of the 
world’s largest and most complete 
in the building field. 

Although intended to serve the 
needs of the more than 33,000 
NAHB members, the library also 
will furnish information to indus- 
tries related to home building. In 
developing plans for the library, 
the consulting staff is building on 
some basic ideas from the great 
building information centers of 
Europe. The European centers 
generally utilize the combined tal- 
ents of librarians and building spe- 
cialists in producing information. 





Dealers’ 1955 Buying and Selling Guide Out Soon 


It’s the dealer’s operating hand- 
book containing the essential in- 
formation about all the products 
bought and sold by building mate- 
rial retailers and wholesalers. This 
year’s 700-page edition has many 
valuable new features. 

Every dealer needs a copy for 
all-year reference. The 1955 Dealer 
Products File issue of American 


hebruar\ 


Zl, 


Lumberman will be in your hands 
shortly after April 4. 
1955 
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Fiberglas and Nylon reinforced 


plastic panels ever produced 


STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 
in its field. 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


LOWER PRICES Every FILON dealer 
is in a position to meet all competition, 
attract volume sales at greater profits. 


MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON’S colors the best in the field. 


MORE SALES Aggressive national 
and local advertising plus effective 
“point-of-sale” materials create more 
sales for each dealer in his own area. 


Write or wire today for name of dis- 
tributor located near you with complete 
stock and prompt service. 


PLEXOLITE CORPORATION 
The world's largest plant in its field 
2051 E. Maple Ave., El Segundo, California 


270 Park Ave., New York 17, New York 
228 North La Salle Street, Chicago 1, Illinois 


© 


Unlimited Uses 
for the 
Do-It-Yourself, 
Residential 
and Industrial 
Markets 


For patios, 


For awnings, 
porches, lanais 


canopies, partitions 


For industrial 
skylights & sidelights 


For carports, 
fences, greenhouses 
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“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin We ship 
high altitude forests, rigid grading standards, scientific kiln 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 
SoutHwest Ponderosa Pine — definitely a better product. 
Always quick delivery on either straight or mixed cars. Write 
today for the name of your nearest SOUTHWEST representative. 


Southwest LUMBER MILLS, INC. 


Pa © °en Cee © PHROOGONM IZ, At tonea 


a year 








SIDING bd SHEATHING * SUB-FLOORING ° ROOF DECKING . PANELING * INTERIOR FINISH 
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Build more sales with CECO Metal Windows 


Better Engineered 
Better Made 


Better Hardware 


CUSTOMER BENEFIT 

Here is beauty with function. Stee! Case- 
ments with muntins omitted create the 
iMlusion of a wall of windows. 100% ventila- 











Flexible, versatile Aluminum Casements, used in corner 
design or combined with picture windows, create striking 
architectural effects. 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
General Offices, 5601 W. 26th Street, Chicago 50, Illinois 





In construction products 
Ceco ENGINEERING 
makes the big difference 





They All Add Up to CUSTOMER BENEFITS 


e Window sales come ever so much faster with 
Ceco Metal Windows, because your customers can 
easily see the advantages these finer windows offer 
Slender muntins mean more light gets in. Tight weather 
seal means inclement weather is kept out. And when it 
comes to beauty, nothing surpasses these functionally 


designed windows, handsome and then some 





CUSTOMER BENEFIT 

Rooms look big as ail outdoors with com- 
bined Ceco-Sterling Aluminum Double- 
hung and Picture Windows. No painting, 
no sticking, no warping. 











To: Ceco Steel Products Corporation 
5601 West 26th Street, Chicago 50, IIinois 


Please send me these booklets. Check one or all 

C) Stee! Windows and Screens. No. 1001 

(1 Sterling Aluminum Windows. No. 6013 
[) Commodity Price List No. 1003 


MY NAME IS 
MY ADDRESS 


ciITY 





Report from 


Some Questions and Answers 
About Money and Housing 


Q. Does anyone know the amount 
of mortgage indebtedness in the 
United States, as of now? 


A. The Home Loan Bank Board, 
that should know, has estimated 
the mortgage debt on one-to-four 
family houses at the close of 1954 
as seventy-five billion dollars. The 
increase during ‘54 was $8.9 bil- 
lion. The board thinks more than 
$16 billion of new money will be 
needed to finance home-buying 
this year. 

This means $12 billion to pur- 
chase newly-built houses and $4 
billion for additional loans on 
older houses. The board thinks 
there'll be more new housing starts 
in 55 than in '54. It excludes apart- 
ment units in estimating the num- 
ber; and on that basis it thinks 
there’l! be 1.2 million one-to-four 
family houses built in '55, as com- 
pared with 1.1, million in "54. 


Q. Is there any worry in Wash- 
ington over the size of this mort- 
gage account? 


A, It’s hard to answer that ques- 
tion briefly and exactly. Walter W. 
McAllister, chairman of the board, 
says financial institutions are in a 
strong position to handle this ad- 
ditional mortgage credit. For in- 
stance, the lenders will receive 
nearly $7 billion in payments and 
prepayments from borrowers on 
outstanding mortgages in ‘55. 

This of gourse doesn’t answer 
the question about worry over the 
indebtedness or the methods of 
financing that produced it. One 
well-known official in federal 
finance, who incidentally doesn’t 
want to be identified, began by say 
ing he thought the country was far 
from being overbuilt; and he ex- 
pects residence construction to 
stay on a high level for at least 18 
months and probably longer. But 
he questioned the national wisdom 
of using the forced draft of easy 
money, no down payments and 30- 
year mortgages to fan the fire of 
construction. 


Q. Is this a fear of some sort of 
money panic? 


A. Apparently not in the usual 
meaning of that term. There seems 
to be no real national difficulty in 
finding the money to take up these 
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offerings. That’s not true in every 
community; but the Voluntary 
Home Mortgage Credit Program 
seems to be straightening this one 
out. One financial publication 
speaks of “the virtually unlimited 
money now available for mort- 
gages.” According to the official 
mentioned above, this virtually un- 
limited sum of money in the hous- 
ing field threatens to damage one 
of the special! moral values in home 
ownership. 

To indicate this danger briefly, 
too many home “owners,” knowing 
their monthly payments are less 
than they’ve been accustomed to 
pay in rent, are ready to “give the 
house back,” if they want to move 
to some other part of the country. 
The residence needs of a mobile 
labor force have not yet been well 
met; and they are not well met by 
easy loan money, no down pay- 
ments, long-term mortgages and 
monthly payments less than rent. 
In earlier days, home ownership 
was recognized as one of the im- 
portant factors in social stability. 

Of course times and circum- 
stances change, but this official 
thinks the country pays a heavy 
price in letting the old social fac- 
tor of real home equity go by the 
board as it seems to be doing in a 
good many cases. The effort to 
systematize the trading in of one 
house on another, when a larger 
house is needed in the same town 
or when a family must move to a 
distant city, is still being tried. But 
we understand it isn’t working too 
well, either in meeting the imme- 
diate problem or in saving the 
sense of real home ownership and 
its collateral social values. 


Q. Are such things as the Treas- 
ury’s issuing 40-year, 3% bonds, 
and the Federal Reserve's increase 
of stock market margin require- 
ments from 50% to 60% evidence 
that the government fears a wave 
of inflation? 


A. Fiscal journals think the gov- 
ernment is following a policy of 
taking some—but certainly not all 

of the ease out of the money 
market. One or more of these pub- 
lications think the administration, 
observing the rush of home starts 
last December, does fear more or 
less there developments in the field 
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of home mortgages. So far as this 
page can learn, there’s no intention 
of trying to stop the home-building 
program. That would be a national] 
disaster. But the government does 
get a little green around the gills 
when it thinks of the possibility of 
a runaway housing boom on its 
hands. 


Q. What does it intend to do? 


A. The corrective purpose ap- 
pears to be some restraint on the 
economy as a whole. The govern- 
ment has more than one problem 
child to manage. The idea is to do 
something along this line without 
putting the industrial revival in 
danger. So far as this page knows, 
there’s no plan to change laws or 
regulations dealing specifically 
with housing finance. 

There is, rather, an effort to soak 
up some of the money available for 
speculative purpose, by such means 
as the 40-year treasury bonds, the 
increase of stock margin require- 
ments and the Federal Reserve's 
sale of some of its holdings of gov- 
ernment bonds to member banks. 
A tough horse to ride. 

How do you check speculative 
excesses, or the danger of them, 
by controlling the total supply of 
money, without pinching the indus- 
tries that shouldn’t be pinched? 
But, as one Reserve official likes 
to point out, credit control is some- 
thing that begins at the grass roots 
and travels from there to Washing- 
ton; not vice versa. The finance 
experts down along the avenue can 
sometimes bank the turns and 
avoid some upsets. But the basic 
controls are not wholly or even 
largely in their hands. 


Q. What about the windfall prof- 
its at this time? 


A. Uncle has lost a couple of 
tricks recently. Two test cases ar- 
gued in the United States Tax 
Court have been decided against 
the government. The judges held 
that the windfalls, consisting of 
loans above the cost of construc- 
tion, were legal under the loose 
housing laws that were in effect 
when the loans were made. The 
immediate effect of these decisions 
was to subject these profits to cap- 
ital-gains taxes instead of regular 
income taxes. The capital gains 
rate is about 25% ; while the regu- 
lar income rates would be about 
75%. The loophole in the law was 
closed by an amendment that went 
into effect last June, but the tax 
bills involved were for the years 
1948 and 1949. R. V. Kerr 
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Across the country, Cloud Oak Flooring Company is served by 


outstanding sales representatives. 





These firms are in large measure responsible for the excellent 
service we are able to give our dealers. 


So— WHEN WE SAY... 


@2lkhweo 
Teng OAK FLOORING 


. is a good deal for good dealers, we're acknowledging 
with appreciation the excellent contact our “reps” are 


keeping with the retail lumberyards in the areas we serve! 


The finest manufacturing facilities, which 
~ B assure a quality oak flooring designed for 
“ie: > ready acceptance everywhere, and 
/; dependable representatives in many 
Y leading markets, keep Cloud's 

2 plants in full production the year 
( around! 


e , 


Mr. Retail Lumber Dealer: 
Lockwood's Splin- 
ter Clipper hes : a ae 
eliminated the an- At right is a listing of our 
noying chip or spur 
that often slows 
vp installatian, 


ee _vawsave tives. Contact the one located 


Lockwood Sales Representa- 


nearest you for your require 
Lockwood's Neil 
Groove Feature has a ments in Lockwood Tempered 
- by wry ~ * up 
‘it to vo in taying- | 
Sen Frensten ’ through- finishing Oak Floor ng 
since 1926! costs. 








DENVER, COLO. 
Click & Geddes Lumber Co. 
DES MOINES, 1OWA 
A Whotesole Service | 
GRAND ISLAND, NEBR. 
R. E, Spelts Supply Co. 
GREEN BAY, WIS. 
Hartman Wholesale Co. 
JOPLIN, MO. 
M. L. King Co 
KANSAS CITY, MO. 
Freemon Lumber Co. 
LONGVIEW, WASH 
Jones Lumber Co. 
MANHATTAN, KANS 
Dovid H. Hurst 
MILWAUKEE, WIS. 
Herold L. Sill 
OMAHA, NEBR. 
Ashton Wholesole Service 
PEORIA, ILL. 
Continental Forest 
Products Co 
RAPID CITY, S$. DAK 
Herbert W. Block 
Si Petersen 
RINGOLD, PA 
Walter Ames 
ROCKFORD, ILL. 
Continental Forest 
Products Co. 
ST. LOUIS, MO. 
Flooring Supply Co. 
ST, PAUL, MINN, 
Northwestern Flooring & 
Lumber Co 
SPRINGFIELD, ILL 
Continental Forest 
Products Co 
TULSA, OKLA. 
Tulsa Pacific Wholesole 
Lumber Co. 
WICHITA, KANS. 
Lovender Wholesale 
Lumber Co 
Rounds & Porter Co 
Kansas Wholesale Lumber Co 
WINCHESTER, MASS 
Winchester Lumber Co 


NOFMA\ 





oaks) 
CLOUD OAK FLOORING CO. 


SPRINGFIELD, MO. 
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TEMLOK SHEATHING — Cut handling 


costs in your yard. Temlok® Sheathing is much 
easier to handle than wood sheathing—off the boxcar, 
outo the truck, and out on the job. Instead of grappling 
with loose lumber, your yard crew works with compact, 
neatly packed bundles of Temlok. In a few minutes, 
one man with a lift truck can load enough Temlok to 
sheathe an entire house. Hand loading time is greatly 
reduced, too . . . so is your overhead. 


Complete protection against rain. Tell 
builders that rain can’t damage construction or cause 
costly delays because Temlok Sheathing is both impreg- 
nated and coated to provide effective protection against 
moisture. Water rolls right off the Rain-Shield* finish, 
can’t soak in. When Temlok is cut, it’s still protected, 
because each fiber is coated. When storms are over— 
even after several days’ downpour—work can be re- 
sumed almost immediately. 


These 3 Temlok products offer you 


6 WAYS 


: 


TEMLOK ROOF DECK—Packaged for easier han- Builders cut handling, save up to $250 per house. 
dling, faster loading. Armstrong Temlok Roof Deck is a Every time your builder customer puts down one piece of Arm- 
new material that provides roof deck, roof insulation, and finished strong Temlok Roof Deck he puts down 16 square feet of ceiling, 
ceiling in one easy-to-handle board. It means your crew handles too, and it’s completely painted and insulated. Although the ma- 
one package instead of several different materials, Initial material terials costs are slightly higher, handling and labor savings quickly 
cost, plus savings in handling, means extra profits for you. absorb this cost and pile up savings as much as $250 per house 


Close more sales . . . make more profits .. . 
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Your name and address im- 
printed on every sheet. You 


make every home you supply your biil- 
board when you sell Temlok Sheathing 
Without cost to you, Armstrong will 
print your firm’s name, address, phone 
number (or other information you 
specify) on each piece of Temlok 

with minimum half carload order. 

Chis promotional opportunity can 
help build recognition for your yard in 
your own trading area. Many new 
home prospects, builders, and contrac- 
tors will see these ads—truly the size of 
a house—and will be directed to you. 


TO MAKE 


—> 


You and your customers both profit 
with the Armstrong Temlok Line of building 
products. Temlok Sheathing, Temlok Roof 
Deck, and Temlok Interior Finish are profit 
able products for you to handle. They offer 
your customers extra value that adds up to 
savings in time and costs. Temlok is made 
of tough pine fibers, scientifically processed 
and compressed into boards that have extra 
strength, rugged durability, and high insula- 
tion properties, Your Armstrong wholesaler 
will not only supply you with the complete 
lemlok Line but will also help make your 
business more profitable by doing most of 


your stocking and warehousing for you, 


TEMLOK TILE—Exclusive joint, smooth fateh make Contact him for full information or write 


direct to Armstrong Cork Company, 3702 
selling easier. When you're selling interior finishes, Temlok 
lile’s superiority is easy to demonstrate. Point out Temlok’s ex- 
clusive Lok-Bevel* joint and extra wide nailing flange. Both are l'rade-Marh 
designed to speed ceiling installation and help make a professional 
looking job. Ask your customers to feel its satin-smooth finish—in 


Rieker Avenue, Lancaster, Pennsylvania. 


most cases that’s all the selling you need to do 


with Arm strong TEMLOK 


SHEATHING e ROOF DECK « INTERIOR FINISH 
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Profits in the walls 


OS a athe a es, ti GEA 4S TS 


You've got new customers in your neighbor- 


hood customers who can bring you new 
profits 


fast, easy application ...with nails or staples. 
The beautiful ivory and pastel colors appeal 
especially to women. Pre-finished and ready 
A few years ago, they wouldn't have dreamed to install, there’s no painting or decorating 
of “doing it themselves." But today, they're needed. 
sold on the ease of remodeling old rooms and 
adding new ones like the attractive child's 
room above. And nationally-advertised, ready- 
to-use Gold Bond Insulation Board, Plank 
and Tile make it easy to get these profits. 


Your good contractor customers, too, can use 
these materials on all sorts of remodeling jobs. 


Gold Bond Insulation Board products can 
make extra profits for you... now! See your 
Gold Bond Representative for full infor- 
mation, or write today to National Gypsum 
Company, Dept. AL-25, Buffalo 2, N.Y. 


NATIONAL GYPSUM COMPANY @«@ 


These handsome Gold Bond products dec- 
orate, insulate, and sound-condition in one 


BUFFALO 2, NEW YORK 


theres plenty of profit for everyone in 
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ae 
ATH, PLASTER §6GYPSUM BOARD INSULATION BOARDS = 8OCK WOOL PAINTS AND ACOUSTICAL ASBESTOS ROOFING 
AND Lime reooucts PLANES ANDO THES INSULATION Textures mss AND SIDING 
. « INSULATION BOARD PRODUCTS 
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Master 
WORLD’S FASTEST 
SELLING PADLOCKS! 


#100 DISPLAY .. . Complete 
padlock department in less than 
two square feet! 


Enjoy the extra profits of steady, year ‘round 
padlock sales by featuring Master, the original 
laminated padlock. Precision-built brass 
cylinders . . . nickel-silver pin tumblers . . . 
and numerous Master-perfected security features, 
assure your customers of the world’s 
finest padlock protection! 


Order from your wholesaler. 


NATIONALLY ADVERTISED in Saturday Evening Post, Look, This Week, 
Field & Stream, Popular Mechanics, Boys’ Life, Farm Journal, Ebony. 


Ju7LDING PropucTS MERCHANDISER 
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Any farm building improvement can be entered. 

More farm business in your New buildings. Additions or remodeled buildings. 
high-volume tines! Pens, chutes, feeders. Each entrant is asked to 
name his local lumber dealer, and to qualify, each 


Lumber Windows project must include invoices for products pur- 
Roofing Doors chased. 


Siding Cement 2 : ; 

Building Paper Paints This contest means business now. Projects must 

Seenintion Hardware have been begun since January 1, 1955 and must 

Metal Building Products Tools be completed before November 1, 1955. Better 
Farming is telling farmers to get started today! 
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farm building 
improvement contest! 


Sponsored by Better Farming magazine 
and National Lumber Manufacturers Association 


to help you build bigger farm volume! 


48 Prizes! - Dealer Awards! 


FOR CUSTOMERS FOR DEALERS 





2 First Prizes of $1500 Cash The dealers whose customers win the eight 

2 Second Prizes of $750 Cash big cash prizes will receive Distinguished 

2 Third Prizes of $500 Cash Dealer Awards with national publicity in 

2 Fourth Prizes of $250 Cash the trade and local publicity in their cus- 
Plus 40 Prizes of $100 Cash tomer territories. 











MAKE YOUR STORE LOCAL HEADQUARTERS! 


By now you should have received your complete pro- 
motion kit—with posters, handbills, newspaper mats, 
radio announcements. Previous contest experience proves 
it will help you make sales in your territory! 

If you need additional kits, write to Promotion Dept., 
Better Farming, Philadelphia 5, Pa. 


Better Farming is telling your best farm customers 
about this opportunity month after month. 


It’s a great opportunity for you. This Farm Building 
Contest is based on successful results of the 1954 Rural 
Home Improvement Contest, which sold over a million 
dollars worth of building material—an average of nearly 
$2000 per family qualifying! Get your share of the busi- 
ness that this year’s contest is bound to stimulate! 


Now Country Gentleman’s name 
and aim are the same... 


A Curtis publication 
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FROST has acquired the treating 
plantin Shreveport in order to con- 
trol quality and toserve you better. 
This is a first step in aggressive 
expansion toward leadership in 
the field of treated lumber. 


We'd like you to meet the man 
from FROST. He'll be happy to 
tell you more about how FROST 
Wolmanized, Pressure-Treated 
Pine can help you make friends 
as you make profits. 


rost 
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IMPORTANT REASONS 


why it’s more profitable to sell 


FROST WOLMANIZED 


pressure-treated pine... 


SERVICE RECORDS conclusively prove that Frost 
Wolmanized Pine lasts three to five times longer 
than untreated wood. It kills termites and fungus — 
stops rot and prevents mold — is clean, odorless 
and paintable. 


DEALERS profit from better profit margins .. . 
unlimited markets and by developing satisfied 
customers. Frost Wolmanized Pine is a valued 
business-building partner. 


BUILDERS profit because the built-in protection is a 
sales appeal that commands a better selling price... 
helps close the sale. 


* OWNERS profit because they get proved protection 


and repair-free long life that makes a house worth 
more NOW and LATER. 


Mathiesen Industrial end Agriculture! Chemicals © 
Powell Insecticides * Super Pyro end U.S.1. Permanent 
Anti-Freezes * Squibb Pharmacevticols + Lenthéric Cos- 
metics © Olin Cellophane and Polyethylene Film, 
industria! Explosives, Electrical Products * Western Bross 
Non-Ferrous Alloys and Fabricated Metal Ports * Western. 
Winchester Sporting Arms ond Ammunitions ¢ Ecusto Fine 
Specialty Papers * Ramset Powder-Actuated Fostening 
Tools « Frost Golden Pine ond Herdwood Lumber. 





° 


LIN MATHIESON CHEMICAL CORPORATION | 





SHREVEPORT, LOUISIANA 
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The Formica Company receives thousands of inquir- 
ies each week as a result of its extensive consumer 
advertising program. More than half of these inquir- 
ies are from do - it - yourself prospects. 


Since across the counter sale of Formica sheets is 
just getting up a full head of steam, many towns and 
neighborhoods still have no Formica dealer to whom 


we can send these ready-to-buy Formica customers. 


Would you like our Formica distributor to tell you 
the complete dollars and sense story of selling 
Formica? 


Write FORMICA 450) Spring Grove Ave., Cincinnati 32, 


ING PRODUC 


rs 


MERCHANDISER 
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Do you know 
your 


pr Ospects 


by name? 


We do! 


Yes, we can obtain a homeowner mailing list for 
your trading area at very reasonable cost. Such 
lists are available to us for almost every U. S. town 
and city of 5,000 population and over. 


Think of it! You can now contact directly the 
consumer prospects in any given area who mean 
the most to you in potential business. No other 
group in your community provides such an active 
market in the materials you have to sell for remod- 
eling, expansion, repair and new construction. 


You may even select the homeowners you want 
from a specific area within a city — just tell us 


HOME 


Maintenance & Improvement 


Another effective service developed 
for the retail lumber and building 
yroducts dealer by American Lum- 

erman and Building Products Mer- 
chandiser magazine. 
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what street boundaries enclose it. Your list will 
be composed of people proved to be homeowners 
through confidential sources. By mailing to indi- 
vidual names, you’ll establish a personal relation- 
ship in your HOME Maintenance & Improvement 
advertising program. 


This list service is new and exclusive with 
HOME, the consumer magazine designed to solve 
your local advertising problems. If you would like 
to have further information, either about home- 
owner mailing lists or HOME, just fill in the 
coupon below and mail. 





Service Manager, Room 2000K, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 
tion, on HOME and its new homeowner mailing 
list service. 

( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 

Business name 

Street 

City Zone State 


Your name 
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ELMER’S GLUE-ALL 


The modern polyvinyl glue to 
recommend for speedy, general 
assembly work. Sets fast, dries 
clear, easy to work with, ready 

tie, tar ne to use without mixing. Available 
in these 114-oz. or 8-02. size handy 


“ety 
’ 
on, My tag 


ow! Aaapet j squeeze bottles, and 
ant? 0 

other containers up 

to | gallon. 


Now available 
in this har.dy new plastic tube! 


ELMER’S CONTACT 
CEMENT For your 


customers who want to bond 
plastic laminates to plywood 
Never needs clamping or oven 
heating. Resists heat and 


wo? water. Available in pints 
amars wo CF wt? ’ 
wou 8 Ua” quarts and gallons 


ELMER’S WATERPROOF 
GLUE Here's the most durable 


wood glue available. Completely 
waterproof it $ impervious to 
boiling water, weathering, acids 
and alkalis. Also glues dense 
resin-impregnated or oily woods 
All sizes from 4 pint 


to 5-gallon 


ORDER FROM your local distributor. For the name of your nearest 
supplier write to 


THE Fornlen COMPANY 


Dept. AL-25 ° 350 Madison Avenue, New York 17, New York 


BUILDING PropucTs MERCHANDISER 


| CANNOT 
TELL A LIE 


SUPERIUR LUMBER 
SHLES COMPANY 


ofr Sacramento 
Vie Jay Bidg.« Pt ne HUd 4 


SACRAMENTO 14, CALIF 


,0nN 46 
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sal Ps 


uP TO 15° COOLER INSIDE! 


EXTRA EGG PRODUCTION under Alcoa 
Aluminum Roofing. 15° lower inside tem- 
perature means extra eggs. ..larger eggs 
with increased shell strength. Farmers keep 
poultry cooler, more profitable with Alcoa 
Aluminum Rodfing 
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uP TO 15° COOLER INSIDE! 


FASTER BROILER GROWTH RATE under 
Alcoa Aluminum Roofing. When poultry 
house temperatures reach the cighties, 
broiler growth rate drops. Farmers protect 
broilers with cool Alcoa Aluminum Roofing 





February 21, 


UP TO 15° COOLER INSIDE! 


MORE MILK PRODUCTION under Alcoa 
Aluminum Roofing. It will pay farmers in 
extra gallons of milk to house dairy cattle 
under cool aluminum roofing. Beef cattle, 
hogs, too, thrive under Alcoa Aluminum 
Roofing 


1955, AMERICAN LUMBERMAN ¢ 








from a COOL ROOF 


ALCOA’ ALUMINUM FARM ROOFING DEALERS 
REPORT RECORD SALES, RECORD PROFITS! 


Alcoa Aluminum Farm Roofing Dealers are making more sales, more profits 
than ever before! Hot on the heels of the biggest, most spectacular promotion 
and advertising campaign in the history of aluminum farm roofing have come 
the reports: 

“Business terrific . . . Better than ever.” 

“45% increase .. . Best month since war.”’ 

“Sales up 60% over last year.”’ 


Every report brings a reorder! Why? Because these dealers have tied in with 
a selling program that’s more than big. 


It’s local! That’s right! It’s not just another national campaign. It’s a cam- 
paign concentrated in your state, your county. It uses state and regional 
farm magazines, local radio stations, direct mail to get to your customers. 


Want to add a fast-moving, money-making line? Sign up now to be an Alcoa 
Aluminum Farm Roofing Dealer. Reap the profits of Alcoa’s sales surge. Re- 


member, there’ll be another great Alcoa Aluminum Farm Roofing promotion 
this spring! 


To get into the profit picture, call your local Alcoa Jobber or mail the 
coupon to us. Do it today! 


PROMOTION PACKAGE for Alcoa Alumi- 
num Farm Roofing is carefully designed 
to tie in your store with Alcoa’s adver- 
tising. Includes flasher window or counter 
sign, store sign, highway sign, coverage 
charts, application charts, folders for 
mailing or giving out to customers, window 
banners, newspaper mats for your own ads 
New Alcoa movie, Barn Raising, U. S. A., is 


ADVERTISEMENTS appear in al! leading 
national, sectional, state and specialty farm 
publications, They tell farmers to “see your 
Alcoa Roofing Dealer,” also carry coupon 
Sales leads resulting from coupons will be 
rushed to Alcoa Dealers. 


available for dealer showings to farm groups. 


2117-B Alcoa Building 


promotion campaign, 





Name 
ALUMINUM COMPANY OF AMERICA Firm 


Address 


City 


BuILDING Propucts MERCHANDISER 


Pittsburgh 19, Pennsylvania 


NEW 48’.WIDE ALCOA ALUMINUM ROOF- 
ING SHEET. The new, wider sheet not only 
saves installation time and labor but also 
promises longer life through increased cor- 
rosion resistance, Made of an improved Alcoa 
alloy, the sheets are stronger, hold tighter. 
Supplied in embossed finish which reduces 
glare but retains heat reflecting qualities. 
Alcoa’s complete line of aluminum roofing 
and accessories enables you to satisfy every 
customer need, 


COMPLETE PLANS [or barns, poultry 
houses, other farm buildings are offered by 
Alcoa to farmers during big spring promo- 
tion, Aluminum-roofed buildings in plans 
are specially designed for farms of all types 
in any area by leading agricultural colleges. 


Aluminum Company of America 


Please rush me full information on Alcoa's complete line of 
aluminum roofing and accessories, and details of the big spring 


State 
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Sell utility plus handsome appearance! Look for the Masonite full- 
color advertisement in current issues of leading home magazines. 


How to Cash in on the Excitement 
Over Masonite Peg-Board Panels! 


ye 


“Best seller!’’ ‘“Traffic stopper!’’ ‘Does a whale of a 
job for us!’’ That’s what dealers are saying about 
Masonite Peg-Board panels and fixtures. 

The most enthusiastic comments come from those 
who do the strongest job of merchandising. 

They advertise Peg-Board! In their local news- 
papers, on radio and T'V. They use Masonite news- 
paper mats, scripts, along with their own ideas. 

They display it! They keep their Peg-Board dis- 
player filled with short lengths and packages of 
hooks. They distribute Peg-Board” booklets and 


Sell This Man—He 


envelope stuffers. They suggest it to customers who 
have used other Presdwood products. They recom- 
mend it for new homes and remodeling of older homes. 

And, naturally, they stock it! With ample, well- 
balanced inventories, including the heavy-duty 14” 
thickness, for garage installations. 

How many of these sales methods do you use? To 
get the most out of this Masonite business builder, 
use them all. Get the profit story from your Masonite 
Representative today. Masonite Corporation, Dept. 
AL-221, Box 777, Chicago 90, Illinois. 


Makes The Difference 


MASONITE’ CORPORATION 


MANUFACTURER OF PRESOWOOD PANEL PRODUCTS 


“Masonite” signifies that Masonite Corporation is the source of the product *T. M. Reg., U. S. Pat. Off. B. B. Butler Mfg. Co., Inc, 
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are some of your 
best salesmen 





Factual, consistent advertising of USS AmMert- 
CAN Fence keeps your old customers loyal and 
helps to educate your prospective customers to the 
advantages of using AMERICAN Fence. Big, colorful 
ads like these are appearing in the most popular 
national and state farm magazines—reaching some 
six million farm homes, many of them right in your 
community. 

Testimonial ads coming from fellow-farmers 
are believable and are often far more persuasive 
than facts presented by a dealer or a salesman. 
When a farmer reads about another farmer’s favor- 
able experiences with AMERICAN Fence, it’s sort of 
like one neighbor letting another in on a good 
thing. 

Of course AMERICAN Fence is publicized 
through other media, too. Radio, television ( Mary 
Kay and Johnny on the U.S. Steel Hour), direct 
mail literature, catalogs and folders—all are used 
to pre-sell the AMERICAN brand for you. And don’t 
forget important “word-of-mouth” advertising by 
the farmers who have used AMERICAN products, 
liked them, and have passed on the good word to 
their friends. All of these publicity agents are sell- 
ing AMERICAN products for you. Are you ready to 
close the deal? Better check your supply. 


USS AMERICAN FENCE and POSTS 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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just TRIM... 
APPLY SMOOTH THE JOB’S 


7 ADHESIVE... 























The original do-it-yourself plastic laminate 


Beautiful! Economical! Anyone can use it! 


Yes sir! Any customer of yours can use Conolite to cover | MATS 





tables, counter tops, window sills or wall panels—and he'll ch ADS 





thank you for giving him the idea. No special equipment 
needed. This hard-surface laminated plastic bonds to wood, 
metal, press board with a lasting grip. Easiest material to 





FOLDERS 





trim—just score and break. Cover one of your store counters oN neers 
with Conolite ... put a counter display where eyes can feast ais » , «SCRIPTS 
on it...and watch Conolite go. Available in a rainbow > 





of colors, including wood grains. Comes in economical roll 


. This complete, compact Conolite 
form—sell it by the yard. 


sales booster is ready for you! 
7. 


Sell at a bargain price — a 
° Also this compact counter 
get a big, healthy mark-up display that tells and sells 


ECONOMICAL. For low per-square-foot price, — with extra samples in 
Conolite is outstanding. Waste is eliminated because 

you sell in any length for less trimming, fewer 

seams. 


DURABLE. Full-resistant to boiling water, acids, 
grease, alcohol, temperatures up to 350° F. 


HANDY. You sell Conolite in rolls. The customer 
can carry away a full supply under his arm with 
| no fuss, no strain. 


Maik a postiaed today foe te prof sy 
CONTINENTAL € CAN COMPANY 


CONOLITE DEPARTMENT 
205 WEST 14TH STREET, WILMINGTON 1, DELAWARE 
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Editorial 


Profits Grow with Tighter Control of Buying 





With scores of new products coming to the 
market every month, tighter control of pur- 
chasing is needed. Here is a suggested out- 
line for more effective purchasing that was 
developed by a dealer roundtable devoted to 
this subject: 


Buying Objectives 


To buy the type of merchandise needed by 
my customers. 


To offer the best brands, exclusively, if 
possible. 


To reconcile purchasing to sales in such a 
way to get economical turnover. 


To buy at lowest economical price in prac- 
tical quantities and consistent with our speci- 
fications. 


To utilize competitive bids to be sure I am 
not overlooking the lowest price sources. 


To earn loyalty of suppliers so that when 
material gets scarce my requirements will be 
satisfied. 


To establish friendly relationships with 
supplier representatives. 


To induce suppliers to notify us of pending 
shortages or price changes, or special advan- 
tages of any kind they have to offer. 


To avoid excessive inventory speculation. 


To have inventory control which will as- 
sure: 
(a) well balanced stock 
(b) not to be out of needed items 
(c) economic turnover (4-5 times) 


To get most profitable utilization of money 
for inventory purposes. 


To reconcile viewpoints of budgetary con- 
trol and sales development. 


To avoid tie-in sales of unwanted items. 


To be alert to creative sales ideas that 
should be passed on to sales department. 


Review new items coming on to market 
from month to month on this basis: 

(a) saleability at a profit in our market 

(b) proof of profitability to dealer 

(c) consultation with sales department 

(d) consultation with yard and ware- 
house 

(e) make certain the sales department 
checks with local building trades. 


BUILDING PropucTs MERCHANDISER 


Aggressive approach to getting delivery in 
tight market. 


To be able to explain current financial posi- 
tion to supplier. 


Organization and Operation 


Delegate primary responsibility for pur- 
chasing to one individual (department man- 
ager in a large company). 


Set up policies consistent with the above 
objectives. 


Set up inventory controls — perpetual in- 
ventory is desirable, 


Coordinate inventory controls with yard 
and warehouse facilities, 


Find out and record current and future 
needs. 


Establish contact with optimum number of 
suppliers for each product. 


Have an indexed file drawer of manufac- 
turer catalogs and price lists—and keep up 
to date. 


Set up specific hours for buying. (Recon- 
cile this with peakloads of consumer traffic.) 


With important suppliers have a schedule 
of salesmen calls. 


Keep salesmen out of the warehouse with- 
out instruction or approval. 


Keep supplier salesmen away from our cus- 
tomers, except with specific consent in every 
case—and under constant supervision. 


Work with suppliers to get maximum co- 
operative help in building sales volume. Ex- 
pect from them: 

(a) samples and literature 
(b) displays 
(c) help with demonstrations 


(d) instruction for salesmen and me- 
chanics 


Coordinate purchasing with receiving and 
accounting department so invoices are ap- 
proved and paid promptly. 













DISPLAY 


S&LLZS 


. . of these related screen door needs. |In_less than one square foot 


of counter space, you can display two of your most popular Spring- 
time items — the new Corbin single bore screen door catch and the 
popular Corbin No. 17 screen door closer. Both are fast-selling 
items, individually packaged (with screws) for easy-to-make sales. 
Ask your Corbin distributor for prices and full details. 


New single-bore, no-mortising 


SCREEN DOOR CATCH 


This new, rugged swing-type catch fits doors from %” to 1%" 
thick — needs no adjustment — has no protruding latch. Solid 
bronze or brass strike which can be screwed right on door jamb 
— no mortising needed. Corbin quality inner construction assures 
long-life, foolproof operation. Truly the catch that sells on sight! 
Available in polished brass, dull brass, dull bronze, dull chrome. 
Backset 7%” from stop. Packed 1 in a box with screws. 22 doz. 
and attractive cardboard counter display in shipping carton. 


New low-priced, easy-to-install 
SCREEN DOOR CLOSER 
“This Is it. . . the new screen door closer with sales appeal 
packaged to sell! It has all the features that make a hit with 
eD 
ye 


customers who want popularly-priced, dependable products 
bearing a name they know — CORBIN. Packed 1 in a box with 
screws. 2 doz. and attractive cardboard counter display in 
shipping carton, 






Other Corbin Closers and Catches for profitable Springtime sales 


’ DRIER ne grag te nae 
a a 
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Easy to install ~— 

no mortising — 

just a single bore 
Door can be 
planed for 
refitting with 
out disturbing 
cate 


No. 2465 Cardboard Wooden 
Counter Mount 


Display No, K624 
When unlocked, the 


natural motion of 
turning the handle opens latch — 
easy operation is always assured 


Easy-to-follow directions are printed These features can’t fail to sell the MUSKETEER . . , 

on each box and the necessary 

screws are enclosed Beautifully finished in sprayed bronze or silver luster, 
Reversible for use on doors opening in or out with- 
out mechanical change-over 
Convenient hold-open device keeps door in open 
position when so desired 

The CORBIN MUSKETEER — No. 17 Nylon valve adjustable closing speed control — for 

silent, certain closing. 
Strong buffer spring concealed in the extruded 
aluminum cylinder reduces possibility of wind 
damage to door and hinges. Eliminates need for 
auxiliary shock-absorbing spring device 
Recommended for use on light screen and combina- 


tion doors. 
Cardboard 
Counter 
Display 


Rim type catches ae | : P&F CORBIN 
No. 2460 in brass * v, 

bronze, or No. 3460 a Cosme eis ’ Division 

im cost iron with 


bro finish Pe ar The American Hardware 


Corporation 


New Britain, Connecticut 
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RANCH-TYPE HOMES with low-slope roofs and large window areas 
make these precut homes easy to merchandise by speculative builders. 


Builders Like 


Lumber Dealers’ Precut Home Package 


A new line of precut packaged homes, sold exclusively “Like Topsy, it just growed,” is 
, p ° ‘ Joe Joseph’s description of the 
through the lumber dealer, is catching on with midwest — guccess his firm is having with a 
builders. precut packaged home. 
uilder “We had thought about precut- 
ting for quite a while,” says Jo- 
seph, vice-president of Joseph 
Building Supplies, Inc., Melrose 
Park, Ill. “But it wasn’t until we 
talked to the designer Bob Becht 
and saw his line of Champ homes 
that we got the nudge we needed 
to try precutting.” 

“We sold more than 50 Champ 
home packages in the last three 
months, an off season,” Joe adds, 
“and we have about 25 orders on 
the books now. When we expand 
our facilities in the yard and pro- 
mote these homes more aggressive- 
ly, we should cut about 200 a year. 
But first we need more space.” 

The firm’s growing pains have 
made it necessary to begin con- 
struction on a warehouse addition 
to add about 50% to its available 
space. 

To be sold through franchised 
lumber dealers exclusively, Champ 
homes provides them with an op- 
portunity to control the sale of all 
the materials that go into a home 
whether the dealer sells the pack- 
age to a contractor or prospective 
home buyer. 


No Special Jigs Required _ 
HOME DESIGNS were created specifically for precutting by Bob Becht to give “All the lumber dealer needs is 
the dealer an easily-merchandised home package. a cutoff saw, an order blank and 
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a demonstration home and he’s 
ready to handle the Champ home 
package.” That’s designer Bob 
Becht’s simplified description of 
what a building materials dealer 
needs to merchandise the newly- 
developed line of 24 precut, pack- 
aged homes. 

Since no special jigs or machin- 
ery are required, it’s easy for the 
lumber dealer to handle precutting 
with his available equipment with- 
out upsetting his normal yard 
routine. 


Manufacturers Cooperative 


Manufacturers have shown an 
interest in the packaged homes 
because it gives them an oppor- 
tunity to sell their products 
part of a home rather than just 
fixtures or units of building ma- 
terials. Several manufacturers 
are already packaging their prod- 
ucts for specific Champ home 
designs. 

The lumber dealer furnishes all 
the building materials he normally 
inventories. If he doesn’t stock 
some of the items for the Champ 
home package he can order these 
from the manufacturer as _ re- 
quired. By selling the home as a 
package, a dealer can get twice 
the dollar volume he normally gets 
from the sale of home building 
materials to a contractor. 

Manufacturers have packaged 
asbestos sheathing, furnaces and 
ducts, water heaters, medicine 
cabinets, kitchen cabinets, plastic 
laminate counter tops, plumbing 
fixtures and other items specifi- 
cally for the Champ home. 

A  nationally-known furnace 
manufacturer has cooperated in 
making the home package complete 
by having its engineering depart- 
ment study the plans for the 
Champ line and recommending the 
proper size and type furnace for 


BUILDING PropucTts MERCHANDISER 


HOME PACKAGE 
with precut lum- 
ber available in 
the order required 
is rolled off the 
truck at the job 
site 
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SIDE WALLS are constructed on the floor 
walls are tilted into place 


each one. These furnaces are now 
packaged complete with ducts, 
thermostat, wiring, registers and 
plans. All the builder does is sub- 
contract the labor to install the 
heating unit. 

The same careful attention to 
engineering detail has speeded the 
installation of plumbing. One con 
tractor installed plumbing in two 
homes, including laundry tubs in 
the basement, in 75 man hours. 
Since he need not concern himself 
with a material inventory, the 
small plumbing contractors like 
these jobs. 


Lumber Dealers Enthusiastic 


Lumber dealers who've seen the 
homes erected and studied the en 
gineering drawings feel it gives 
them sufficient ammunition to 


After sheathing is applied 


build better quality homes and 
combat prefabs. 

Contractors keep coming back 
and reordering the packaged 
homes because they like the ease 
of erection, which requires a min- 
imum of supervision. Labor costs 
are lower because the carpenter’s 
time is spent building instead of 
measuring and cutting. 

“The main objective in creating 
the Champ home line was to make 
the lumber dealer the logical place 
to buy a home,” Becht says. “To 
many people, the lumber dealer is 
just a source of materials that go 
into a home, rather than a source 
of plans and building ideas.” 


Precutting Simplifies Building 


Champ homes, one of several 
precut homes on the market, is the 
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only one designed to be sold 
through the lumber dealer. With 
a precut, packaged home available 
a dealer can now sell a house 
rather than pieces of lumber. 
Here’s how the package is put to- 
gether. 


PRECUTTING — One or two 
yard men can handle this phase 
easily. Dimension lumber can be 
moved to and from the cutoff saw 
with either a fork lift or a strad- 
die carrier. After the lumber for 
the plate is cut, stud spacing is 
chalked in. By using a template 
or gauge in the yard, construction 
is speeded on the erection site. 


STORAGE—No special storage 
facilities are required. The pre- 
cut lumber can be stacked out- 
doors. Various lengths can be 
steel-strapped together in the 
proper quantities for a specific 
house. These units adapt them- 
selves readily to mechanical han- 
dling. All the lumber for a specific 
home may be 4 a and stock- 
piled for future delivery. 


LOADING—To speed handling 
at the job site, materials are 
loaded in the reverse order in 
which they are to be used. On the 
first load, which contains the 
flooring materials, the plywood 
decking is placed on the bottom of 
the load and the joists on top. With 
a little planning this can be done 
easily in the yard. Usually all 
framing materials are carried in 
one load; the second load contains 
the finish materials for the in- 
terior. 


LABOR — On the construction 
site, the laborer is actually the 
key man. He moves the lumber 
into place and the carpenters nail 
the precut pieces together. The 
walls are built flat on the deck and 
after the sheathing is applied, 
tilted into place. With some of the 
earlier three-bedroom homes, a 
maximum of seven man-days was 
needed to frame a Champ home. 
But with pera carpenters 
are shaving this considerably. 


Special Service Offered 


“On the contractor’s first job we 
always send a man from the yard 
to familiarize the builder and his 
crew with precut techniques,” Jo- 
seph says. “After the first home, 
he doesn’t have any trouble. The 
carpenters like this system be- 
cause they don’t have to keep re- 
ferring to blueprints.” 

The flexibility of this system 
lends itself readily to any local 
building code. It’s only a matter 
of changing the stud spacing when 
marking the plate in the yard and 
cutting more or less lumber for 
studs. 

“In fact,” Joseph says, “it’s this 
flexibility that’s causing us the 
most grief. It’s too easy to make 
changes and this brings in the 
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added costs of making changes 
which aren’t considered in the 
labor charges to erect the package 
home.” 


Possible Do-It-Yourself Market 


“With the growing popularity of 
these precut homes we feel there’s 
enough business potential to war- 
rant setting up an organization 
just to handle the Champ pack- 
age,” Joseph says. 

“These home packages also have 
possibilities for the do-it-yourself 
market. But if we go into this field, 
we'll have to make provisions for 
men to follow-up these sales and 
eats some supervision. For the 

uild-it-yourself homeowner, we 
could send the framing materials 
on the first load and when he has 
the shell up ship the finished ma- 
terials without too much trouble.” 


Mass Cutting Saves Time 


“We’ve learned that by cutting 
several homes at one time we save 
labor costs in the yard,” Joseph 
adds. “It takes two men about six 
hours to cut the lumber for one 
home. The same two men can cut 
enough lumber for 15 homes in 414 
days.” 


Builders Enthusiastic 


Several contractors have ex- 
pressed their satisfaction with the 


precut home designs and their 
speed of erection. Custom home 
builder Don Tosi, Aurora, IIl., who 
has specialized in high-cost homes, 
has become enthusiastic about 
precutting as a method to build 
quality homes in the low-price 
bracket. 


Tosi, now an associate designer 
for Champ homes, is one of several 
builders who have tested precut 
construction techniques under field 
conditions. 

The Champ home package costs 
the builder from $2,200 for a two- 
bedroom house, to $6,500 for a 
four-bedroom house. To these 
prices, the builder adds the cost 
of land and improvements and 
labor. 


Tosi has just completed his first 
five homes and is planning to build 
more in the spring. His first 
home, a two-bedroom, full base- 
ment house, was appraised for a 
conventional mortgage by a build- 
ing and loan association at $13,- 
500. Actually, Tosi planned to sell 
the house at $10,300 with the land. 
He is, at present, planning to use 
precutting in some of his custom- 
designed homes. 


“With precutting,” Tosi says, 
“you can keep building costs down 
and still build a good but inexpen- 
sive house.” 
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Coming Next Issue— 


"What You Should Know About Self-Service." 


Self- service is the coming thing 
in most progressive lumber yards. 
That doesn’t mean complete self- 
service for the entire store, but 
instead, self-service for specific 
departments best adapted for it. 

A constant flow of dealer letters 
to American Lumberman indicates 
an increased interest in this type 
of merchandising—the advantages 
and the disadvantages. 

What items can be sold self- 
service? How do you price mark 
for self-service? What about the 
use of shopping carts? Does self- 
service increase pilferage? Does it 


sell more individual items for you? 
These are a few of the questions, 
which the big self-service section 
in American Lumberman will try 
and answer. The answers will come 
from dealers who are currently op- 
erating self-service. They will tell 
you their personal experiences in 
this new style merchandising. 


Look for “What You Should 
Know About Self-Service,” next is- 
sue—March 7. 


It’s another American Lumber- 
man first! 
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this is upson city 


population 525,000, where every home has 
beautiful, crackproof upson walls 


Think of 150,000 fine Upson-walled homes located in progressive new communities from coast 
to coast. If assembled into a single city, they would make another Cincinnati. 

Why do so many builders build with Upson Strong-Bilt Panels? Because they are 
permanently crackproof, easy and clean to apply, 
eliminating plastering dampness and delays—make beautiful walls. 

Why do so many home owners choose homes built with Upson Strong-Bilt Panels? 
Because Upson walls excel in beauty, stay permanently crackproof 
and eliminate costly wall and ceiling repairs. 


We would like to send you details. Just remove and mail the coupon below. 





those fabulous 
crackproof walls 





THE UPSON COMPANY 
762 Upson Point, Lockport, N. Y. 
Please rush me details on Upson Strong- Bilt Walls 





NAME 

NAME OF FIRM 
STREET 

city 

JOBBER'S NAME 
JOBBER'S ADDRESS 
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WOMEN KNOW MORE ABOUT LUMBER than ever before as the result of frequent 
articles on building materials in women’s magazines. 


POINT OUT THE ADVANTAGES, 
then back up your arguments with 
manufacturers’ literature and case his- 
tory examples by neighbors, 
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She influences 79% of home improvement sales. By 
using these valuable sales tips, you can encourage women to 
buy—and keep them coming back. 


By GRAHAM ROHRER 


Director, Specialty Sales 
Georgia-Pacific Plywood Co. 


When a woman drops in at your 
yard and inquires about some 
building specialty, you have a 
100% opportunity to make a sale, 
if you aim your sales pitch to 
appeal to what the woman really 
wants. 

To most of your male customers 
a building product is just that and 
no more, but to the average woman 
the item in which she is interested 
probably represents the fulfillment 
of a long cherished dream. To the 
average male, wood wall paneling, 
for example, means only just so 
much wood. But to a woman it 


means beautification of her home, 
added social prestige, a setting 
which will enhance her own per- 
sonal charm when she entertains, 
a more favorable impression on 
her daughter’s suitors and easier 
house cleaning —in fact a whole 
bundle of benefits, some of which 
are practical, but most of which 
are strictly emotional. 

For the truth is that most 
women, when they buy any build- 
ing material, do so mainly to sat- 
isfy some unexpressed emotional 
desire. Therefore the surest way 
to sell a woman is to appeal to a 
combination of the emotional de- 
sires which have probably prompt- 
ed her call at your yard. 

(continued on page 50) 
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‘Sit MYSTER STRADDLE TRUCK’ 


... the proved key to greater profit for lumber yards 


For a quarter century, Hyster Straddle Trucks have 
proved to be the profit-making answer to tough han- 
dling problems in lumber yards—particularly where 
loading and unloading are time-consuming operations. 
One man can pick up, transport and deliver a “giant- 
size” unit load—across the yard, across the city or 
county—without leaving the driver’s seat. 

This “self-loading” is the key to greatly reduced 
handling costs in lumber yards, and is receiving the 
attention of cost-conscious operators everywhere. A 
Hyster Straddle Truck® loads in seconds, with lifting 
power of a heavy crane (to 30,000 Ibs.), and travels at 
the speed of a highway carrier (up to 50 mph). 

Smooth, safe travel through heavy traffic and over 


gh 


Hyster MD Streddie Truck tHyster MH Streddle Truck 
20,000 Ibs. capacity 30,000 Ibs. ccpacity 


rough roads is assured by four-wheel steering, indi- 
vidual spring suspension for each wheel, unparalleled 
visibility from driver’s advantageous position, and 
rugged streamlined design. 

Easier to drive and maneuver than conventional 
trucks of equal capacity, Hyster Straddle Trucks have 
been standard in progressive lumber yards for decades. 
You must see a Hyster Straddle Truck in operation to 
really know what it can do for you. Call your Hyster 


Dealer, or write for Catalogs 1164 and 1238. 


HYSTER COMPANY 


2939 W. E. CLACKAMAS 
1039 MYERS STREET 


PORTLAND 8, ORE. 
DANVILLE, ILLINOIS 


FOUR FACTORIES: PORTLAND, OREGON; DANVILLE, ILLINOIS; PEORIA, ILLINOIS; NIJMEGEN, THE NETHERLANDS 


BuILDING Propucts MERCHANDISER 
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No less than 79% of all home 
improvement jobs today are initi- 
ated by women. Not only that, but 
women today actually do an amaz- 
ing percentage of the actual work 
involved in these jobs. Among the 
kinds of home improvement jobs 
done today mainly by women are 
painting and decorating home in- 
teriors; landscaping grounds; 
installing resilient tile floors; in- 
stalling plywood wall panels; cov- 
ering sink and table tops with 
plastic products; papering rooms 
and doing minor plumbing tasks. 

These facts are not just pulled 
out of the air. They were estab- 
lished in a survey recently com- 
pleted by the Georgia-Pacific Ply- 
wood Company. This nation-wide 
survey of 9,000 homeowners estab- 
lished that 41% of the work on do- 
it-yourself home improvement jobs 
is done by the women of the house- 
hold; that they cooperate in an 
additional 22%. 

Nor is this do-it-yourself activ- 
ity of women confined to those in 
relatively low-income families. 
Homes covered in the Georgia- 
Pacific survey ranged up to $25,000 
in value. For example, it was 
found that families owning homes 
in the $16,000 to $25,000 bracket 
engage vigorously in do-it-yourself 
home improvement activities. 

In fact, 67% reported that 
among their recent do-it-yourself 
jobs, were redecorating home in- 
teriors, landscaping, finishing off 
special rooms in the attic or base- 
ment, laying new floors and in- 
stalling wood wall paneling. In 
all but a negligible number of 
these jobs, the woman of the 
household participated. 


Women Buy Specialties 


Women come into the market for 
one or more building specialties 
when they: 


1. Are discussing the building 
of a new home with an architect 
or contractor. 

2. When they need a new room, 
as in the case of a child growing 
up or of an elderly relative coming 
to live with the family. 


3. When some present room be- 
gins to look shabby. 

4. When they are ceminded of 
how the appearance of one or more 
of their rooms could be improved 
by adopting the suggestions they 
have read and seen illustrated in 
a newspaper or magazine or on u 
TV program. 

5. When they are similarly re- 
minded by a yard’s own local ad- 
vertisement, promotion piece or 
window display. 

6. When they note the improve- 
ment in the appearance of some 
neighbor’s home, achieved by a 
remodeling or redecorating job. 

7. When they want to make 
more closet space. 


Naturally, in trying to sell a 
woman, it is helpful to know what 
prompted her call. For example, 
if it is inadequate space for a 
growing family, you can appeal to 
her on the ground of how much 
more space she will have by fin- 
ishing off a room and closet in her 
attic. 

If she wants to finish off in her 
basement a playroom for her child, 
you can sell her on the superior 
safety and cleanliness of a resil- 
ient tile floor. Whatever her ob- 
ject, you have a 100% chance of 
getting an order, if you can find 
out at the start what is on the 
woman’s mind, and will concen- 
trate on appealing to that. 


Start by Asking Questions 


The starting point for any suc- 
cessful sale to a woman is a clear 
understanding of the benefits she 
wants from the job she has in 
mind. Sometimes she will volun- 
teer this information. More often 
the salesman has to obtain it by 
asking her tactful leading ques- 
tions. This is easy enough to do 
if the salesman himself is clear 
in his own mind as to exactly the 
kind of information he wants from 
the customer. 

What you want to know about 
the job the woman has in mind in- 
cludes: what type of job it is, what 
plan, if any, for doing it she is 


considering; what results she 
wants from the job; what particu- 
lar material she has in mind; any 
special preferences she has as to 
color and whether she intends to 
do the work herself. You want to 
know whether she has seen a sim- 
ilar job that she likes and what 
impressed her most about this job; 
whether she wishes to pay cash 
for the material or have it fi- 
nanced; also what sort of work 
her husband does, as a clue to his 
financial stability. 

Now that you have a clear pic- 
ture of what kind of a job your 
woman customer wants, of the 
benefits she is after and her prob- 
able purchasing power, select the 
type of product you believe will 
give her what she wants and ex- 
plain why it will do just this. Her 
lack of technical knowledge of the 
specialty you recommend, is your 
opportunity to prove your ability 
as a salesman. 


“Yes, I Like It, but .. .” 


While practically all women be- 
lieve they have a very special gift 
for home improvement and decora- 
tion, when it comes right down to 
placing an order, many of them 
are likely to lose confidence in 
their selection. Haven’t you often 
got a customer right to the point 
where she agrees, “Yes, that seems 
to be what I want for my husband’s 
study, only .. .?” Then she’ll add, 
“Perhaps I’d better give the matter 
some further thought.” In this 
situation a woman needs the sales- 
man’s confirmation of her judg- 
ment. 

If it is her intention to do the 
work herself, reassure her that the 
task will be easy and pleasant. 
Assure her that any hesitancy she 
may feel is only natural. This 
avoids making her feel in any way 
inferior. Then tell her about other 
women who, like her, feared they 
couldn’t do a job like this one 
under discussion, yet found it easy 
to do. Any woman who wants the 
job, will respond to such encour- 
agement. 








Mfrs. of 
Genuine 


GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PIN 


Also some Norway and Spruce 





(PINUS 
STROBUS) 








AIR-SEASONED — 


Rough or Dressed 


WATER-CURED 


Diamond Hard ‘gymnasium 
grode’’ maple flooring is 
50% or better Ist grade 
blended with 2nd grade 
recs. it performs as well 
es |st grode—but costs 
much less! 

Ask for full details 

on this soles 


J. W. WELLS 
winner today, 
Member N.A.W.L. Phone 3633 


DIAMOND HARD 
“Gymnasium Grade” 
FLOORING 


LUMBER CO 


6400 @ MEN 





Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 o 








>MINEE, MICH 
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Meet demand...sell your customers 
popular MALT-A-GLIDES! 


The accent, today, is on building and selling 
homes, not ordinary ones but homes that have 
an air of charm. MALT-A-GLIDE Horizontal 
Sliding Wood Window Units help the builder 
achieve the type of home in demand. As a dealer, 


MALT-A-GLIDES sell your bullider-cus- 
quickly in larger volume tomers wii! benefit from the 
because they harmonize with tra easy installation in frame or ma- 
ditional or contemporary styling! sonry. MALT-A-GLIDES are precision 
The trend to larger groupings of milled for accurate alignment and 
entire walls of light means greater have removable jamb liners to fit 
unit sales and greater profits walls of varying thicknesses 


you will profit by selling MALT-A-GLIDES to 
meet this trend and insure a profitable window 
business in the years to come. 

Write, today, for literature and name of near- 
est jobber. 


Sash in MALTA-GLIDES are 
fully weatherstripped, and @ 
unique sill-seal insures tight, 
draft and moisture-proof protec- 
tion. Sash glide easily, smoothly, 
and are removable Aluminum 
guides insure silent action 
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TENSION SCREENS are growing in 
popularity because they can be easily 
rolied up for storage and require no 
sideframe or sidetrack. An easily re- 
leased tension device holds the screen 
in place at the bottom. 


—Courtesy University of Illinois 











Research Sheds Light on 
Storm Sash 


Small Homes Council study reveals why double-pane 
windows help keep a house warmer in winter, cooler in 
summer and how screens can be used effectively. 


Double-glass windows can save 
as much as two tons of coal a win- 
ter for an average home, or the 
equivalent in gas or oil, according 
to a circular, “Insulating-Windows 
and Screens,” recently published 
by the University of Illinois Small 
Homes Council. 

The savings are for a typical 
central Illinois home having 20 
average-sized windows. The com- 

lete savings in oil was 340 gal- 
em in gas, 415 therms. This 
saving is only one of the benefits 
of insulating windows. 

A habuse equipped with insulat- 
ing wifdows is more comfortable 
than one which does not have insu- 
lating windows. Because the inside 
glass is warmer, less body heat is 
lost to the glass and the air moving 
down from the wihddw to the floor 
is warmer. ey 

Condensation Minimized 

Since the inside surface of this 
type window is warmer than that 
of a single-glazed window, the ten- 
dency of water vapor to condense 
on the inside glass is lessened. 

Because insulating windows 


help to keep out summer heat, they 
are particularly desirable for air- 
conditioned homes and help reduce 
the size of the air-conditioning 
plant required. 


Double Panes More Economical 


Only the part of the window to 
be opened should be screened, the 
study reveals. To cover more is 
unnecessary expense and reduces 
light passing through the window. 
Full sereens block out approxi- 


Small Homes Council 


mately 50% of available daylight; 
half-screens, 15%, and painted 
screens reduce light more than 
unpainted ones. 

Removable storm sash is not de- 
sirable for year-around use on an 
operating window, according to 
the study. Though the initial cost 
is low, maintenance costs of re- 
movable storm sash over a period 
of years may make them more 
expensive than sealed, double- 
glazed windows. 

A storm sash more easily han- 
dled is the storm panel—a pane of 
glass set in a narrow frame which 
can be clipped to either the out- 
side or the inside of the window 
sash. These panels can only be 
used on sash which have special 
hardware. Unlike storm sash, 
storm panels move with the op- 
erating sash and do not interfere 
with window operation or ventila- 
tion. Panels are not commonly 
available for double-hung win- 
dows. 

Single copies of the circular “In- 
sulating-Windows and Screens,” in- 
dex no. F'11.2, are available at 10¢ 
each from the Small Homes Council, 
University of Illinois, Urbana, IU. 








hung windows (3'-4" x 4' 6"). 


Single glass, weatherstripped 
Storm panels, no weatherstripping 


Storm panel, weatherstripped 
Triple glass, weatherstripped 








INSULATING WINDOWS SAVE FUEL 


Below are the fuel savings possible during a heating season for a house in Springfield, 
Illinois, under various conditions of winter protection for its 20 average-sized double- 
Fuel necessary to offset the heat lost through 20 
double-hung windows without storm sash or weatherstripping is estimated at 700 gallons 
of oil, 8,820 pounds of coal, or 860 therms of gas. 


SAVINGS — 
Sealed double-glass, no weatherstripping, or 


Sealed double-glass, weatherstripped, or 
Storm sash, with or without weatherstripping, or 


OIL COAL 
110 gal. 1,380 Ibs. 


GAS 
135 therms 


220 gal. 2,750 Ibs. 270 therms 


340 gal. 
410 gal. 


4,300 Ibs. 
5,110 Ibs. 


415 therms 
500 therms 














English Type 
RAIL and HURDLE 


FENCE 


PROFITS FOR DEALERS! 
YOU SELL FENCE 
We Carry Inventory 
ALL, TYPES—Prom large Estates to 
Homesites. 


foe LONG LIFE— Eatire Fence — 
both 


2, 3, 40r5 rail. Can be painted 
or allowed to age naturally 
without cost for upkeep. 
SCREEN TYPE PICKET 
FENCE shown In catalog. 


(To obtain more data on advertised products see page 128) 


Posts 
with aationally knowa— 
PENTA PRES 


OOD PRODUCTS CO., Toledo, Ohio 





rails) can be treated 


issue. 








classified 
advertising ... 


.» » is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


-». and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 


Every other 
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Here’s why 
Pittsburgh Brushes 


are right for you! 


Want to sell a line of brushes that doa rea/ly smooth 
job ... work easily . . . and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
(Pittsburgh's improved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 


For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLASs COMPANY, Brush 
Div., Dept. C-02, 3221 Frederick Ave., Baltimore 29, 
Maryland. 

Maintenance, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 


BRUSHES 
BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


BUILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 128) 





ANY BERNS 


FAN IN JUST MINUTES 
AND EVERY ONE !IS 
GUARANTEED 


FOR 5 VEARS 


“CF” SERIES Shallow, 34" 
over-all depth, easy mounting in 
sidewail or ceiling. Aluminum, 
blower-type pressure blade 
Available with 3 speed control and 
necessary installation fittings, 
Chrome or White Grill. In models 
delivering 400 and 525 CFM at end 
of duct. List prices from $26.25 
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Actual, on-the-job records prove it takes only minutes, once 
the opening is made, to install any Berns Air King 

Built-In Ventilating Fan. Combine this man-hour savings with 
low initial cost and precision engineering that guarantees 
efficient, trouble-free performance . . . for a savings 

that’s really worthwhile! 


Your choice of 21 models with all these features: 


p Center grill knob for easy grill removal 

p Motor and blade mounted on | bracket —removable by 
loosening wing nuts 

p Extra length “Break Off” Bolts to accommodate any wall or 
ceiling depth 

p Exclusive packaging that does not require disassembly of 
inside or outside housing for installation. 

p UL. and C.S.A. Approval 


“TC” SERIES Low cost plus economi- 
cal installation for single story homes. In- 
stalls through ceiling. Pressure type biade 
525 CFM or 750 CFM at fan discharge 
Chrome or White Grill. Available with 3 
Speed Control. List as low as $21.60 


“WF” SERIES Outside hood incorpor 
ates shutter. Pressure-type blade. Wall 
switch controlled operation at a practical 
price. Available with 3 speed control 
Chrome or White Grill. 475 CFM or 600 
CFM at Fan Discharge. List price Oe 


Write for Free Literature To 


BERNS MANUFACTURING CORP. 


3050 North Rockwell Street, Chicago 18, Illinois 


(Teo obtain more data on advertised products see page 128) 





BULKHEAD PLACEMENT is pointed out by John E. Moe- 
ling on the first test car to Chicago last September. Subse- 
quent loads use less steel strap; load is not strapped to car, 
but floats between stub stakes. 


Progress on Flatcar | 


Experimental cars to Chicago deal- 
er prove common lumber can be pack- 
aged and flat-car shipped in unit loads 
without using long stakes. 


Another step forward in developing an efficient 
method of shipping unit loads of lumber on flatcars 
was announced early this month by John E. Moeling, 
president, Sterling Lumber Co., Chicago. 

“We believe we are very close to a greatly improved 
method of shipping common lumber in open railroad 
cars,” he said, commenting upon the arrival of two 
test car loads of lumber from the firm’s Goodwater, 
Ala., mills. These cars were shipped as part of a 
series of tests Sterling is conducting with the coop- 
eration of the Association of American Railroads 
loading rules committee. 

“From these test loads, I believe, we can handle 
lumber safely and economically without the use of 
long stakes and special handling for the cars,” Moe- 
ling added. 

Last September, Sterling shipped a test flatcar load 
of lumber from its Alabama mill to Chicago to learn 
if it was practical to ship steel-strapped unit loads 
of lumber without using expensive stakes to prevent 
load shift. The test was successful and Moeling has 
gone ahead with further experiments. (See “Plastic- 
Protected Shipment Makes History,” American Lum 
berman, October 18, 1954.) 


Handling Simplified 


“We've learned how to improve the loads,” Moeling 
said. “We use less steel strap, because we now know 
how to use it more effectively. On our first load we 
used a bulkhead in the middle of the car to shore up 
load. Now we place this bulkhead at the end of 

e car.” 


“Unloading of these cars can be accomplished in 
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UNIT-PACKAGED LUMBER upon arrival in Chicago from 
Alabama shows no signs of shifting. Temporary bulkhead 
used for shoring has been removed to facilitate rapid fork- 
lift handling of the packaged lumber. 


Lumber Shipments __ |||\'| 


114% man hours with a fork lift,” Moeling said. “This 
is quite a saving when compared to the 30 to 40 hours 
needed for manual unloading. And with lift equip- 
ment it’s just as easy to handle a package as a piece.” 

Two railroads have made available three test cars 
for exclusive service to develop the new packaging 
and unit-loading principle. 

“We're going ahead with more tests,” Moeling said. 
“The AAR has been very helpful and in the discus- 
sions we’ve had its members have contributed many 
valuable ideas. We have a permit for 50 test carload- 
ings and from these we should have enough informa- 
tion to set some form of standard loading procedure.” 


At present it costs about $1 a thousand feet to load 
a car and it is the ultimate goal to be able to furnish 
packaged loads of lumber at no extra charge. Load- 
ing a flatear calls for precision placement of the 
units, which must be carefully strapped to prevent 
the individual pieces of lumber from shifting in 
transit. 

Short Stakes Practical 


The short stakes readily keep the floating load in 
place. The individual packages of lumber are tied 
together with steel straps that interlock them into 
one compact unit. 


The test cars have proved the practicability of this 
loading method. The cars have arrived with solid, 
tightly-packed loads and the cars received no special 
handling. The only protection for the lumber is a 
sheet of waterproof paper under the top layer to pre- 
vent water rundown. 


Bur_pInc Propucts MERCHANDISER 





When you want maximum efficiency 
and economy in home cooling — 


Get the INSIDE “STORY 


HORIZONTAL MOUNTED CEILING FAN 


Here’s the one attic fan 
you install — and forget! 
It’s designed and built to 
operate efficiently — cool 
an entire house easily and 
quickly — with an absolute 
minimum of attention. Avail- 
able in 5 sizes from 24” to 
42” delivering 5500 CFM 
to 12,800 CFM. The ideal 
way to low cost “air con- 
ditioning” for one house 
or one thousand! 


Horizontal Mounted 
Ceiling Fan LOUVERS 


Rectangularly shaped Louvers 
permit the fan to be installed 
through the louver opening 
Completely finished with 
chrome plated screws, no addi- 
tional trim necessory. In air or 
electric motor operated models 
with handsome Ivory finish. 

louvers also available for 
Vertically Mounted Attic Fans 
in air and electric motor oper 
ated models 








. Motor is Thermoguerd pro- 
tected, Resilient Mounted 
with Sealed Lubrication Boll 
Bearings. It won't short or 
burn out... absorbs vibra- 
tion + » requires no atten- 
tion . . insures smoother 
operation. 

Shaft Mounted on Sealed- 
for-Life Ball Bearings set in 
solid rubber. Never requires 
lubrication, eliminates noise 
and vibration. 

Handy box on motor for 
quick wiring — just bring BX 
or wire to box and hook 
No need to remove motor 
Installs right in its own 
Built-in” Frame. Saves time 
and materials 

Heavy Gauge Steel Construc- 
ion Throughout 

Individually Weighed and 
Balanced Blades. Reduces 
motor strain and insures 
vibration-free operation 
Requires Minimum of Roof 
Clearance. 


Vertically Mounted 
Attic Fans 


Ruggedly constructed with fan 
bracket of heavy gauge bar 
stock. Heavy duty motor and 
provision for manual adjust- 
ment of belt tension. A truly 
low cost method for cooling an 
entire house, In sizes ranging 
from 24° to 48" delivering 
5,500 CFM to 18,000 CFM 


Send Today for complete Berns Air King Attic Fan Catalog 


BERNS MANUFACTURING CORP. 


Dept. AF, 3050 No. Rockwell St., Chicago 18, Ill. 


(To obtain more data on advertised products see page 128) 
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Want EXTRA paint PROFITS ? 


Sky's the 
limit...with 


Lowe Brothers 
SHINGLE 


SSHAKE 


fastest rising star in the paint business! 


All across America the story is the same — Shingle n’ Shake 
Paint sales are sky-rocketing! Day after day the use of 
Shingle n' Shake on mass housing developments, indi- 
vidual homes, commercial buildings and institutions climbs 
rapidly. Dealers are finding there's just no limit to the extra 
profit possibilities with this sensational Lowe Brothers finish 
for rough exterior surfaces. 


ASBESTOS SHINGLES? You bet—Shingle n’ Shake is 
the ideal finish for them. Great sales potential right 
there, but that's only part of the story! 


.. + Actually Shingle n' Shake Paint provides the perfect 
answer to the special needs of a gigantic untapped exterior 
paint market—a market that grows even bigger every day. 
Don't let it pass you by. Hitch on to this fast rising star and 
cash in on its red hot sales appeol during the coming paint- 
ing season, Sky's the limit! Write today! 


THE LOWE BROTHERS COMPANY «+ DAYTON, OHIO 


go 


‘ 
"Re, 


GA : 
‘LON NET we 


These ‘‘S n’ S’’ features 
mean $ and § to you! 


$ Shingle n’ Shake is perfect for as- 
bestos shingles and for many other 
rough exterior surfaces such as wood 
shingles, shakes, rough-sawed siding, 
brick, cement, and stucco. 


$ Alkyd reinforced —long wearing. 


$ Fine range of popular colors in 
keeping with modern trends. 


$ Brushes or rolls on smooth n’ easy. 
$ Dries quickly. 
$ Excellent hiding—one coat covers. 


$$$ Backed by a great program of 
effective advertising and merchandis- 
ing support. Ask your Lowe Brothers 
representative for information! 


Lowe Brothers 


PAINTS - VARNISHES 
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MEDCO‘'S GROWING TREES 
For a CONTINUOUS CROP 
of Nested Pn Ome! 5. . 


i the big woods country of 
Southern Oregon, MEDCO’S 
Tree Farm is growing Raw 
Material for Future Homes. 
To supply your lumber needs 
for generations to come, 
MEDCO’'S controlled Tree 
Farm operation insures a 





oJ od 
WESTERN PINE 


Ly} 











MEDCO has been an active mem- 
ber of the Southern Oregon Con- 


servation and Tree Farm Associ- 


ation program since its inception 
several years ago. Recently MED- 
CO timber lands have been 
officially certified as a Tree Farm 
by the Western Pine Association 
and the Industrial Forestry Asso- 
ciation. The long established 
MEDCO policy of forest conserva- 
tion is a recognized factor in the 


region's reforestation program, 


CASH HARVEST for YOU 


Planned Productivity through 
scientific Tree Farming is your 
insurance of 


* MEDCO QUALITY 
* CONTINUOUS SUPPLY 
¢ RICHER PROFITS! 


MEDCO’'S modern manufacturing 
plant was designed with you, the 
customer, in mind. Daily it converts 
raw material, (Five Species), into 
350,000 feet of MEDCO QUALITY 
LUMBER for YOU! 








y 





3UILDING Propucts MERCHANDISER 


Order your Car of MEDCO Tree Farm 
Products TODAY! Or send for name and 
address of nearest MEDCO’S sales repre- 





sentative in your area. 
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WORLD’S FINEST 


Here are two of 
the many dif- 
ferent MALL 
saws designed 
for builders. 
Firet—the 
value-packed 
MALL 
MODEL 72— 


@ 7° dia. blade 

@ 254" depth cut 

@ 2” bevel cut at 45° 

@ 5000 rpm. blade 
speed 


@ Weighs 9 Ibs. 
@ Ball and needle 
bearings 


@ Runs off 1000 watt 
generator 


Complete with Shoe 
@ 614" dia. orig 

@ 0 depth cut 

@ 11%" bevel cut at 45° 

@ 4500 rpm. blade speed 

@ Right or left hand blade \_ 
@ Ball and needle bearings P 
@ Runs off 1500 watt generator 


40 Factor y-Owned Service Warehouses, Coast to Coast, 
to Give You Fast, Dependable Service 


{ MALL TOOL CO. Soxzame row rocus | 
7734 &. Chicage Ave., Chicage 19, Illinois 


Send me free literature about the complete line 
of MALL Sawe for builders. 


ee 
EEE 


Address... — 


A A 
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FREE CUT-OFFS FOR KIDS are popular, new attraction at the Eben- 
reiter Lumber Co., Sheboygan, Wis. 


“Kiddies Korner” Good Public Relations 


Wisconsin dealer has children — and parents — coming 
in for lumber cut-offs. 


School children can be some of 


n Bob Ebenreiter, president, Eben- 
your best advertising. Many lum- 


reiter Lumber Co., Sheboygan, 


ber dealers now encourage guided 
tours through their yard. Students 
write essays about what they saw, 
then go home and tell their parents 
about it. 


Wis., opened a “Kiddies Korner 
for Small Fry Only” just before 
Christmas. In it he placed all the 
shop’s lumber cut-offs averaging 

(continued on page 127) 





Sample Radio Spot 
ANNOUNCER: Here's Pg friendly lumber dealer, Bob Ebenreiter, with 
t 


a big smile on his face this morning. Good morning, Bob. You certainly 
must have something wonderful in mind to be wearing a big smile like that. 
EBENREITER (on tape): Good morning, George. Yes, | certainly do, and 
| want to mention it to our listeners this morning. Late getra By after- 
noon a group of about 20 youngsters came in to our store to pick up some 
free lumber cutoffs in our Kiddies Korner! 

You folks will recall that we have been offering these cutoffs to the 
youngsters so they could make Christmas gifts with their own hands for 
mother and dad, brother and sister. Well, | just want to say that as | 
looked at those youngsters picking up one piece after another—dreaming 
and planning what each piece could be used for in their project, | couldn't 
“ but think that here were the boys who represent the generation which 
will be building their own homes only 15 years from now. 

On the job again, we just want to say that it's a real pleasure for us 
to serve the younger generation at this time and a pleasure to serve you 
folks who were the young generation not too many years ago. 
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to builders and building suppliers: 


The Olivetti Printing Calculator, proved 
thoroughly dependable in 7 years of com 
mercial use, has a lower cost mainte 


nance contract than any comparable 


machine. More than 20,000 are on the 
job in the United States today. They are 
sold and serviced by 450 Olivetti dealers 
state of the 


Olivetti branch offices; 


in every Union, and by 
immediate de 
livery. No spare part is ever more than 
24 hours away from any Olivetti dealer 
Some of America’s great corporations 


Why don't you 
Olivetti ma 


have specified “Olivetti 
investigate work-saving 


chines’ Send the coupon 


ButLpInGc Propucts MreRCHANDISER 


The Olivetti Printing Calculator cuts 
overhead costs by making all 
figure-work quick, easy, and auvto- 
matic. The printed tape record can 
be quickly verified for accurate 
entry; attached to invoices, pay- 
rolls, lumber tallies and other pa- 
pers; filed; shown to suppliers and 
customers. Multiplication and divi- 
sion are completely and uniquely 
automatic. Costs less than, but does 
the work of, 2 separate machines: 
a calculator and a fast 10-key add- 
ing machine with direct subtraction. 


these calculators can help cut your overhead 


/ | os 
ot te - 


ar. 


The Olivetti Automatic Carriage 
Printing Calculator provides mech- 
anized bookkeeping. It avtomati- 
cally calculates, and prints desired 
figures on record-forms, automat- 
ically moving to the proper col- 
umns. It can perform 21 separate 
operations automatically, in de- 
sired sequence; the sequence can 
be quickly changed. Its platen 
splits to take a 3-inch tape; it then 
operates exactly like the Olivetti 
Printing Calculator (above) . 


olivetti 


Qa am a GP GP 6D UD GD 6D am a= ay 


Ourvertt Conponation or Amenica | 
Dept. DF | 
580 Fifth Avenue , 
New York 36, New York 
Gentlemen: Id lke to know more | 
about the Olivetti Printing Caleulator | 
( ), the Olivetti Automatic Carriage 
Printing Calculator ( ), and how they | 
can help cut my overhead. Without i 
obligating me in any way, please let 
me have this information as soon as | 
possible ] 
Name 
Title ! 
Company | 
Street 1 
4 


City State 


Ge mmm ee 
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why miss the big market for screens 


when 


NO MORE INVENTORY 
meet 90% of your customers needs with a ee 
just 4 sizes. . and 5 sizes cover them all! 


NEARLY EVERY HOME-OWNER is a prospect for replacement 
screens — and these Homeshield ALUMINUM Screen Kits make it 
easy for customers to buy screens and put ‘em together — and 
easy and profitable for you to handle and sell ‘em! ; 
These sales features save HANDY PACKAGE IS 
home-owners money and CONVENIENT & COMPLETE 
maintenance: Roe eg 
* Sturdy full-frames of ALUMI- 
NUM—never need painting 
* Durable FIBERGLAS screening ADVERTISED IN 
won't stain, stretch, shrink or burn 


* Anyone can make ‘em in minutes 
—only 5 simple steps 
¢ Slim, trim frames make windows 
sparkle with new beauty! 
POST 
> : b 
POWERFULLY ADVERTISED 
in LIFE, SATURDAY 
EVENING POST, POPU- 
LAR MECHANICS and othe 


pre-selling the 


+ r mer th 
y 


JOBBERS! DEALERS! 

This is a tested and proven new product offered by 
the makers of famous quality HAR-VEY HARD- 
WARE. Write or wire today for all the profit- 
building facts! Address Dept. LK-2 


World's Largest Monufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 
GENERAL OFFICES: 807 N.W. 20th St., Miami, Florida 
Southwestern Division: 3515 W. Dallas St., Houston, Texas Western Division: No. Temple City Bivd., El Monte, California 
Metal Screen Division: 278 N.W. 27th St., Miami, Florida Midwestern Division: 505 W. Harrison, Plymouth, Indiana 


(To obtain more data on advertised products see page 128) February 21, 1955, A MERICAN Lum BERMAN or 





...here’s ANOTHER 
EXTRA from 
D. L. FAIR 





Palletized flooring to save 
you time, money and space 


NOW, D. L. Fair Lumber Company brings to 
its customers a new and valuable service . . . 
DELFAIR PALLET-PAK, DELFAIR oak flooring, 
dimension and other lumber products are now 
packed, battened and wire-strapped into handy 
palletized units. These palletized units save you 
time, manpower and storage space. They re- 
duce damage in transit and permit convenient 
mixed-car digas 


Next time you need flooring, investigate 


OAK FLOORING PRODUCTS DELFAIR PALLET-PAK. 


@ Standard Strip 
e Prefinished 
e@ Oakblok 


e Plank MAIL — We will be glad to tell you more about 
e Multi-Wood Blok COUPON DELFAIR'S new PALLET-PAK. 


D.L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 
OTHER PRODUCTS | am interested in more information about the new 
. P DELFAIR PALLET-PAK. 
@ Pine Flooring 


@ Pine Paneling NAME 
e Furniture Dimension ADDRESS 


BuILpinG Propucts MERCHANDISER (To obtain more data on advertised products see page 128) 
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_—— 
“Scen-A- Slide” iteen ( Gembinus picture window with 
SCENE-A-SLIDE SIZES 
6021 7031 8031 9031 


6031 7035 8035 9035 
6035 7039 8039 9039 





= 


— * 
-nocaty bene Dependability 


@ extruded aluminum 





@ factory-glazed with vinyl glazing bead 
@ smooth-riding vinyl bearings 
@ weatherstripped with vinyl 


A TIME and MONEY SAVER 
for contractors and dealers 
Complete and com- 


pact in a single 
package. Nailing 


flange is an integral 

: - . of the window. 

= anchors to attach 

: i — » 
= e accessories. Speed 


HORIZONTAL imal an 
SLIDING WINDOWS 
NEW FEATURES 


DOUBLE-SLIDE SIZES 
3021 4821 4031 New Double Sill for Deeper Jambs 


3421 3031 4831 Vertical Draining Increased Weather- 
4021 3431 Wider Nailing Fin 
























A beautiful new line of Alumi- 
num Windows to meet the strict- 
est demands for quality. Avail- 
able at commodity prices in a 


ALL-PURPOSE 
ALUMINUM 
WINDOWS 





DOUBLE-VERTICAL SLIDE 
ALUMINUM 
WINDOWS 


complete series of modular sizes. 
Features integral nailing flange 
—factory vinyl glazing. Slagel 
cloth weatherstripping. 





Modern 


COMPLETE PACKAGE 


UNIT — Modern-Line win- 
dows are factory glazed 
with screen installed and 


all 
This 


unit takes the “Accessory 












DOUBLE-HUNG 
ALUMINUM 
WINDOWS 


"etaline 


Free of maintenance. Attrac 





tive, weatherproof, easy to 
operate. 
® Stainless steel and. neo 





prene weatherstripping and 
neoprene glazing 





® Stainless steel sweep lock 
and keeper 


hardware 
complete 


Problem” out of inventory 
and stocks; makes ship 
without 


ments complete 


loss of time. 
attached. 


package “King Series’’ window 


walls also available. 


for free illustrated catalogs 


METAL ARTS MANUFACTURING COMPANY, INC. 
Dept. AL, P.O. Box 4144, Atlanta, Ga. 


SEND ME CATALOGS and prices by return mail. 
Name 
Company 


Address 
































3 Storage Board Package 4 


FOR A QUALITY MILLWORK SHOP... 


Do-It-Yourself Packages Pay Store Overhead 


Financed package selling of 
tools, work benches and unfinished 
furniture, perforated hardboard 
and fixtures and other items to the 
do-it-yourself trade is paying store 
overhead for the Morrow Co., 
quality millwork yard in Erie, 
Penna. 

“We got the idea of going into 
the do-it-yourself, package-sales 
business from reading American 
Lumberman,” says owner Hugh D. 
Morrow. “It has paid off nicely 
for us. We've been in the business 
now for more than a year and our 
do-it-yourself trade has increased 
steadily.” 


According to Morrow, here are 
the elements in the firm’s success- 
ful do-it-yourself business: 

REGULAR ADVERTISING. The 
firm runs display ads promoting 
do-it-yourself packages in the 
newspaper on Tuesday, Friday and 
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Sunday. “We make up our own 
ads by combing mats from Ameri- 
can Lumberman’s ADservice with 
manufacturers’ illustrations,” says 
Morrow. 

PACKAGE DISPLAY, A large 
portion of the firm’s store has been 
devoted exclusively to package-do- 
it-yourself displays. Each item is 
prominently labeled with signs and 
priced both assembled and K-D. 
The work bench package, for ex- 
ample, has an assembled price (in- 
cluding tool back-board and vise) 
of $35.69. The bench K-D is priced 
at $23.13 which immediately shows 
customers the savings. 

FINANCING. All packages in 
the do-it-yourself display are 
priced for time payments. The 
firm has worked out a system so a 
customer pays enough down so 
small weekly payments of $5-$10 
will retire the debt in 90 days. A 


Tool Board Package 


1. WORK BENCH PACKAGE carries 
prominent signs describing assembled 
and K-D prices for homeowner cus- 
tomers. The bench doubles as a display 
table for do-it-yourself patterns. 


2. PLYWOOD RACK contains special 
help-yourself bins on stock of varying 
sizes and quality. Each item is priced 
by the piece. 


3. GARAGE STORAGE BOARD, lo- 
cated in the window of the showroom, 
shows customers how they can utilize 
perforated hardboard and fixtures. 


4. EASY TIME PAYMENTS for tools 
are clearly defined on this 20-piece, 
package display. 


20-piece tool set, priced at $41.25, 
can be purchased for $6.25 down 
and $5 per week. The firm carries 
its own financing notes. 

EXPERT ADVICE. “I'll get out 
and advise people on do-it-yourself 
jobs ranging from installing count- 
er tops to refinishing an attic,” 
says Morrow, “in order to avoid 
construction trouble. We arrange 
FHA Title I financing on the 
larger remodeling jobs.” 

The Morrow Co. has been sup- 
plying high-quality millwork for 
churches, hospitals, stores, banks 
and luxury homes in Erie for more 
than 50 years. Hugh Morrow, who 
has operated the business for 25 
years, has the reputation of turn- 
ing out some of the best millwork 
products in the region. The firm 
employs five men in the shop and 
two people in the office. Mrs. Hugh 
Morrow is the office manager. 
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ChiNamel peeerys 


CUSTOMERS CHOOSE FROM 294 profit-proven colors. 
No need to fuss with a thousand colors or more . . . Chi- 
Namel’s 294 custom colors have been proven the most 
wanted paint colors by extensive research. You please more 
people, make more sales with Chi-Namel. 


Hardware dealers told us the perfect color system must 
be simple , . . yet, it must offer a complete selection of 
interior and exterior paints. And that’s just what Chi- 
Namel has developed. 

Here are 294 interior colors in flat, semi-gloss, and gloss 
—an additional 165 exterior colors in either of two exterior 
finishes and 19 colors for porch and floor enamels. Six of 
the major and most popular finishes in the Chi-Namel line 
have been integrated into the perfected Chi-Namel custom 
color system . . . sales-makers for any paint department. 


Low inventory—you carry light and dark bases and 


A COMPLETE COLOR PACKAGE — light and dark bases 
in each of Chi-Namel's popular paints plus just 15 colorants 
give you a selection of 294 colors. These are fast selling, 
quick turnover colors that step up your paint sales. So easy 
to mix and no costly big inventory of colors. 


FW the simploet, most complote 
polor eystom ever developed 


just 15 colorants. Low cost—-your initial investment is 
amazingly low for such a complete color system, And with 
the Chi-Namel Custom Color System you have customer 
selected colors. Every one of the 294 Chi-Namel colors 
has been profit-proven . . . a fast selling, quick turnover 
color that customers demand. 

And when you cash in on paint profits with the Chi- 
Namel Custom Color System, you get powerful backing 
with Chi-Namel’s hard-hitting merchandising campaign. 
publicity . . . everything 
you need to move more paint faster. 


Proven radio—store displays 


"Write today {or (ull detauls about tu 


ChiName 


FACTORIES: Minneapolis, 
Minn., Fort Wayne, Ind., 
Atlanta, Ga. 

BRANCHES: Boston, Mass., 
St. Joseph, Mo., Oklahoma 
City, Okla. 


3UILDING PropucTs MERCHANDISER 


Send me more details as to why the Chi-Namel Custom Color 
System is the best color plan for my store. 4 


amaning color package |" 


ce ae ee ee Ao 
CHI-NAMEL PAINT & VARNISH CO. A 
1103 Third St. So., Minneapolis, Minn. be 


te, 
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SELL WINDOW BEAUTY LIKE THIS 
TO BUILD WINDOW SALES 


SCENERY BECOMES A BIG SELLING 
Feature in homes your contractor-cus- 
tomers build with Andersen WINDOWALLS. 
Here an Andersen Casement Picture Win- 
dow frames the mountain landscape. 
Plenty of light with flanking sash that 


For more information see your WINDOWALLS 
distributor or write Andersen Corporation. WIN- 
DOWALLS are available from distributors through- 
out the United States including the Pacific Coast. 


open for ventilation. On unpleasant days 
WINDOWALLS close tight to form a weather- 
proof barrier against cold, dust and 
moisture. They’re windows and walls 
They’re Andersen WINDOWALLS made of 
insulating wood. 


Andersen 


\\indowalls: 


*rravemarx or ANDERSEN CORPORATION « BAYPORT, MINN. © maxens of come.ere WOOD winvow unrTs 








"GOLD BOND GYPSUM WALLBOARD 
gives us the 


SMOOTH 
INTERIORS 


we want 


says MONROE C. COLE, President, M. C. Cole Co. 
and Cole & Cole, Builders and Developers, 
Garland, Texas; Director, Texas Home Builders 
Association ; Director, Dallas Home Builders Association; 
Director, Garland, Texas, Chamber of Commerce 


W hat are the qualities that make Gold Bond 
Gypsum Wallboard increasingly popular with 
builders? Read what Monroe C. Cole says: 
“We've built over 656 homes in the Dallas 
area and expect to build 200 more in 1955. In 
all our building developments like Devon 
wood, Parkmont and Daugherty Heights, 
we've used Gold Bond Gypsum Wallboard.” 
“There's a good reason why we do,"’ says 
Mr. Cole. “The uniform taper on Gold Bond 
Gypsum Wallboard assures consistently 
better tape jobs and gives our homes the 


smooth walls and ceilings customers want 
Nailing up Gold Bond Gypsum Wallboard—fast and 


Its Hard-Edge keeps wallboard damage clean—in a new Cole home in the Dallas area. 


down to a minimum, speeds application time 
Every panel has the flexibility we need for 
easy construction, and yet it has the tough 
gypsum core needed for walls and ceilings 
that will last the life of the building.” 
“We find that when we can offer smooth, 
seamless interiors to prospects, and fire 
resistance besides, we've got an unbeatable 
combination, We'll continue to use Gold Bond 
Gypsum Wallboard, with Gold Bond Tape 


Joint System. They've proved best for us 
Exterior of a completed Cole home in Garland, Texas. 
NATIONAL GYPSUM CO. ¢ BUFFALO 2,N. Y. This is one of 46 homes of this type. 


Build better with ve) pee ZS LF ep S<S ; 


LATH, PLASTER «GYPSUM BOARD INSULATION BOARDS BOCK WOOL PAINTS AND ACOUSTICAL ASBESTOS ROOFING 
AND LIME pROoUCcTS PLANKS AND THES INSULATION TEXTURES THES ANO SIDING 


Gold Bond ‘ . GYPSUM WALLBOARD PRODUCTS 
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PINE 
CLEAR 


PANELING 


Bradley is meeting today’s upsurge in the popu. 
larity of pine paneling by manufacturing it in 
a pattern that matches the popularity of the wall 


covering itself... Early American, 


Produced from the South’s premium quality 
wood, Arkansas Soft Pine, it supplies your cus- 
tomers with pine paneling which has complete 
affinity for transparent finishes that reveal its 
beautiful figure, in turn enhanced by dull wax 


buffed on its satin-like surfaces. 


Ready for you now in mixed cars, comprising 
trim, stair treads, boards and dimension of 
Arkansas Soft Pine; Oak, Beech and Pecan 


flooring, finished or unfinished; hardwood 


trim, mouldings, stair work and risers. 


BRADLEY LUMBER COMPANY 
of Aehaneat 


WARREN, ARKANSAS 


— —~ Loe ARF IGP TOTP 
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NEW MEXICO 


SLIDING DOORS are a fast-selling 
product at Broadway Lumber Co., Al 
buquerque, New Mexico. Left, Lester 
Kdmondson, manager, demonstrates os 
unit to Joseph Harley, sales manager 
J. ©. Baldridge Lumber Co., Albuquer 
que, distributor for a well-known line 
of sliding doors throughout New Mex 


ico 


Like Sunkist oranges sliding 
glass doors are a product of sunny 
California. In just a few short 
years the product has emerged 
from backyard shops to a score of 
ultra-modern plants, largely con 
centrated in the Los Angeles area. 
Other plants are in Florida and 
New York state. 

With their expanded facilities 
many sliding glass door manufac 
turers are now making long-range 
plans for truly national distribu 
tion. They believe the traditional 
building material distribution pat 


Courtesy Metal Window Div 


PROMOTION at the California state fair, above, paid-off for Blombergs, 
Sacramento distributor for sliding glass doors. Also participating in the 
promotion was American Lumber Co., Modesto. 


70 


Sliding Glass Doors 


Because they combine the function of a door and a pic- 
ture window, this product is growing in popularity throughout 
the country. Improved weatherstripping and compact ware- 
housing also interests many dealers. 


tern of wholesaler-dealer may be 
just what they need. 

The early success of sliding 
glass doors can be directly traced 
to prestige architects specifying 
the product for custom-built 
homes. Stories on these homes in 
newspapers and consumer maga- 
zines stimulated the sale of the 
doors and led to the next stage of 
distribution. 

Project builders, seeing the suc- 
cess of sliding glass doors in more 
expensive homes, decided that this 
was a new selling feature they had 


Michel and Pfeffer Iron Works, Inc. 


to have. In adopting a feature that 
began in more expensive homes 
they were, of course, following a 
policy that is constantly repeated 
in the building industry. 

The builders demanded and got 
a less expensive version of the door 
and in many cases the big-volume 
boys bought direct from either the 
manufacturer or the distributor. 
Presently many leading manufac- 
turers are setting up distributors 
who sell only through legitimate 
retailers. 

One of these is the J. C. Bald- 


Courtesy Alwintite Div. General Bronze Corp 


ROOM DIVIDERS are still another use for 
sliding glass doors. The doors are also avail- 
able in fixed units and either single or double 
glazing may be specified. 
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ridge Lumber Co., Albuquerque, a 
firm established in 1881, that dis- 
tributes a line of sliding glass 
doors throughout New Mexico. J. 
C. Harley, sales manager, explains 
his success with the door this way: 
“The door’s big attraction is that 
it combines the function of a door 
with a picture window. The versa- 
tility of the line is also an impor- 
tant factor in its popularity. There 
is a unit for every price range. 
“Business has most certainly 
lived up to the high expectations 
we had when we took on the line 
a year ago. Customer acceptance 


Becoming Active Dealer Item 


has been excellent and we have 
found that warehousing has been 
very satisfactory. We have found 
that 25 sliding glass doors can be 
stored in the same space occupied 
by two or three conventional doors. 
One packaged door requires a 
space only six inches square by the 
length of the door. 

“T’d say that 95% of all the new 
houses built in Albuquerque are 
being constructed with one or more 
sliding glass doors.” 


Balanced Inventory 
At the Baldridge warehouse they 


Courtesy Ador Sales, Inc. 


THE OUTDOORS comes right into the living room in this 
west coast installation of sliding glass doors. Producers 


now have lines that solve many dealer problems. Stock 
sizes are being developed, many units are KD and there’s a 


door for every price bracket 


3UILDING PropucTs MERCHANDISER 


ILLINOIS 


WINTER SNOW but this porch en 
closed with sliding doors is still warm 
and comfortable. Double glazing was 
used. Left, Bob Rosenthal, Rosenthal 
Lumber & Coal Co., Ine., in his own 
home where the doors were installed 
as a test. Rosenthal’s plan to push 
the doors for remodeling this spring, 
especially with porch enclosures. 


make every attempt to keep all 
standard sizes in stock at all 
times. A re-order system has been 
developed and it worke well, in 
Harley’s opinion. If a volume order 
depletes a certain size door, an 
order goes forward the same day to 
the manufacturer in California. 
Usually the stock is replenished in 
Albuquerque within 48 hours, 
Shipments are normally made by 
truck and Baldridge rarely orders 
less than five or six units at a time 
to comply with the 100 pound min- 
imum shipment rate. It takes that 

(continued on page 72) 


Courtesy Panaview Inc. 


PROJECT HOMES in the medium-priced bracket sell well 
according to hard-headed, practical contractors who in- 


cluded only features with customer-appeal. 


7\ 





many units to make up 100 pounds. 

Selling the doors at Baldridge’s 
is done principally by personal 
calls and by newspaper advertis- 
ing. Every effort is made to get the 
units in model homes throughout 
the Albuquerque area. 


Strong Consumer Demand 


Ralph Blomberg, who distributes 
sliding glass doors in Sacramento, 
Calif., feels that strong comsumer 
demand is the key factor in en- 
couraging, and in some cases forc- 
ing, builders to incorporate the 
product in their new homes. 

“We feel that the surface has 
just been scratched,” Blomberg 
says. We've handled the doors for 
two years, which we consider a 
pioneering period. Sales have been 
encouraging and the 1955 potential 
appears very strong.” 

Some of the distributors for slid- 
ing glass doors are well-estab- 
lished glass companies like the F. 
L. Hartung Glass Co., Seattle, 
Wash. Hartung’s report a good 
reception for the product from 
contractors in their area. 

“In fact,” says F. L. Hartung, 
president, “we do not know of any 
particular product that has met 
with more ready acceptance or de- 
mand on the part of the public and 
as a natural consequence, the con- 
tractor is definitely interested.” 


LICKING THE PROBLEM of weatherstripping has broadened the sales poten- 
tial for sliding glass,doors. Above a closeup of the top edge of a door showing 
how the weatherstripping forms a channel in which the fixed flange, in the door 
casing, slides. In this application the wool fibers bear on both sides of the flange, 


thus forming a double seal. 


Courtesy Schlegel Mfg. Co 





Dealer Distribution 


Because the product does seem 
to be growing in popularity dis- 
tributors are finding dealers inter- 
ested in sliding glass doors. Last 
fall, for example, Rosenthal Lum- 
ber & Coal Co., Inc., Crystal Lake, 
Ill., purchased their first units. As 
a test the doors were used to en- 
close a porch at Robert Rosenthal’s 
home. Bob, who is vice-president 
and secretary of the firm, is now 
convinced that the line has possi- 
bilities and he will actively pro- 
mote them this year. Rosenthal’s 
will stress the doors for remodel- 
ing jobs, especially for porch en- 
closures. 

One of the problems with the 


earlier doors was with suitable 
weatherstripping. Research has 
now provided woven wool pile 
weatherstripping that makes the 
units completely weather and wind 
tight. The wool fibers in the weath- 
erstripping are especially thick, 
adjust to surface irregularities 
and eliminate rattling and scrap- 
ing noises. The fibers are not af- 
fected by moisture, will not mat 
down and will not freeze to the 
sliding surface. 


Sources of Supply 


Interested dealers may have a list of sliding 
glass door manufacturers on request. The list 
covers some 30 producers of the doors. 











FOR SCREEN AND STORM DOORS 


MANUFACTURED 
BY .-.- 


THE LAST WORD ss: 


For either wood or aluminum doors. 
Through bolts cast to front trim. 
Handle and trim of cast aluminum. 


NEWELL “PUSH-PULL” LATCH 


With Cylinder Lock and Key . . 


Locking device locks both latch bolt 
and handle. Impossible to lock one’s 
self out. May be installed on either 
right or left hand opening doors. 


The only Push-Pull latch that can be locked 
or unlocked from either side. 


FINISH: 
POLISHED ALUMINUM 


NEWELL MANUFACTURING CO. 


LOWELL, MICHIGAN, U.S.A. 


No. O11K 

















WHITE FIR 





SUSANVILLE 


PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 
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ValrLaBLE 


Case history examples from 


for Merchandising 


all over the country, of how 
lumber dealers are success- raacricas maw sonne ti 
fully merchandising 15 dif- BUILDING 
ferent, important building TTA 
products. Here are 40 pages 
of practical ideas you can MERCHANDISING 
put to use today. it Plans and ideas currently 
being used by lumber and 
Lumesamen | building products dealers to 
build, remodel and improve 
showrooms in which to mer- 
chandise building products. 
This is just off the press. 


Twenty pages of pictures 
and descriptions of the ma- 


terials handling equipment 


now available for use in your Use this coupon to order. 
yard; plus case history ex- All books are shipped 
amples of how lumber and postpaid. Send check or 
building products dealers 

are using such equipment to money order—we do not 
save time and money. ship C. 0. D. 


50c AMERICAN LI VMBERMAN 


Room 2000. Reprints 

139 North Clark Street 

Chicago 2. IMinei« 

Send me: (please check) 

I5 NEW SHOWROOMS 

For Merchandising Building Materiale—41 .00 
Practical New Ideas in 

BUILDING PRODUCTS MERCHANDISING —7% 
Save Time and Money With 

MATERIALS HANDLING EQUIPMENT 50c 


Enclosed ia $ 
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EDWARD R. MURROW SELLS 
ALUMINUM SCREENING 


“See It Now,” one of America’s 


Aluminum screening will be fea- 
top-rated TV shows, over CBS-TV. 


tured 
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ALCOA Aluminum, 
Star of [teday’ 


NBC-TV 

































































WHAT A PACKAGE! 





Tie in with this BIG 
ALCOA Aluminum 


PROMOTION... 


GET YOUR SHARE 
OF EXTRA SALES 
AND PROFITS 





ORDER NOW! 





4+ 





t+ 





The biggest promotion ever put 
behind aluminum screening in 
the history of the industry. 
Stock up. Order from your sup- 
plier now. Get set for record- 
breaking aluminum screening 
sales this spring! 
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FREE! COMPLETE KIT 
OF SALES HELPS! 


Mobile Display! 
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Screening made of ALCOA Aluminum is produced by: 


Alabama Wire Company, Inc Heilig Brothers Co., Inc 

P. O. Box 562 York, Pennsylvania 

Florence, Alabama The C. O. Jelliff Mfg. Corporation 
American Screen Products Company 122 Pequot Avenue 

807 Northwest 20th Street Southport, Connecticut 

Miami 37, Florida Keystone Wire Cloth Co 


American Wire Fabrics Corporation Hanover, Pennsylvania 


Colorado Fuel & lron Corporation New York Wire Cloth Company 
Mount Wolf, Pennsylvania York, Pennsylvania 


Chase Brass & Copper Co fens Wire Products Company 
80 Lafayette St. - O. Box 350 
New York 13, New York Compton, California 
Pennwoven, Incorporated 
Clinton Wire Cloth Company of 70 East 45th Street 
Clinton, lowa New York 17, New York 
1952 Seaman Street 


Clinton, lowa 


++ 
eee 
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Phifer Aluminum Screen Company 
Tuscaloosa, Alabama 


1 
eal 


7 
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Cyclone Fence Sporgo Wire Company, inc 
American Steel & Wire Division 255 East Rollroad Avenve 
U. S. Steel Corporation 


Waukegan, Illinois 


awe 


eaeeeesessas! 


Rome, New York 

Standard Wire Cloth & Screen Co, 
Dixie Screen & Wire Products, Inc York, Pennsylvania 

Florence, Alabama Whitehead Woven Wire Co., Inc. 
The Gilbert & Bennett Mfg. Co Snapping Shoals 

600 Miller Avenue Covington, Georgia 

Georgetown, Connecticut Wickwire Brothers, Inc 

Wireworks Street 

Cortland, New York 
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Hanover Wire Cloth Division 
Continental Copper & Steel 

Industries, Inc Wire Products, Inc 
Hanover, Pennsylvania Hartwell, Georgia 
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Lumber Yard 


PACKAGED LUMBER is carried by 
this home handyman who stopped to 
watch Warren Sinnhuber, Mark Lum 
ber Co. manager, demonstrate a trans- 
fer pattern in Mark's do-it-yourself 


center > 


Pittsburgh dealer and de- 
partment store team up to 
merchandise lumber pack- 
ages tied to handyman pat- 
terns. 


One Way to 


To cash in on the promotion her- 
alding a series of home handyman 
patterns introduced in a national 
magazine, Pittsburgh’s Mark Lum- 
ber & Supply Co. and Kaufmann’s 
department store teamed up to in 
troduce a new twist in packaged 
lumber merchandising. 

Packaging the lumber for these 
patterns and selling it in both the 
lumber yard and the department 
store, both firms report, has kept 
their business humming. 

While planning a promotion tie- 
in for the introduction of the pat- 
terns, S. L. Lifsher, Mark Lumber 
Co. president, reasoned that lum- 
ber could be sold with the patterns 
in the department store and the 
lumber yard in much the same 
manner as yard goods for dresses. 
Officials of Kaufmann’s decided to 
go along and try the idea. 

The package deal was announced 
in a joint, full-page ad in a Pitts- 


76 


burgh paper in the middle of Jan- 
uary. The ad announced the pat- 
terns were available and the store 
had made arrangements with Mark 
to “packet” all wood and materials 
needed for each pattern. Readers 
were invited to attend a Monday 
evening session in Kaufmann’s 
hardware department to get in- 
structions in the use of the pat- 
terns and woodworking tips. War- 
ren Sinnhuber, manager, Marks 
Lumber Co. store, conducted the 
class. 
One-Stop Buying 

Kaufmann and Mark, two of the 
three franchised dealers handling 
this line of patterns in Pittsburgh, 
offer these patterns at from 45¢ to 
75¢ each. These patterns are trans- 
fers that can be ironed right on 
the wood to give a full-size guide 
to cut out tables, benches, cabinets 
and other household items. Both 
firms buy their patterns from the 


Department Store 


EVENING DEMONSTRATION, jointly 
sponsored by Mark Lumber and Supply 
Co. and Kaufmann’s was held in the 
department store’s hardware depart- 
ment 


Sell Packaged Lumber 


same source, but the lumber pack- 
ages are made up and wrapped in 
the Mark yard. 

The packaged lumber kits range 
from $5.95, for a series of three 
hardwood cutting boards that 
double as wall plaques, to $55 for 
the materials necessary to con- 
struct a redwood picnic table and 
two benches. Two of the fastest 
moving items are the cutting 
boards and an attractive plant 
holder table. 

“We prefer to make a small sale 
and have the customer try his hand 
at simple things before he tries 
the harder projects,” says Warren 
Sinnhuber, Mark store manager. 
“This avoids disappointment and 
we have a satisfied customer who 
keeps coming back.” 

Uses Short Lengths 

“We made some changes in the 

lumber packages to make it pos- 
(continued on page 127) 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods 


*+J, W. Wells Lumber Co. . . . . « Menominee, Mich, “Kimberly-Clark of Michigan, Inc. . . Sates Neenah, Wis. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Mills at Marenisco, Mich. 


Custom kiln drying. Upper grades Hard Maple and Birch lumber, Northern Hardwoods, White Pine. 
rough. Modern Dry Kilns. Expert Millwork. 


Edward Hines Lumber Co, . . . . « « » Chicago, Ill, 
Mill at Bergland, Michigan “Goodman Lumber Company . . . . » Goodman, Wis. 


Sales Office—77 W. Washington St-—Chicago 2 Northern Hardwoods, Hemlock. White Pine, Basswood, Hardwood 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 





*Boehm-Madisen Lumber Co, . . . . Milwaukee 3, Wis, 
Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. shipments kiln *Michigan Pole & Tie Co, . . . + » Newberry, Mich, 


Gied havdwoods trom stock ot Thieneville, Wis. Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


Cadillac-Soo Lumber Co. . . . « Sault Ste, Marie, Mich, 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, etc. 


*“Roddis Plywood Corporation . Marshfield & Park Falls, Wis, 


* Roddis Lumber & Veneer Co. of Mich. e Ironwood, Mich. 
Copeland Lumber Co, ee i ae Chicago, Ill, Roddis Lbr. & Veneer Co., Lid. Sault Ste. Marie, Ontario, Can. 


Mills — Marquette and Cusino, Michigan Complete stock N. Hdweds.. Hemlock, W. Pine, Cedar Prod., Maple, 
Sales Office — CHICAGO — 135 S. La Salle St. Birch, Fig. Hdwd. Ven'r'd Doors. Plywd, Modern Dry Kiln facilities. 


Hardwoods, White Pine and Hemlock. 


*+Ahonen Lumber Co. . . » + + « » (onwood, Mich, 
* ' 
THolt Hardwood Co, mS ee ee eee Oconto, Wis. Northern Hardwoods, Hemlock, White Pine, ruce. Planing Mill 


Maple, Birch, Beech, Oak Flooring. Strip. Assembled Block, Herring- —Modern Dry Kilns. “AAA” brand MPMA rdwood Flooring. 
bone, Parquetry types: all types Heavy Duty Flooring. Hardwood and Softwood Pallets. 


tMember Maple Flooring Mfrs. Assn. Uember Northern Hemlock & Hardwood Mfrs. Asan, 
fer The Hi is Ths Ths Das Tae The Shs Bas Mine ee te De Bh Bans fam Bane Bw fas ts thes Bhew fin fie Sie fee Ia thn ee tae es bas bs hs hs be bs es Bs 
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Now at the sign of Dutch Boy* 


Ve Muhag point 


in smart, new 





TODAY, the “Dutch Boy” dealer who handles 
both new WONSOVER and Color Gallery is sitting 
pretty. 

New WONSOVER and new Color Gallery Paints 
(FLAT WALL ENAMEL) are modern Nalkyd fin- 
ishes. “Easy-does-it” paints from the word “go”! 
And paint buyers are going for these easy-to-use, 
easy-to-clean Nalkyd interior finishes in a big way. 





The right colors... 
right at a woman’s fingertips! 


With the Color Gallery, a “Dutch Boy” dealer can 
Credits Color Gallery for help customers find the high-fashion colors they 
want, fast. And at the turn of a chip, their whole 


iT! BETTER THAN color scheme is right there. All worked out! For a 
quick sale and a quick profit! 
10 TIMES TURNOVER”’ 
Always on the ready 


: bia as 
Mr. Joseph G. Gray, Meadville Paint & Wallpaper with ready-mixed wall paints: 


Co., Meadville, Pa. says the Color Gallery in- Wh ‘ ‘ pe a a 
creased his Dutch Boy sales “200 to 300%” in ee ee ee pease 


. sd brand- Nalkyd 
little over a year. “Our Gallery gave us better than Dutch Boy” dealers oon have ener ee 
: ” : WOoONSOVER for them in a wide range of fast-selling 
10 times turnover,” he writes. 


colors! A wonder paint if there ever was one, new 
WONSOVER is easy to apply, easy to wash. It’s odor- 
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interior 





Gets 400% 
sales increase with 
new WONSOVER 


Mr. Bill Spencer, Spencer Paint & 

Glass Company, Newcastle, Pa., 

writes that “In just two early “4 

months of this year (1954), we bought 1030 gal- 
lons of new WONSOVER and matching satin gloss 
colors, and believe me we sell it all. Our sales are 
400% above last year’s.” 








less. It dries fast. It’s popularly priced. On top of all this, 
new WONSOVER guarantees color harmony from wall 
to wall, room to room — an idea with terrific appeal for 
today’s paint buyers. 
To “Dutch Boy” dealers: if you’re not yet carrying 
both WoONnSOVER and Color Gallery, sign up next time 
your “Dutch Boy” salesman calls. We want this to be 
a big profit year for you. The biggest ever! 
To dealers everywhere: if you'd like tu put in the 
fast-selling, nationally advertised “Dutch Boy” line, NATIONAL LEAD COMPANY: New York 6; Atlanta; 
find out if there is a “Dutch Boy” franchise available Buffalo 3; Chicago 80; Cincinnati 3; Cleveland 13; Dallas 2; 


Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; 
in your area. Phone or write our nearest office, Boston 6 (National Lead Co. of Mass.). Reg. U. 8. Pat. Of. 
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Today’s House is Designed for Casual Living 


By Paul T. Haagen 


Social changes have resulted in a servantless 
house. No longer are there elaborate rooms that 
require much work and care. A house must be 
planned for everyday living and made as com- 
fortable as possible. People are living more 
casually today and the trend is reflected in our 
houses. Seldom do people dress for dinner in 





Architect Paul T. Haagen 


Paul T. Haagen, the Chicago architect who 
is doing this exclusive monthly series of house 
plans for American Lumberman, has designed 
all types of buildings. His specialty is residential 
work. 

He has written many articles on house design 
and is the author of the volume “How to Have 
@ Better House.” His first house plan in the 
current series appeared in the January 24th 
issue of American Lumberman. 

















most homes—people wear casual clothes. Meals 
are served buffet style or on trays. Outdoor and 
garden entertaining prevails in the summer. 
Thus the outdoor grille has become a part of 
our houses, porches, terraces. Pools and gardens 
influence the plan so that one steps from inside 
the house to the outside entertaining or eating 
area. 


Thus the house plan is linked up to garden or 
terrace, grille or pool. 


It was not so long ago that the beautiful 
Georgian house was popular, the dining room 
a vision of mahogany; linens, crystal and silver 
has passed with the old time servant. Now we 
have snack bars or eating spots in the kitchen. 
Casual, yes! We eat on the run and graceful, 
dignified dining is a thing of the past. 


However, it seems to me that given a good 
designer, this casual house may be beautiful and 
not just a utilitarian abode. The modern woods, 
metals, plastics, glass and other materials, when 
properly used and combined, create beautiful 
results. 


Color, too, plays a most important role in the 
houses of today. Brilliant colors splash our walls 
and bring gaiety and sunshine into the other- 
wise drab interior. 
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Small House Has Ample Storage Space 


Full basement, three bedrooms, plenty of closet space in this easy-to-build house. 


Here is a house with only 1,120 square feet of 
floor area, exclusive of carport. It has a full 
basement but washer and dryer may be found 
in the kitchen as indicated, if desired. There 
may be three bedrooms or two bedrooms and 
den, all accessible to bath and powder room. A 
sliding door shuts off the living room from the 
bedroom. 


The plan is rectangular and so less expensive 
to build and the roof framing is very simple and 
so saves labor. 


Notice the dining spot which is part of the 
living room and emphasizes the casual life as 
lived today, for the dining room seems to be 
going into the discard yet this dining arrange- 
ment is perfectly practical and convenient. 


This house has nine closets and a tool and 
storage space in the carport. This is an unusual 
amount of storage space in a small house. 


One of the nice features is the access to the 
linen closet from bath and powder room. Smal] 
doors from linen closet open into each, which 
permit removing of towels and linens from the 
linen case without leaving the room. 


The exterior design is of frame and some stone 
veneer. Vertical planks are used on the carport 
walls. 
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This house should please building materials 
dealers and contractors because of its practical 
size, simplicity of design and ease of roofing. 
It overcomes the plain, bold prefabricated house 
design with a very interesting exterior of good 
design, simply executed, Except for a small area 
of stone veneer, it is an all-lumber house. 


Plan number AL-230. 











New House Plan Series 


This new monthly series will not only provide 
a floor plan and perspective of each house, but 
a descriptive article will tell the features of 
each design in terms which will enable the 
dealer to merchandise those features to pros- 
pective home customers. 


Blueprints will sell for $35 for four sets of 
plans or $15 for one set. This will include blue- 
print working drawings, specifications and a 
lumber and materials list. Checks for plans 
should accompany each order. These should be 
mailed to American Lumberman, c/o Plan 
Service, 139 North Clark Street, Chicago 2, Ill, 

















A SURE SELLER! 
New, Improved 10-N 


GARDEN:GROWER 


lt will pay yeu te feature this highly useful, 
versatile tool in your Spring garden showing 
Every heme gordener is a prospect. 

10-inch, revolving ree! with saw-tooth carbon 
stee! blades. Dovble-edge weeding knife, od 
justable for depth. 5-prong detachable cuiti- 
vator Shovel attachment. lewn mower 
handle, adjustable for height. Aftractively 
finished 


OTHER POPULAR NORCROSS PRODUCTS 


* Cultivetors (1, 3, 4, 5 pr ) « Weeders 
* Asporagus Knife * Stainless Steel Forks 


Cc. §. NORCROSS & SONS CO. 
Bushnell, Minols 


Ask your Independent 
Jobber 


Quality Garden Tools 
Since 1891 


(Teo obtain more data on advertised products see page 128) 








100 UP TO 4 HOURS 
2.00 DAILY INC. SUNDAYS s 


RENTAL TRAILERS ARE POPULAR at the Golden State Lumber Co., Santa 


Monica, Calif 


LOADING TRAILER, which carries Golden State sign. 
Company supplies towing clamps and safety chains 


to carry long lengths 


This way deliveries are cheaper for customer and company. 


Long hitch enables trailer 


Rental Trailers 
Solve Delivery Problems 


The hauling problem for handy- 
man customers has been solved by 
the Golden State Lumber Co., 
Santa Monica, Calif., with the use 
of trailers for rent. 

Minimum delivery charges by 
Golden State are $2.50; conse- 
quently, the savings customer can 
make by use of the trailers is con- 
siderable. Two six-foot trailers are 
rented for $1 up to four hours or 
$2 for a full day. 

Over week ends, no one is al- 


February 


lowed to keep a trailer longer than 
necessary to make a delivery, be- 
cause of the heavy store traffic. 
Manager Fred H. Kranz expects to 
buy three more trailers to meet the 
demands. 

Customers sign an agreement to 
return trailers in good condition. 
The customer’s license number as 
well as name are noted on the cer- 
tificate. Golden State provides 
towing clamps and safety chains. 


21, 1955, AMERICAN LUMBERMAN & 








LOADING SPECIFICATIONS are rapidly processed in the 
copy machine by Bernard Joseph. Contractor’s original 
loading diagram is filed and the copy given to the yard 
foreman. 


Silent Secretary 
Speeds Copy Work 


Often referred to as the silent secretary, a recently 
installed‘'copy machine is helping Joseph Building 
Supplies, Inc., Melrose Park, Ill., speed routine copy 
and clerical work. 


“This machine is one of the handiest things in the 
office,” says Bernard Joseph, president of the firm. 
“It does away with a lot of routine retyping of letters, 
reports, bills of lading and other paper work. Even 
magazine pages can be reproduced.” 


The recently perfected copy machine offers the 
accuracy of photography plus economy and speed. 
It’s possible to make a copy in 50 seconds and three 
copies in one minute in full room light. At least three 
copies can be made on the print paper from one 
matrix at a cost of less than four cents a copy. These 
copies are photo-exact, long-lasting and have excel- 
lent legibility. 


The only equipment required is an entirely self- 
contained unit approximately the size of a typewriter. 
The only sensitized sheet necessary is the matrix. 
The actual copies are made on unsensitized commer- 
cial papers. The compact unit can be set on any 
convenient table or desk and plugged into any con- 
venient 110-volt A.C. or D.C. outlet. 


Dealers interested in securing the name of the 
manufacturer of this equipment are invited to write 
American Lumberman, 139 N. Clark Street, Chicago 
2, Ill 





OUTDOOR 
PLEASURE! 


.. «WHEN YOu sTocK 


Y 
} THE LINE 


Dealers throughout the country 
are discovering that DONLEY 
outdoor fireplace units sell 
themselves! Customers find that 
the DONLEY line meets all 
their requirements. 


Designed to conform with mod- 
ular construction, the No, 23 
unit (shown) is easily removed 
for cleaning and winter storage. 
The sturdy steel frame has pro- 
jections for grates at three levels 
... aluminum top and firedoor 
are standard components. 


Quick, profitable sales are yours 
when you stock the BARBE- 
CART (No. 36). Compact... 
lightweight . . . easy to handle 
... economical . . . this new rub- 
ber-wheeled portable barbecue 
is another unit in the DONLEY 
outdoor line. 


FREE! to all dealers 
@ sample copy of 
this booklet 
telling all about 
outdoor fireplaces. 


BARBECART 
nee re 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 2, Ohie 
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FOUR RUMPUS ROOMS were sold within one week after 
this model room was opened in the store. 


OF IDEAS! 





NEWSPAPER, RADIO and direct mail 
were used to promote open house week. 





sy hee 


va er: 


TU 
ym 








WALL SECTIONS OF MODEL ROOMS were prefabbed in 
such a way that material can be resold. 


Model Rooms Sell 


Canadian dealer’s kitchen, bath and 
rumpus rooms stimulate sales on weekly 
open house nights. 
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JOINT-TAPING DEMONSTRATION draws an interested 
audience during open house at Muttart’s 


Remodeling Jobs 


Winter sales of material to home handymen is good 
business at the M. D. Muttart Ltd. lumber company 
in Edmonton, Can., but this year an effort is being 
made to transform “good” business into “big” busi- 
ness. 

To start the program, this retail building supplies 
dealer held a week long open house early in Novem- 
ber, which brought customers to the Muttart show- 


BuILpInc Propucts MERCHANDISER 


oe 


CROWDS JAMMED THE STORE for the first week-long 
open house sessions. Show was so successful that a weekly 
open house night ran through the winter 


rooms to see tangible illustrations of Muttart prod- 
ucts and services without any hard selling being 
brought to bear. 

The result of this friendly attitude was a week- 
long success story; over 3,500 persons visited the 
show in five evenings. 


Model Rooms Displayed 


To implement the open house plan the company’s 
sales department and advertising agency decided to 
commence work immediately on what had previously 
been a long range plan to renovate the showrooms. 
Co-operation with a local millwork plant solved the 
problem presented by the planned erection of a model 
kitchen, rumpus room and bathroom on the showroom 
floor. Although these displays were regarded as vital, 
they were also thought to be too static and the com- 
pany wished to create flexible displays so that sea- 
sonal or new ideas could be incorporated at moderate 
expense. The millwork plant prefabbed wall sections 
for all three rooms and designed them in such a way 
that material, such as the knotty pine walls in the 
rumpus room, could be resold. 

The rumpus room, as expected, proved to be the 
hit of the show. The interesting effect achieved by 
nailing brick size pieces of straited plywood to plas- 
ter board and then decorating to simulate a brick 
fireplace and a back-lighted plastic panel to give the 
impression that the room was above ground instead 
of in the basement as usual, were two specific ideas 
in the room which appealed to visitors. The bar which 
was displayed and the cabinets behind it were part 
of a new line which the millwork company introduced 
for the first time. Within a week of the show’s clos- 
ing, four rumpus rooms were designed and sold 
(value $1,600) and seven more were being estimated 
and designed by the Muttart technical department. 


Demonstrations Popular 


“How-to” demonstrations attracted many specta- 
tors. Manufacturers’ and wholesalers’ representa- 
tives demonstrated the application of plastic panels 
and metal molding applications; color styling, tile 
application; installation of locks; use of power tools; 
and the mechanical taping technique of gypsum 
board. All were enthusiastic over their accomplish- 

(continued on page 130) 
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For the sash you make or buy: 


Use “PENNVERNON”— ot just “window glass” 


W HETHER you buy window sash already glazed, or make 
and glaze your own sash, it will pay you to insist upon 
Pennvernon Window Glass—and to look for the red and 
purple Pennvernon label that appears on every piece of 
genuine Pennvernon Window Glass. It is your assurance 
that it is Pennvernon—“window glass at its best.” 
Pennvernon has a brilliant, reflective surface with a 


finish that’s so smooth and even it resists the accumulation 





of dust and dirt, is easy to clean, and resists scratching. Its 
color is constant, it doesn’t fade or discolor with age. 

The next time you buy sash or glass be sure to ask for 
Pennvernon and look for the distinctive Pennvernon 
label. It’s yours—and your customers’—assurance that you 
are stocking the finest window glass available. 

For more details, write Pittsburgh Plate Glass Company, 


Room 5158, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Pennvernon Window Glass 


GLASS CHEMICALS - 


ip PAINTS 
G 


rarys8URG H 


BRUSHES 


a m7 


PLASTICS + FIBER GLASS 


GLASS COMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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How 
To Cure 
Bolster 


Losses! 


Sear eee ’ Bob Beach, president of the Beach Lumber 
Loads are first placed on U-shaped supports contain- Company in Rome, New York recently devel- 
ing 3-inch I-beams inside. I-beams are high enough 


oped an ingenious solution to a major head- 
off ground so load hooks on Ross Carrier can engage them. 


ache of lumber dealers . . . bolster losses! With 
the help of his Ross Carrier, a ‘“returnable”’ 
bolster was devised that assures immediate 
recovery from job-site deliveries . . . as de- 
scribed in the accompanying photographs. 


With this system, Beach is not forced to 
charge customers for bolsters. Nor is it neces- 
sary to maintain bolster location records. 
Beach’s ingenious approach has virtually 
eliminated bolsters... and needless to say, has 
virtually eliminated the ill-will which resulted 
when customers were charged for bolsters or 


load “‘props.”’ 
Load hooks engage the I-beams and lift the load 
completely off the U-shaped supports which remain 
at the yard to be used over and over again. 


Progressive, cost-conscious executives .. like 
Bob Beach . . . are constantly providing their 
companies with big savings through improved 
materials handling methods! You can do the 
same ... whether a large or small operator. 
Consult your Clark dealer .. . listed under 
“Trucks, Industrial’ in the phone book Yel- 
low Pages. It’s more than likely he can show 
you how to make substantial savings in your 
own operations. 


CLARK 


EQUIPMENT 


R ARRIER DI 


ae 
oe 


> edge- | 
wise. I-beams are easily removed from under the CLARK EQUIPMENT COMPANY 


load since 2 x 4’s are %-inch higher than beams. Benton Harbor 40, Michigan 


ON 


Vid 


3UILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 128) 





American Lumberman 


YOUR AD OF THE WEEK 





ADservi 


No. 29 of a Series 


TIME SPENT ON ADS PAYS DIVIDENDS 


The productiveness of an advertising program is 
not determined by size of the budget. Quality, not 
quantity, is the essential ingredient of successful 
ads. Larger space or more insertions are not substi- 
tutes for intelligent, careful planning. 

Your ad is your salesman in print. From idea stage 
to completion, every column-inch of it deserves your 
best thinking before you O.K. it to represent you 
before thousands of prospects. For example, check 
your ads on these points: 


1. Timeliness: Are featured products and proj- 
ects timely for season ... for public appeal? 


2. Variety: Determine which merchandise and 
services have year ‘round interest and top volume 
potential (lumber, plywood, paint, easy payment 
plan, e.g.) and therefore rate largest share of space 
and greatest frequency. Then list other items in 
order of importance and allocate space on that basis. 
You need a wide selection of good mat illustrations 
on hand to do this job properly. American Lumber- 
man can supply them-——see coupon below. 


8. Prices: Quote prices on a basis that’s clearest 
and has most appeal to majority of buyers. It’s best 
to price some items by minimum unit of measure 
gal., lineal ft., sq. ft., etc.; others by piece, roll, 
bundle, panel 
or both full price and monthly payment. Note that 
the Coman Lumber Co. ad reproduced at right uses 
all these methods. 


MATS, LAYOUTS 
HEADLINES, COPY IDEAS, 
FOR EVERY SEASON! 


This book shows complete series 
of 254 exclusive mat illustra- 
tions, plus practical ideas that 
will help make your ads more 
effective. Send coupon today for 
your free copy. 


(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


NAME 
COMPANY 
ADDRESS 





; others by typical job, quoting either 


Rush my free copy of the 48-page ADservice book. 








This attractively designed, well-written ad is one of 
a series in an extensive campaign by Coman Lumber 
Co., Durham, N. C. All illustrations in this ad are 
ADservice mats. 





COMAN 


LUMBER CO. 


Coman's Asbestos Shingles 
for Low Cost Sidewalls! 


= oP 


Woed Siding Low Ges! 
For Replacing Rell Rooting 


is 


Knotty White Pine 
Boards for Cabinets 





; Here's How to Paint and Fix Uptow | 5 Sn. - 
and Pay a Little Monthly! ? ) $5094.39 
sansa <aenenenaneT $70 $6.14 
| $100 $8.78 
) $150$8.98 
$200 $9.18 

[saeegese, 2 


Open Weekly 7 106.00, bet. T0018 
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1 Fir plywood sales are increasing faster than 


other building materials! (See chart) ey 


2a Fir plywood use is rocketing; more 
footage-per-house for sheathing, subfloors, 
roof decking, built-ins, siding. 


a } Fir plywood’s Golden Jubilee in 1955 
heralds a gigantic promotion that will repeat 
and repeat: ‘See Your Lumber Dealer!’ 





FIR PLYWOOD, )2 






PER CAPITA 
| SALES | 
INCREASES | 


PLASTER) BOARD 


| 
| 


You can be sure 
when you see this 
DFPA Trademark 


CEMENT | 
STEEL 


T . LUMBER 








1904 oe 1927 1940 


Check your fir plywood inventory NOW! 
Send for free Inventory Guide to Greater Profits. 


Handy, new folder contains fir plywood inventory suggestions for yards 
of every size. Write Douglas Fir Plywood Association, Tacoma 2, Wash. 
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Set up this silent salesman in your yard or 
showroom and let your customers see the ad- 
vantages of a modern, all steel BILCO door — 
the one feature that makes a basement useful, 
convenient and safe, 

Demonstrate the permanence and economy of 
BILCO doors to wood hatchway replacement 
prospects. 

The best sales aid you ever had or return the 
unit for a full refund! 


Available to lumber and building supply dealers only. 
Write today for all the facts! 


(A Vem 


AMERICA’S FINEST 
THE BILCO COMPANY 


DEPARTMENT AL BASEMENT DOOR 
NEW HAVEN 5, CONN. 
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How to make 
the most 
from Hardwood 


panelling... 


USE 


imported 
plywoods 





Builders know that F-M imported plywood panels actually 
cut finished-costs while adding distinctive “luxury” appeal 
to homes and other quarters. 


Dealers find several advantages (including extra profit) 
in the wide selection*, low price and prompt service offered 
by each F-M warehouse. | 


Standard-size panels in each of the most 
wanted imported plywoods, plus matching 
doors and mouldings, installing and finishing 
materials. Balura is machined in random 
plank pattern and factory-finished in choice 
of tones. 


Phone or write your ( F-M ) office: 


Fiddes-Moore & Co. Fiddes-Moore & Co. 
4950 State Line Ave., Hammond, Indiana P.O. Box 839, Ft. Wayne, Indiana 


Ward Plywood Co. Fiddes-Moore & Co. of W. Va. 

P.O. Box 987, Peoria, Illinois P.O. Box 1786, Huntington, West Virginia 
Fiddes-Moore & Co. of Ohio Fiddes-Moore & Co. 

754 Albany St., Dayton 8, Ohio 1721 Circle Ave., South Bend, Indiana 


Northern Plywood & Door Co 
845 E. Hennepin Ave., Minneapolis 14, Minnesota 


FippDES-MooreE & Co. 


PLYWOOD - MOULDINGS - LUMBER - DOORS 
400 W. Madison St., Chicago 6 
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the DeLuxe Wall Pain! ve | the Miracle Lustre Enamel Jo 
lene R \. 
N Bathrooms and Finest 1" 





abl 
Washable Super | ure 


i Oks and Washes Like Baked fina 


a 


These two best sellers can 
give you 45%-50% of your 


Kem Products dealers can count on 45% to 50% of 
their paint business coming from Super® Kem-Tone 
and Kem-Glo®. You can, too, simply because these two 





products have led the way to new standards of beauty, 
durability, ease of application, fast and easy cleanup 
for do-it-yourselfers. Right now they’re selling faster 
than ever to supply the tremendous demands of the 
big “do-it-yourself” market. And with them is the 
exciting development Super Kem-Tone Applikay, a 
new concept in decoration that offers the charm and 
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and now... 


anew ONE SHOT’ 


color system that’s 
simple and salable! 


compatible with both 
this...and... this! 


Another great Kem Products profit-maker! This 
new Kem Tinting Tube Color System blends 
with latex-base Super Kem-Tone and alkyd-base 
Kem-Glo . . . compatible with both! And the 
system is simplicity itself. To make any one of 
130 customer-tested shades, you simply add one 
tube of Kem Tinting Color to a quart or gallon 
of Super Kem-Tone or Kem-Glo, and mix. That's 
all! Because the system works with the regular 
colors you carry in stock, it requires only 8 tube 
colors in 3 sizes. No‘‘stocking’’ problem. Introduc- 
tory offer includes timesaving color chip display, 
new Decor-Aider book, color chip folder for home 
selection, and compact stock. All for only $63.50 
net. Full profit protection, Order now! 











Call, or write 


paint busi ness! any of the following companies: 


@ The Sherwin-Williams Co. @ John Lucas & Co., inc. 
beauty of patterns in paint. And sparks more Super 101 Prospect Ave., N. W. 1617 Pennsylvania Ave. 


Kem-Tone sales. too! Cleveland |, Ohio Philadelphia 3, Pa. 

Behind these outstanding performers are the promo- @ Acme Quality Paints, inc. ° = — ee Co. 
4 =. : 8250 St. Aubin Street 424 E. Third Street 
tion, sales tools and advertising that build traffic Dene 11, Middess Bovten, Oe 
and help you make sales .. . an important part 

+s @ The Martin-Senour Co. @W. W. Lowrence & Co. 

of the Kem Products merchandising program that 2520 Quorry Street 1124 W. Corson Street 
has helped more dealers make more money than Chicago 6, Illinois Pittsburgh 19, Pa. 
with any other paint line. You owe it to yourself @ Rogers Paint Products, inc. 
to investigate this big profit-making opportunity ! 8250 St. Aubin Street 

Call, or write for complete information now! etre 11, Midtigan 


BuILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 128) 





Keita, Clarke 


INESS! 








HERE'S THE FAMOUS 
CLARKE THREESOME 


EC-8 SANDER 
Fastest cutting 
machine in the 
rental field 


p-11 
MAINTAINER 
Wonxes, scrubs, 
polishes and 
steel wools 

C-5 EDGER 

Perfect for 

those hard- 

to-reach spots 

Pee Cees eee eee 
CLARKE SANDING MACHINE CO. 
246 East Clay Avenue Muskegon, Mich. 


Please send me the complete Renta Clarke sales 
plen that will build extra rental profits for me. 
There's no obligation, of course. 


NAME 
STORE 
STREET 


city 











The most profitable 

sales plan in the floor 

machine rental 

field is yours FREE— 

compliments of Renta Xx 

Clarke. The plan 

shows you how to get 

the most profit in 

rentals and sales of 

sandpaper, sealers, 

varnishes, waxes and 

related items. 

Send the coupon for 

your plan today! 
Authorized Sales Representatives and 
Service Branches in All Principal Cities 


Clarke 


SANDING MACHINE COMPANY 


246 East Clay Avenue . Muskegon, Mich. 
PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD 
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Advertisement 


$288.00 Income per Square Foot 
from Floor Machine 
Rental Department 


Average per year income from three stores 
renting Clarke Floor Machines 


William J. Goggin of the Gog- 
gin Paint Store, Kalamazoo, 
Michigan, takes time to acquaint 
his rental customers with the 


operation of a Clarke sander. 


“Renta Clarke’s More Business Plan 
really works,” says Bill Goggin. “It 
brings regular and dozens of new 
customers into the store. It creates 
‘double-sales’ — because we always 
sell related items such as sandpaper, 
paint, varnish and stain, as well as 
merchandise from other depart- 
ments. In fact, we average about 
$1,000 a year in rental fees from 
each set of Clarke machines alone! 
Plus $3.00 worth of related items 
for every dollar in rentals. That is 
really profit. Our Clarke rental de- 


partment more than pays our rent.” 


Frank Januzzi, owner of the 
Watchung Hardware Store, Wat- 
chung, N. J., credits Clarke ma- 
chines for much of the $7400 


rental income he receives. 


February 2 


rie 


“There’s no question in my mind 
that much of the success of our 
rental department is due to the fact 
that we rent Clarke equipment,” 
Januzzi says. “We find our custo- 
mers like to work with Clarke ma- 
chines and that we have very few 
on-the-job difficulties.” 


Actually, according to Januzzi, it’s 
the sale of related items and im- 
pulse purchases that make the 
rental department doubly attractive 
from a business standpoint. 


“T just wouldn’t think of abandon- 
ing this rental business. And I can 
recommend Clarke rental equipment 
to any owner in this field who wants 
to provide a service to his customers 
and build a profitable business.” 


“Last year 1,095 customers rented our 
fourteen Clarke machines.” 


There’s little wonder that William 
B. Webster and William W. Atchi- 
son, co-partners in Wolverine Paint 
& Supply Co., Grand Rapids, Mich., 
are happy they bought Clarke floor 
sanders, edgers and polishers for 
rental use of their customers. Wol 
verine’s floor machine rental depart- 
ment income topped $6,000, 


Webster explained it was impossible 
to determine the value of impulse 
items purchased by rental custo- 
mers when they visited Wolverine 
to pick up or return floor machines. 
“But we know it was considerable. 
After all, we need plenty of store 
traffic to build profits in this busi- 
ness. And we sure build it when 
we stress our floor machine rental 
department.” 

Dozens of new customers also ap- 
peared in the store after he adver- 
tised the rental department, Web- 
ster reported. 
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4 New Visihle Pak 


The Self-Service Package 
They’ll Reach for : 


SELLS ON SIGHT—Grilfin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of cach product protects against moisture 
and handling. Each “see-thru™ package includes the correct number 


of screws 
YOUR CHOICE of Grillin Hardware items, Select your tems, Buy 


SELECT YOUR only what sells best-—the visible pak speeds turnover 
INCREASE PROFITS this quick way. This attractive self-service pak 
GRIFFIN ITEMS sells on sight. Ask for catalog page GV-1. Order from your dis- 


tributor today 


We 
GES. (GRIFFIN wee earn, 


ERIE . PENNSYLVANIA 
REPRESENTATIVES 

ATLANTA, Go CHICAGO, Ill. DENVER, Colo JACKSON, Miss. NEW YORK, N.Y SEATTLE, Wash. 
Walter S. Johnson & Sons Wilbur H, Davis Roy L. Rogers L. G. Fuller, Jer The B.S. Alder Company R. F. Bevers 
917 St. Charles Avenue 1639 Fargo Avenue 1620 Garfield Street P.O. Box 2113 45 Warren Street 4524 East 60th Street 
BOSTON, Mass. DALLAS, Texas DETROIT, Mich KANSAS CITY, Mo SAN FRANCISCO, Colilf. ST. LOUIS, Me. 
Austin & Eddy inc E. H. Farrar George A. Gregg Harvey D. Rush & Sons C. L. Lewis W.C. Meibaum & Co 
115 Broad Street 2nd Unit Sante Fe Bidg. 141 W. Eight Mile Road 4638 Nichols Parkway 2450 17th Street 6954 Oleatha Avenv* 





Charmed! and you will be, too, when you 
discover the MAGIC of MULTIPLEX 


When you use the swinging wing-panels This provides more than 330 sq. ft. of dis- 
of a Multiplex Merchandiser to display such play space as compared with the 42 sq. ft. 


items as roofing, siding, floor and wall- of wall space required by the installation 
covering, molding, and other specialties, 


you will be well pleased with the sales A sample door can be prepared for this 
results. Actually, there is nothing “Magical” display by fastening a pivot bracket top 
about Multiplex: it simply serves as an and bottom. Then, any display panel can 
ae elficient display medium — and be replaced with a sample door in a matter 
eading retailers have known for years that . 

“The more you show, the more you sell!” of seconds for doors and display panels 

are interchangeable. 
Merchandiser No. 19 has ten steel-framed p 1 

panels, each 30” x 80”, and when installed Mail the coupon for complete information 
occupies 31” of depth and 74” of width. on sizes, prices, finishes, and installation 


MULTIPLEX: DISPLAY FIXTURE C0 


907-917 North 10th Street . Louis 1, Missouri 
Please send your Display Equipment Catalog 





NAME 





COMPANY 
ADDRESS 
CITY AND STATE 
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Bergman Appointed J-M 
District Sales Manager 


Appointment of Arthur W. Berg- 
man as Chicago district sales man- 
ager of Johns-Manville building 
— division was announced 
ast month by R. 8. Hammond, vice- 
president of J-M Sales Corp. and 
sales manager of the building 
products division. 


Bingham 


Bergman, formerly assistant 
Chicago district sales manager, 
succeeds Earl F. Boyle who was 
recently made general manager of 
the J-M Van Cleef division. 

At the same time Hammond an- 
nounced the promotions of Fletch- 
er H. Bingham to assistant Chicago 


7 , 
Ht 
i 


‘se 





Executive Office 


900 Firet National-Soo 


Selling the 
The McCloud River 
McCloud, Calif. 


Quality v 


WESTERN 
SOFTWOODS 


UGAR 


DOUGLAS FIR 
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McCloud Lumber Co. [ti 


Line 
MINNEAPOLIS 2, MINNESOTA 
Products 
Lumber Co. 


PONDEROSA PINE 


manufacturers inthe news. 


sales manager; and of Frank C. 
Bell to assistant St. Louis district 
sales manager. Bell succeeds Bing- 
ham in St. Louis. 


Bergman who has been Boyle’s 
assistant joined the firm in 1916 
and has had wide experience in 
sales and product development. 

Bingham began his career with 
J-M in New York City and was a 
senior building products sales rep- 
resentative for the company 12 
years before becoming assistant St. 
Louis district sales manager in 
1952. 


New Masonite Siding 
Debuts at NAHB Show 


Masonite Shadowvent Siding, a 
free floating prime-coated com- 
bination of Masonite tempered 
Presdwood and a patented alumi- 
num shadow line strip was pre- 
viewed at the recent NAHB con- 
vention in Chicago. 

The siding which comes in two 
widths, approximately 10” and 12”, 
is applied by placing its slotted 
edge over the aluminum shadow 
strip which has previously been 
nailed to the sheathing. This 
method hides the metal strip from 


view and requires no face nailing. 
Lengths are up to 12’ and the 
shadow strip comes in 10’ lengths 
packaged 500 lineal feet to a card- 
board tube. Manufacture and dis- 
tribution of this new product is 
planned by Masonite Corp. soon. 





FIELD TESTS showed that carpenters 
could apply Masonite Shadowvent sid- 
ing rapidly. The slotted edge of the 
siding is simply placed over the alumi- 
num shadow strip and another strip of 
the vented metal is nailed on the top 
of the siding. 

(continued on page 98) 
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Weathersealed steel 


Wh PINE 
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February 


“Gardena” ser 


STEELBILT 


21, 
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(14 ga. steel minimum) 

















frames 


for sliding glass doorwalls. 
Horizontal sliding windows. 
Custom made or low cost 
stock sizes and models. 
Complete curtain wall system. 
Patented engineering features. 


STEELBILT, INC. 
Gardena, California 
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We Know What You Want in ’55! 


We, the editors of American Lumberman, 
know what you want to read in our maga- 

zine, during 1955, because you have told 
us —in reply to thousands of question- 


naires like this 





READER PREFERENCE SURVEY 


Please rank the following subjects numerically basing your decisions on their impor 
tence to you. If, for example, you consider training salesmen the mow essential place 
a! in the box provided. Then continue down the list, designating the least vital subject 
as 10 


TC) Better Materials Handling a Selling the Do-le-Yoursell 


Customer 


C) How to Sell Specialty Items [ Selecting, Training Salesmen 


Ideas for New and Remodeled 
Yards and Showrooms C7) Planning Better Advertising 


C] Spot News of the Industry a Ways to Handle Price Competition 


i} 
C ee on Tiling Spee ra Ways to Cut Theft and Pillerage 


I'd also like to see articles on 


Firm 











Your product story preferences, and 
those of the other lumber and building 
products dealers who have cooperated 
in this study, will be fully catered to 
in the big issues scheduled for coming 
months. Another reason why we say: 
whatever your business-reading in- 
terest — read it FIRST in 


AMERICAN LUMBERMAN 


The top lumber and building products dealer trade publication 





BOB ROBBINS, left, president and gen- 
eral manager, Shower Door Company 
of America, welcomes Malcom Bryan, 
president of the Federal Reserve Bank 
of Atlanta to his firm's celebration of 
the opening of a new plant. 


Shower Door Co. Opens 
Atlanta Plant, Offices 


More than 750 prominent busi- 
ness, political and industrial lead- 
ers from all over the nation at- 
tended the opening of the new 
plant of the Shower Door Company 
of America in Atlanta recently. 

Guests toured the plant which 
was in operation and had an op- 
portunity to see each phase in the 
manufacturing processes. 

The new plant is considered to be 
one of the best equipped in the 
country and boasts an assembly 
line patterned after the automotive 


GALVANIZED METAL 
BUILDING CORNERS 


C far the tob,/ 


There's a Kees building corner made espe 


cially for the job, whether the construction 


Corner 
for 


hardboord 
construction 


corners make possible 


without the slow, expensive work of cutting 


and fitting the ends 


corner is unnoticed after building is painted. 


Lower 


joints. 


can't rot the corner because it is completely 


covered 


Sizes and patterns available for all widths 
and thicknesses of lap 
potterns of drop siding, in addition to sizes 
made especially for hardboard. 


ORDER FROM YOUR JOBBER 


that “mitered look” 


flanges overlap and make tight 
Joints can’t pull 


siding and various 


industry. The plant covers 50,000 
square feet under one roof and a 
spur track and truck loading plat- 
forms easily handle ShoDoCo’s 
heavy shipping schedule. 

The plant has been occupied by 
the firm for about six months but 
the forma! opening was delayed 
pending the installation of new 
equipment and facilities. 


Kyanize Paints Elects 
New Top Officials 


At the annual stockholders 
meeting of Kyanize Paints, Inc., 
Renshaw Smith, Jr., was elected 
president, Harry A. Hall, Jr., vice- 
president and treasurer and Alfred 
E. Howell, clerk and secretary. 


H. A. Hall, Jr. H. A. Hall, II 


Harry A. Hall, Jr., who recently 
acquired financial control of the 
company, said the slight shift in 
stock ownership which recently 


took place will in no way affect the 
policies or structure of the com- 
pany. He emphasized that the 
change does guarantee that the 
company will be guided by those 
actively engaged in its manage- 
ment. 

Renshaw Smith, Jr., the new 
president, said, “We all have the 
same viewpoint in relation to defi- 
nite expansion plans and now man- 
agement decisions can be made 
quickly by those closest to the 
active problems of the business.” 

Newly elected to the board of 
directors were Harry A. Hall, III, 
for the last two years purchasing 
agent for Kyanize, and Carleton 
Spencer, Boston attorney. 


Young Door Co. Name Change 


Young Door Co. is the new name 
of the Young Wood Products Co., 
Novi, Mich., according to Robert 
Young, president. The change 
became legal on January 1, 1955, 
although some Young customers 
have been using the new name for 
some time. 

“No changes in 
policy have been made,” Young 
says. “We intend to continue to 
manufacture flush doors exclu- 
sively. Some expansion of plant 
facilities is planned during the 
coming year to take care of in- 
creasing business volume.” 

(continued on page 100) 
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is of wood or of hardboard siding. 


Made of 28 gauge zinc coated steel, Kees 


the siding. Metal 


part, and moisture conditions 





Write P.O. Box 553 for Free Catalog 


“Since 1874"' 


Db. KEES 


HEATHICEH 
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MEG. CO. 


NEBRASKA 


Sell Wood Windows Faster 


@ Easily and quickly adjust automatically to any contour variations, 
any type wood behavior for easy operation under all climatic 

@ Air infiltration is reduced to a minimum. 

@ L.C.H. metal jambs work well with any type balance. 

@ L.C.H. metal jambs give you a moderately priced window that 


meets the wood window industry's rigid infiltration specifications 
Fast, on-the-job installation saves labor costs, increases profits 


Lumber Dealers! Ask your jobber for information on L.C.H. 
Metal Jambs—or write .. . 


WITH 





They’re automatic adjusting 





The N.S.W. Company 


12930 AUBURN a 


DETROIT 23, MICHIGAN 
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me 


ide aluminum sliding windows 


They're your best buy by far! Arislide Aluminum 
Sliding Windows are precision-manufactured in nine 
popular sizes. Special sizes to your order. 

Natural aluminum finish, anodized if specified. 


@ Reduced installation cost: nail-in anchor fin eliminates 
surrounds or frames. 

@ Nylon bottom rollers for smooth, quiet operation. 

@ Complete mohair weather stripping. 

@ Sliding unit easily removed from inside. 

@ May be purchased knocked-down or fully assembled, 


Write for catalogues! 
Quality-bullt by 1. K. Juvet, Mgr. Arislide Windows & Doors Division, 
the makers of Michel & Pfeffer Iron Works, Inc 
Shaw Road, South San Francisco, California. 
Arislide nd Arislide Aluminum Sliding Windows Catalogue and 


fe Steel Sliding Doors Catalogue 
Steel Sliding Doors 


Dept. AL 


MICHEL & PFEFFER IRON WORKS, INC. + 212 SHAW ROAD SOUTH SAN FRANCISCO, CALIFORNIA 
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BIRD & SON, INC., new $2.5 million roofing plant in Charleston, S. C., 


put into operation last month 


Bird & Son Now Operate 
Largest Roofing Maker 


The world’s largest roofing man- 
ufacturing machine was put into 
operation at Charleston, 8. C., 
January 28, by Bird & Son, Inc. 

The $2.5 million plant, covering 
60 acres, will produce a full line 
of asphalt shingles, siding, roll 
roofings, vapor barriers, insulat- 
ing materials, plastic cements, 
roof coatings and products for 
built-up roofing. The record-break- 
ing machine 550 feet long is 
considered to be the most modern 
in existence. 

The Charleston plant is a com- 
plete unit having its own account- 
ing and sales department. The 
plant was built to provide dealers 
in the Carolinas, Florida, Virginia, 
Tennessee, part of West Virginia 
and southeastern Kentucky with 
next-day delivery service. 

Bird & Son, Inc., was founded 
in 1795 at Needham, Mass., by 
George Bird, and following a fire 
moved to East Walpole, Mass. 
Starting as a paper mill, the firm 


ONLY THE BEGINNING of the long- 
est roofing machine in the world. From 
the felt accumulator in the foreground 
to the cutting and notching machine, 
far down on the right, is a distance 
of 550 feet. 


100 


which was 


now becomes one of the largest 
manufacturers of roofing, floor 
covering and many allied prod- 
ucts. At present, the company 
operates 16 plants in 9 states and 
employs 3,000 people. 


Colored Cement Invades 
Do-It-Yourself Market 


A packaged cement color 
Amdyco enabling the home 
hobbyist to bring a range of seven 
colors into exterior and interior 
household applications is opening 
a new facet of the do-it-yourself 
market. 

Impact of this new product on 
do-it-yourself business will be in 
two directions, says Virgil D. 
Dardi, chairman, United Dye & 
Chemical Corp., New York City. 
First: availability of packaged 
cement color for the home crafts- 
man is expected to enhance the 
position of cement in this mush- 
rooming field; Second: this devel- 
opment will enable the home 
hobby to work indoors with colored 
cement during winter months. 

Amdyco has patented a flexible 


Pre-Formed Steel Bridging 


An improved type of steel bridg- 
ing, pre-formed to fit all standard 
joist arrangements, has been in- 
troduced by Associated Fabrica- 
tors, Inc., Kittanning, Penna. 

Called the X-trong Steel Bridg- 
ing, the new product is made of 
18-gauge steel coated with zinc to 
resist corrosion. The bridging 
eliminates all cutting and fitting 
in installing joist supports. 

Installation consists of position- 
ing the bridging over the top of the 
joists with one hammer blow. Bot- 
tom ends of the bridging are auto- 
matically in position under the two 
adjoining joists. After flooring is 
installed and all weight is on the 
building, bottom ends of the bridg- 


February 


Speeds Joist Bracing 


21 


system of forms which allows col- 
ored cement tile to be poured in a 
variety of designs. This will enable 
home craftsmen to use cement dur- 
ing the winter months when cement 
sales are usually dormant. 


Oster Revamps Former 
Cummins Power Tool Line 


John Oster Mfg. Co., Milwaukee, 
announces it has redesigned and 
added several improvements to the 
Cummins Maxsaw 757. Long known 
in the barber and home appliance 
field, Oster recently acquired the 
Cummins power tool line. 

The improvements in the new 
Maxsaw include wider gears, in- 
stant lever-locking depth adjust- 
ment, a wide blade sighting slot, 
retractable telescoping guard with 
safety lip and a new blade clutch. 


One of Maxsaw’s keenest selling 
points is its cutting ability—1%’ 
at 45 deg. and 24%” at 90 deg. The 
manufacturer says the Maxsaw 757 
will do the whole job for the pro- 
fessional craftsman working in 
standard construction which nor- 
mally uses 2” dressed lumber. 

New dealerships are being devel- 
oped and Oster’s national selling 
program will emphasize the tool’s 
safety factors. 


“a > 


ing are simply bent upward around 
the joists, fastened to joist bottoms 
with one nail and to sides of the 
joist with sharp pre-formed points 
in the end of the bridging. 

This bridging comes packed 50 
pieces to a carton. Each carton 
weighs 25 pounds. 
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Another Cre* r wind 
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- = with real selling 


FREE! 
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” Profit FULLEST From 


CRESLINE 
pisplay-Dispense’ 


holds 3 full 
600-ft. 
coils of 
best-selling 
sizes 


les ++ 

makes %¢ 
makes — 
icker . 
qu sight, lasts © life 
, lightw measure, cut, 
on! Write 


easier 


man 
e operati 
etails now! 


SOLID SALES SUPPORT! 


FLEXIBLE PLASTIC PIPE 


CRESLINE is guaranteed to be RIGHT. . . in writ- 
ing... including manufacture of ONLY VIRGIN 
MATERIALS! And only CRESLINE gives 24 hour 
service on every order, backs your own selling 
effort with the kind of sales helps shown herel 
Get a man-size share of the big-money plastic 
pipe market — sell measured and marked 
CRESLINE PIPE! 


Made to Specifications of the Thermosplastic Pipe 
Division of the Society of the Plastics Industry 


WRITE FOR FREE LITERATURE AND 
NAME OF NEAREST REPRESENTATIVE 


CRESCENT PLASTICS, INC. 


Dept. L-5, 955 Diamond Ave., Evansville, Ind. 


today’s most popular DO-IT-YOURSELF 
wrought iron railing 


THE 


ORIGINAL 
COMPLETELY 
ADJUSTABLE 

WROUGHT IRON 
RAILING 


Here’s Why You and Your Customers Will Like Versa- 


@ Versa Railings and Columns cost % to ¥% less. 


@ Only 3 basic parts needed for a step or platform 
installation. Thus, no complicated or expensive 
inventories. 


Versa is completely adjustable. Hence, NO misfits. 


@ Versa offers IMMEDIATE delivery on a CUSTOM 
installation. 


VERSA PRODUCTS COMPANY 


LOD! 1, OHIO 
@ Versa is easy to install. 


Gentlemen Please send details and price list on the 
PACKAGED do-it-yourself VERSA Railing 


Nome 


FREE MERCHANDISING KIT AND COUNTER DISPLAY 


‘creates’ sales and lets homeowner plan and erect 
his installation without assistance by you or your 
sales personnel. 


Address 


State 
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General Woodcraft Adds 
Two Plants in Expansion 


An expansion program that add- 
ed two plants to its organization, 
one in Miami, Fla., and the other 
in Randolph, Wis., was recently 
completed by General Woodcraft, 
Inc., North Bergen, N. J. 

The new plants not only give 
the company greatly increased 
production facilities, but, also, a 
wider system of distribution. Ac- 
cording to Anthony Mainieri, pres- 
ident, Woodco is the only coneern 
of its kind in the United States 
that fabricates all components of 
its windows. 

Through the addition of the 
Woodeo Corp., which specializes 
in hardware for wood awning win- 
dows, General Woodcraft has ob- 
tained a steady supply of uni- 
formerly made hardware. 


Andersen Offers Dealers 
Handy, Indexed Selling Kit 


A new selling kit of advertising 
and sales aid has been furnished 
to 13,000 lumber and millwork 
dealers by the Andersen Corp., 
Bayport, Minn., manufacturer of 
complete wood window units. 

The kit, designed to assist the 
dealer in preparing a complete 
local promotional program for An 
dersen window units, contains a 
revised newspaper ad service that 
supplies free mats to dealers and 
direct mail material. One self- 
mailing unit is a how-to-do-it fold- 
er on porch enclosures. 

From the Andersen selling kit a 
dealer can select promotional helps 
for any combination of direct mail, 
newspaper, radio, TV or point-of- 
sale advertising. 

Andersen dealers may obtain 
the kit by writing the advertising 
department of the Andersen Corp., 
Bayport, Minn. 


Rolling Machine eo Up 
ng 


Awning Stock Form 


A new machine, designed to re- 
place costly press brake forming 
of awning stock, was unveiled last 
month at the Lite-Vent, Inc., plant 
in Detroit. 

Built at a cost of $75,000 the 
new precision rolling machine 
forms stepped awning stock from 
pre-painted flat coil aluminum 
stock. The coil stock passes 
through eight forming rollers 
which progressively shape the flat 
stock until the desired step effect 
is produced. 

The vice-president, Leo Sklar, 
says, that to his knowledge, this 
is the only roll-forming machine 
with step-down die now in use by 
any aluminum awning materials 
supplier. 
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DROP-LEAF TABLE CART is one of 
the six articles of high-style furniture 
recently designed specifically for the 
do-it-yourself market. 


Stylish Furniture Plans 
Aimed at Home Hobbyist 


Six leading high-style furniture 
designers have for the first time 
made their creative talents avail- 
able to the nation’s home crafts- 
men under the sponsorship of the 


Wedding Cake Heralds 
New Matico Vinyl Tile 


The combination of pattern and 
texture—vinyl Aristoflex floor tile 
with its Confetti patterns—was 
announced by a wedding cake. 

Inside the hollow wedding cake, 
nestled in a bed of confetti, was 
the new Confetti pattern Aristo- 
flex, a product of the Mastic Tile 
Corporation of America, New- 
burgh, N. Y. 

Confetti Pattern Aristoflex is 
available at the same price, terms 
and conditions of sale as the regu- 
lar Aristoflex vinyl plastic tile. 
Matico is prepared to make ship- 
ment of the new pattern immedi- 
ately, says Carl Resnikoff, vice- 
president for sales. 


United States Plywood Corp. 

The six designers have each 
created an article of useful stylish 
furniture specifically for the do-it- 
yourself market. Plans and easily 
followed instructions for building 
each piece will be sold for 25¢ by 
retail lumber dealers. 

Each plan includes a diagram 
showing how to cut the various 
pieces of the specific article from 
stock sizes of plywood with a 
minimum of waste, a color photo- 
graph of the completed article, 
materials list, step-by-step instruc- 
tions and a thumb-nail biography 
of the designer. 


Fry, Holbrook Form New Firm 


Dan M. Fry, formerly of Dan M. 
Fry Co., manufacturers’ represent- 
atives and George C. Holbrook, 
Jr., formerly with John H. Graham 
and Co., Inc., have formed the Fry- 
Holbrook & Co. 

The firm will represent manu- 
facturers of hardware, building 
materials and housewares for the 
southeastern states. Main offices 
will be in Atlanta, Ga. 





ROLL FORMING MACHINE turns out a continuous strip of stepped awning 
stock at the Lite-Vent plant in Detroit. The firm’s top officials, Leo Sklar, left, 
vice-president, and Samuel Ellman, president, inspect the new machine. 
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“ ' Easier handling 
Supersharp Blades Cut Waste Motion 


| 
| 


Finest carbon steel blades are instantly 
replaceable. Push in new blade — old 
one slides out easily. Stock genuine 
Red Devil Blades for replacement. 


#CS-1 & 
carbide 
tipped 


A ane of 
IRVINGTON I}, 


NEW JERSEY, U.S.A 
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We've actually tested and com- 
pared “Spartan” PART FOR 
PART in a licensed Testing 
Laboratory!! It's a GREAT Door 
Closer! All the EXPENSIVE FEA- 
TURES are in—but the PRICE! 

e UNIVERSAL HAND 

e COMPACT DESIGN 

. PRECISION SU 














Attractwe & 
Price & an 


Sacrifice 


Write today for com- 
plete details, inciud- 
ing pee. 


S. PARKER HARDWARE MFG. CORP. 


23-27 Ludlow $t 





* New York 2,N.Y. * Phone WAlker 5 


Quality Hardware Since 1900 





EXTRA 5% DISCOUNT 
ON BESSLER [Arner 


STAIRWAYS 
now offers you 


Extra 
Profit! 


Limited Time Only! 


Bessier now offers you an 
EXTRA 5% on your regular 
trade discounts, to encour- 
age you to stock, demon- | 
strate and sell this famous | 
disappearing stairway! Lim- 
ited time offer only, so 
send your order for one or 
more units right now! 


Millions of Bessler units | 
now in use. Millions of 
homes, outbuildings, of- 
fices, commercial establish- 
ments need this efficient 
stairway. There's a big 
market for you in your 
community! Popular prices! 


FREE CATALOG 
AND WALL CHART! 


Seven Bessler models, to 
meet every need, pictured 
and described in these ef 
fective selling tools. Write 
or wire today! 


Don't delay! Send your 
order immediately! Get a demonstrator 
model on your floor and start selling 
Bessler Disappearing Stairways under 
this special limited 5% extra discount 
offer now! 


BESSLER DISAPPEARING STAIRWAY CO. 


1900-B East Market Street, Akron 5, Ohio 
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NO OTHER ROLLER 


PAINTS 
ROUGH 
SURFACES | 


like the 


(wt) 3) | ‘p 
"Bulldo Ze r” 


The ARSCO “Bulldozer” 
reaches into deep crevices of 





JOB PROVEN 


cuts costs up to 40% 


extra-rough textured surfaces 
and covers with amazing 
smoothness. 7” or 9" wide. 


mm MAIL THIS SPECIAL ORDER FORM TODAY am im 


g’** SCO AMERICAN, Inc., 3308 Edson Ave., New York 69, N. Y a 


SHIP PREPAID 
BH _ with this coupon Bulldozers LIST EACH YOUR COST ea. 


s B #78C 4.69 278i 
5 “yee «CEC | eee 


# 
nana SS 
i 2.15 
2.21 a 
e 
* 











¥ a5 ” m= $7BR 
_ 9° — #98R 
g i —— 


Name 


3.59 
3.69 

















Address 72 


Bi city F —-imseentiiint AAU MII a ieselinidetaiaiana * 
BB My Jobber is ation 
| ® 
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s...among the dealers...among 


TOP OFFICERS of the Ohlo Association of Retail Lumber Dealers for 1955 are 


left to right, Warren E 
McGuire, Cuyahoga Lumber Co., 
Scott Lumber Co., Bridgeport 


Carter, Carter-Jones Lumber Co., 
Cleveland, first vice-president; and R. L 
second vice-president 


Akron, president; F. T 
Kinney 


Ohio Dealers Hold 74th Annual Meeting in Cleveland 


Approximately 4,000 lumbermen 
took part in the three-day 74th an- 
nual convention of the Ohio As- 
sociation of Retail Lumber Dealers 
late last month at the Cleveland 
Publie Auditorium. 

The dealers heard special ad- 
dresses by top salesmen on how to 
control the sale and a special panel 
discussion reporting on the prog 
ress of Lu-Re-Co pre-assembled 
homes. The panel reported there is 
a rapidly growing demand for 
greater living area and more flexi 
bility in planning. 

It was officially announced at the 
meeting that the second National 


Northwestern Uses Skits to 


OSCAR AWARD for the best store In 
terior in the new yard and display 
contest was won by W. R. Shaw Lum 
ber Co., South St. Paul. Here, George 
8. Withy, president of the firm, accepts 
the award from Ear! Hadland, Chicago 
who represented the Building Mate 
rials Exhibitors. Second place went to 
H. M. Iltis Lumber Co., Des Moines, 
and third to Steiner Lumber Co., Sauk 
Center, Minn 
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Lumber Exposition will be held in 
the Cleveland Public Auditorium, 
October 11-17. Home improvements 
and modernization will be the 
theme for the show which expects 
to feature 250 exhibits. An attend- 
ance of from 150,000 to 200,000 is 
anticipated. 

Warren E. Carter, Akron, was 
elected president of OARLDA to 
replace Ralph Lutz, Lexington, 
Ohio. Other officers elected include 
F, T. McGuire, Cleveland, first vice- 
president, and R. L. Kinney, 
Bridgeport, executive vice-presi- 
dent. Allen H. Brain, Springfield, 
Mhio, was elected treasurer. 


Show How to Sell 


Instead of speeches, the 4,171 
registrants at the 64th annual 
Northwestern Lumbermen’s Asso- 
ciation convention last month saw 
a dramatized merchandising and 
management clinic conducted by 
experts in various fields. 


The skits were presented on a 
stage divided into two parts. One 
section was a replica of the déut- 
moded yard office; the other a mod- 
ern office of a progressive lumber 
dealer. In these settings, the ex- 
perts demonstrated the right and 
wrong ways to conduct a lumber 
business. 


Select Pine Tree Princess 


As part of the association’s new 
program to build consumer confi- 
dence, a Pine Tree Princess, blonde 
Marilyn Johnson of Minneapolis, 
was selected from a field of 10 


lebruary 


Ai 


finalists to represent NLA through- 
out the year. 

This promotion is part of a pro- 
gram to glamorize the lumber bus- 
iness and make the consumer more 
aware to the services a lumber 
dealer can offer in building and 
home remodeling. 

Winners of the new yard and 
display contest were announced at 
the meeting. Among the more than 
100 entries, first place in the ex 
terior division went to Heimbach 
Lumber Co., Duluth; first place in 
interiors went to W. R. Shaw Lum- 
ber Co., South St. Paul. 


ADVERTISING SKIT was conducted 
by Gordon Lawler, managing editor, 
American Lumberman. The enlarged 
newspaper ad was built block by block 
to demonstrate good advertising prac 
tices. Magnets hold the sections of 
the ad in place 


Officers Elected 


Walter E. Will of the Will 
Co., Stanley, N. D., 
dent for 1955. 

Other officers, 

elected to three- 
year terms, are 
Ben Timmerman 
of Timmerman 
Lumber Co., Hib- 
bing, vice - presi- 
dent for Minneso- 
ta; Ran Engel- 
beck of Queal 
Lumber Co., Des 
Moines, vice-pres- w. E. Will 
ident for lowa; 
Jake Smith of Smith Lumber Co., Val 
ley City, vice-president for North Da- 
kota; R. F. Kelly of C. H. Entsminger 
Lumber Co., Chamberlain, vice-presi- 
dent for South Dakota, and Bruce 
Hooper of C. H. Carpenter Lumber Co., 
Minneapolis, treasurer. 

Elected directors at large for 1955 
were D. B. Taylor of J. F. Taylor, Inc., 
Marshall, Minn., retiring NLA presi 
dent, and Cole Berry of Green Bay 
Lumber Co., Des Moines. 

The other 10 directors elected for 
1955—George Westover of Merrill- 
Schaaf Lumber Co., Pierre, 8. D.; Neil 
Woodworth of Morrison County Lum- 
ber Co., Little Falls, Minn., and Joseph 

(continued on page 106) 
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The revolutionary SYNCHRO-SEAL operating mech- 
anism insures a balanced distribution of pressure at all 
closure points. 

Key feature of the heavy duty WINTER SEAL 
Jalousie is the power-rive , bridge-type actuator bar. 
Hardware is specially designed to effect complete closure 
and full opening. Heavy extruded aluminum frames are 
further insurance of long life and smooth operation 
Tubular Vinyl plastic weatherstripping at the header, 
the sill and both sides of the frame sections (inside and 
out), provides a refrigerator-type seal. Winter Seal 
Jalousies are engineered for fast, easy installation. Head- 
ers and sills are designed for simple, straight cutoff. 
Winter Seal storm panels and screens are available for 
all Jalousie sizes. 

Winter Seal is the only Extruder-Manufacturer offering 
either assembled or KD Jalousie windows and doors. 





Only Winter Seal 
has exclusive “Nest-tite”’ 
construction 





NOTE: Winter Seal products 
are designed for KD shipment 
and easy local assembly. Write 
for information on how this 
saves time for Jobbers, Deal- 
ers and Builders. Franchise 
distributorships available. 


EXTRUDERS— MANUFACTURERS 


—Aluminum combination storms and 
screens for all window types —Conven- 
tional and Round Top Combination Doors 
—Separate Screen and Storm panels — 
Prime Slide-Tite Gliding Windows— 
Jalousie Windows and Doors. 


WINTER SEAL CORPORATION « MEYERS ROAD «+ DETROIT 27, MICH 
WINTER SEAL OF CANADA, TORONTO 15, ONT 
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Northeastern Convention hears... 


Building Boom 


Rosy predictions for a continu- 
ance of the building boom through 
1959 were heard by the 5,000 deal- 
ers attending the Northeastern 
Retail Lumbermen’s 61st conven- 
tion in New York in late-January. 

Speaking at a key-note session, 
Roy Wenzlick, a St. Louis econ- 
omist and a 20-year veteran speak- 
er at Northeastern conventions, 
predicted that: 

1. 1955 will be a splendid year 
for lumber dealers. 

2. the Housing Act of 1954, 
which he deplored as “loose credit 
policy, a subsidy,” and “borrowing 
from the future,” will help sustain 
the boom in the immediate future. 

8. demolition of homes caused 
by slum clearance and construction 
of superhighways will create a 
replacement demand for homes 
which will bolster building 
through 1959. 


4. a slow-down in the boom, if it 
comes, will be corrected in the 
1960’s when the bumper crop of 
World War II babies reaches mar 
riageable, home-forming age. 


Develop Prefab Answer 


Stating that sales of prefabri- 
cated houses will increase faster 
in the future than they have in the 
past, Wenzlick suggested dealers 
adopt an “out-do ’em” attitude. 
“The dealer must develop his own 
answer to the prefab rather than 
try to advertise against a trend 
which is inevitable,” said Wenz- 
lick. 

Clem D. Johnston, president of 
the United States Chamber of Com- 
merce, had some bouquets for the 
free enterprise system and some 
barbs for monopolistic unions and 
confiscatory taxation. He said: 

“Today, there is an enormous 


May Continue 


ARTHUR CLIFFORD 


president 


Northeastern 


concentration of power in the na- 
tion’s labor organizations. In some 
areas, unions have added to the 
cost of new homes by forbidding 
use of such labor-saving products 
as ready-mixed concrete, plastic 
pipe, paint spray-guns and pre- 
glazed window sash and doors. 
Their argument that these prod- 
ucts put men out of work ignores 
the fact that other men also are de- 
prived of jobs when their products 
cannot be sold.” 


Lists Dealer Objectives 

Paul S. Collier, executive vice- 
president of the Northeastern, 
listed these objectives for dealers 
who seek maximum sales at a rea- 
sonable return for effort expended: 

Avoid reckless credit; partici- 
pate in and use cost of doing busi- 
ness surveys; keep inventories in 
balance; base selling prices on 


Creating a Buying Mood Keynotes Kentucky Meeting 


“A climate for selling’ was the 
theme of Dr. Frank Goodwin’s dis- 
cussion before the 50th annual 
Kentucky Retail Lumber Dealers 
Association meeting at Louisville 
last month. 

Goodwin, professor of market- 
ing, University of Florida, asserted 
that if a sale isn’t made in the first 
10 seconds of an interview it prob- 
ably won't be made at all. 

“An _ intelligence quotient is 
more or less stable,” Goodwin said, 
“but a personality quotient can be 
created.” To create the proper 
climate for selling, have enthusi- 
asm, friendliness and cheerful- 
ness, he advised the dealers. 

R. C. Kuhlman, Cincinnati, ex- 
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ecutive secretary, Lumber and 
Millwork Association, said, “the 
retailers of this country are on the 
firing line of free enterprise, help 
ing this country as a democracy.” 

He said the retailer is entitled 
to his legitimate profit because he 
renders a service to his community 
and contributes to its economy. 
Kuhlman advised the dealers to 
keep close with the contractors and 
give them service whenever pos- 
sible. 

At the closing session of the 
meeting, W. C. Hale, Hickman, 
Ky., was elected president of the 
association. He succeeds H. L. 
Shannon. Don Campbell will con- 
tinue as executive vice-president. 


February 


21, 


through 1959 


known costs of operation; increase 
product knowledge; sales-train 
personnel; sell customers the way 
they want to be sold—on product 
use, quality, benefits and time pay- 
ments; constantly study your busi- 
ness for improvements. 

Retiring Northeastern president 
Deyo W. Johnson, urged dealers to 
promote the fact that the building 
materials dealer is “the direct, eco- 
nomically sound, most efficient, 
cheapest medium of distributing 
building materials. No other sys- 
tem has ever been devised or is in 
sight that will do this very impor- 
tant job so well,” he said. 

Officers elected for 1955 for the 
NRLA were: president, Arthur 
Clifford, A. W. Burritt Co., Bridge- 
port, Conn.; Vice-presidents in or- 
der—Jay Le Fevre, A. P. Le Fevre 
& Son, New Paltz, N. Y.; Joseph E. 
Hollingworth, Pratt & Forrest 
Co., Lowell, Mass.; Duncan §. 
Briggs, Briggs Lumber Co., Inc., 
Oneonta, N. Y.; and Edward E. 
Fox, N. T. Fox Co., Inc., Port- 
land, Me. 

Oliver J. Veling, Dohn, Fischer 
and Co., Inc., Buffalo, N. Y., was 
elected treasurer and Paul 8. Col- 
lier was retained as executive-sec- 
retary. 


New England Lumbermen Meet 


The New England Lumbermen’s 
Association last month elected 
officers for the coming year. War- 
ren H. Chaffee, Oxford, Mass., was 
elected president; Arthur A. Da- 
vis, Claremont, N. H., vice-presi- 
dent. 

Elected for a three-year term as 
directors were: J. I. Simpson, 
Westfield, Mass.; O. S. Olson, Con- 
cord, N. H.; H. S. Mountain, Ber- 
lin, N. H.; H. C. Baldo, Lincoln, 
N. H., and Benjamin Davis, Port- 
land, Me. 





NORTHWESTERN 
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P. Chapman of C. W. Chapman Lum- 
ber Co., Waterloo, Iowa. 

For 1955-56— Harry McNeill of 
Northern Lumber & Fuel Co., Minne- 
apolis; Paul Mathew of Mathew Lum- 
ber Co., Oskaloosa, Iowa; Ralph Me- 
Nerney of H. W. Ross Lumber Co., 
Sioux Falls, 8. D.; E. T. Lindeberg of 
Spalding-Avery Lumber Co., Sioux 
City, Ia.; Robert Horton of Standard 
Lumber Co., Winona, Minn., and Hugh 
Robertson of Robertson Lumber Co., 
Grand Forks, N. D. 

For 1955-56-57—C. J. Spahn of 
Spahn & Rose Lumber Co., Dubuque, 


owa. ; 
W. H. (Bill) Badeaux of Minneapolis 
continues as NLA secretary. 
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GARAGE 


DOOR SETS 


with 
5 Winning Features! 


@ OFFSET TRACK! 
GRADUATED HINGES! 
ELECTRO-GALVANIZED FINISH! 
ALL STANDARD SINGLE & 2-CAR 
SIZES! 
@ AMAZING LOW PRICE! 
“WEDGE-RITE” offers you superior 
quality, premium features and sensa- 
tionally low prices. 
There's a “WEDGE-RITE” set for every 
need: single car sizes from 8'x6'6" to 
9x7’; 2-car sizes from 14’x7’ to 16’x7’; 
and commercial sizes from 9x?’ to 
20'x12’ .. . for doors 1%” or 1%” thick. 





DOOR SECTIONS! Truck load or carload 
lots in stock sizes. Kiln-dried, Douglas 
fir, dowel construction. Lowest prices! 


“DOR-SET.... 


1641-N Olden Av 


WRITE FOR 
FULL INFORMATION 
AND PRICES! 


e]ty Vane J 
or PRICE? 


You Get What 
You Pay For! 


No. 710W-—Bigboy Deluxe 


4 Rules 
In One 


You give your customers the convenience of left to right 


and right to left reading as well as two side to the blade 
printing, when you recommend the Master Bigboy 710W. 
Add to this, new double, self compensating tips, positive 
lever lock and universal replacement blade and you have 
the most convenient-to-use steel tape ever designed. You'll 
do your customers a favor, if you recommend the BIG- 
BOY 710W. 


Retails for $3.25 


POET A TER evn, 
CT inet 


BUILDING PropucTs MERCHANDISER 





CONVEY IT... 


> 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors, 
Get complete information — write for Bulletin 
No. AL-25. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 


Sales and Service in 


2 Principal Cities 


GRAVITY & POWER 
CONVEYORS 

















Complete Line of Trellises 
Pergolas, Arches, Planters 
NOW IN CARTONS 


VANDY-CRAPT gives you the 
most complete line of wood gar- 
den accessories on the market. 
More than 100 items to choose 


from. Packed in cartons. 


Choose from 11 different styles of 
barbecue sets, plus the most complete 
line of Redwood furniture for indoor 
or outdoor use. All furniture is 
2-inch Certified Kiln Dried California 
Redwood. All shipments FOB Mich- 


igan, Minnesota, Wisconsin. 


Write for catalog 
and price lists. 


VANDY-CRAFT 


Merchandise Mart. 
Chicago 54, lil. 
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THE LUMBER MARKET 


Southern Pine Prices 
Firming at Baltimore 


BALTIMORE—Southern pine in 
this area appears to be levelling 
off somewhat, at least pricewise, 
after enjoying a several month 
rise. Dealers report prices to be 
firming up considerably, and de- 
mand for this type of lumber con- 
tinues quite high. Several yard 
operators attribute this demand to 
an increase in production by indus- 
tries and shipyards. The 6 x 8 
long leaf pine delivered in Balti- 
more is being bought for around 
$118 per M; 6 x 10, S48, runs about 
$128. Merchantable lumber of the 
same type is bringing $145 for 6 
x 108; and around $170 for 6 x 12s. 

The fir market has also seen only 
negligible changes in the past 30 
days; but many yard operators are 
nevertheless convinced that this 
lumber is headed for an upward 
swing before very long. At the 
present, the supply of this lumber 
slightly exceeds the demand. 

Comparative Prices 

A few comparative prices are as 
follows: Green Douglas Fir, S4S, 
and better with up to 33% No. 2 
is being bought at around $105.25 
for 2 x 6s; 2x 8s are $104.25. Dry 
Western White Spruce, S48, #3 
Common, 1 x 6 is being delivered 
in Baltimore for about $95; 1x 8 
$99; and 1 x 10—$96. All of the 
above prices are on cargo ship- 
ments, and do not include the $3 
per M unloading and handling 
charge. 

Oak flooring is in more demand 
than it was 30 days ago. Although 
it has shown no increase pricewise, 
dealers report a decided increase 
in orders for this type lumber. 
Clear, plain, white oak flooring is 
being purchased in this area for 
$198 per M; while red Oak in the 
same category is bringing from 
$205 to $208. 

Plywood Demand Up 

Plywood is in increasing demand 
in this area, and several yard own- 
ers report that any and all ship- 
ments of this product are being 
purchased almost immediately fol- 
lowing arrival at their yards. 

The Baltimore metropolitan dis- 
trict reached a new high in build- 
ing construction during 1954. In 
home building and _ residential 
apartments alone, the total reached 
$144,123,774. This figure repre- 
sents a total of 15,284 dwelling 
units, only slightly under the all 
time high here of 15,849 units of 
this type. 

Total valuation of all building 
permits in 1954 in the Baltimore 
metropolitan district reached 
$219,984,214, some $9,000,000 over 
the previous record of $210,311,545 
set in 1953. 
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Production Is Steady 


In Tacoma Area 

TACOMA — Continuation of the 
unusually mild weather that has 
prevailed so far this winter is en- 
abling woods and mill operators 
throughout this area to maintain 
the steady production schedules 
that have prevailed since termina- 
tion of last summer’s industry wide 
work stoppage. 

There has been no apparent de- 
crease in demand and both order 
files and inquiries apparently are 
as heavy as they have been for the 
last several months. Prices like- 
wise are good and the general out- 
look is most encouraging. 

The Aberdeen Plywood Corp. 
was high bidder on 21,000,000 
board feet of state owned timber 
in Cowlitz county this week. The 
Douglas fir went for $67 a thousand 
and the company will pay an esti- 
mated $1,180,491 for the entire lot. 
The state had placed a minimum 
price of $636,429 on the timber. 


Lumber Nationally 

Lumber shipments of 514 mills 
reporting to the National Lumber 
Trade Barometer were 4.9% below 
production for the week ending 
January 29. In the same week new 
orders of these mills were 2% 
above production. Unfilled orders 
of the reporting mills amounted to 
44% of stocks. 

For the reporting softwood mills 
unfilled orders were equivalent to 
26 days’ production at the current 
rate, and gross stocks were equiva- 
lent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.6% below production; new or- 
ders were 7.1% above production. 


Western Pine 

For the week ending January 29, 
114 mills reporting, production 
amounted to 70,410 compared to 
56,282 for the corresponding week 
last year. Shipments were 72,579 
this week compared to 65,240 for 
the same week last year. Orders 
amounted to 81,693 compared to 
71,628 last year. Unfilled orders 
were 277,850 this week compared 
to 204,989 last year. Gross stocks 
were 822,614 this week compared 
to 942,624 for the same week last 
year. 


Southern Pine 

For the week ending January 29, 
126 mills reporting from the south- 
ern pine area, total pine stocks on 
hand amounted to 203,599,000 
board feet. Unfilled orders on hand 
amounted to 45,322,000, and unsold 
pine stocks on hand amounted to 
158,277,000. Shipments amounted 
to 18,934,000 and actual production 
was 18,806,000 feet. 
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Market Now Steady, 
Weather to Decide 


SEATTLE — The market is 
steady and firm but more bad 
weather in the east and midwest or 
snow at this end could cause prices 
to change quickly. Up to early Feb- 
ruary, the Puget Sound area has 
enjoyed remarkably good produc- 
tion conditions with virtually no 
snow and a minimum of heavy 
rains and winds. Log input has 
been good as a result. 

Mills have good order files and 
point to the high price of logs and 
the recent wage boost as two good 
reasons for firm prices. Line yards 
bought heavily in December but 
cold in the east has slowed busi- 
ness. Wholesalers have a hard 
time getting their money out of 
Transits. Yard and mill stocks 
are low. 

Demand for fir is good. Studs 
continue in strong call but prices 
for 2x4x8 with 10%-15% No. 3 
vary from 67 to 70 to 65 to 68 and 
some say have dropped 5-6 in the 
past two-three weeks. Hemlock de- 
mand is close to fir. The shingle 
industry seems headed out of labor 
trouble and prices are unchanged. 
Western red cedar siding prices 
are strong due partly to scarcity 
of good lumber logs. Some aver 
siding is so high it faces competi- 
tion from inferior woods, particu- 
larly hemlock. Pines are stronger. 


Snowstorms Stall 
Southwest Mills 


KANSAS CITY, Mo.—The entire 
Southwest was in the grip of heavy 
snow storms and severe cold 
weather and this appeared to dom- 
inate the lumber market early in 
February. Production was at a 
low ebb as many mills were re- 
stricted. Shipments slowed to a 
walk and orders could not be filled 
promptly. Mills advanced prices, 
although sparingly, on a number 
of key items. Yet, retailers, with 
relatively light inventory, were 
not buying ahead. 

Joining the strength of yellow 
pine was the hardwood group, 
where firmness reflected substan- 
tial inquiries from the furniture 
manufacturers. Reports that Great 
Britain would buy hardwoods also 
propped the market. 

Mills that were selling No. 2, 
8-inch boards for around $85 went 
to $86, and those who tacked on a 
$1 or so in recent weeks went to 
$87 and $87.50 in the last week. 
The most pronounced strength was 
for kiln-dried stock on the west 
side of the Mississippi river. Mills 
reported little dried wood in stock. 
Requests for mixed cars increased 
but because of broken stocks mills 
were not in a position to fill the 
orders with any dispatch. 
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Increase Your Sales!.. 
Increase Your Profits!.. 


... with SLIDE-MASTER horizontal sliding 
glass doors and windows! 


There's faster and greater profits for you in 
Slide-Master Glass Doors and Windows! 

. . @ product of many years of engineering 
experience incorporating the latest design 
principles . . . thus insuring many years of 
trouble-free operation. Our own new engi- 
neering process provides a weather-seal 
and prevents rattles or side-play. Slide- 
Master is becoming more and more in de- 








FOLDING LEGS 


Make Tables, Platforms, Work Benches 
. . » Quickly, Easily, Inexpensively! 


A natural for the big “do-it-yourself” 
market! Perfect for easy sales to homes, 
churches, caterers, offices, factories! 
Sturdy bright-plated steel Atlas Folding 
Legs are easily screwed onto wood, 
plywood, flush doors, etc.; create extra 
sales of materials! They lock into posi- 


i \ 


Buffet and 
Game Tables 


a ’ 
zal & 
Banquet 6 

Dining Tables 


Pam SN 
y <a 


Ping Pon 
Tables . 


i 


| Sturdy brace 
supports convenient 
shelf if desired. 


tion open or closed; provide plenty of 
leg-room; make tables that support a 
ton or more! BIG INTRODUCTORY 
OFFER PUTS YOU IN BUSINESS WITH 
SELF-SELLING DISPLAY FOR ONLY 
$72.00... 


mand today! Get your share of those prof- 
its today with a guaranteed product! 


send coupon today! 


VERSATILITY IN GLAZING 


e '/,” polished plate for on the job glazing 


ATLAS LEGS IN SIZES TO 
MAKE TABLES FOR ANY USE 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 
returns $119.40, 40% profit, at list 
price of $9.95 set 





@ Patented double glazed units with 
compressible rubber sealer employing Mb. : 
. . andsome wood, 
our chemical dehydration process 3-color display sells 
Atlas Legs right off 
your wall, $15 value 
FREE with introduc- 
tory offer. 


AMAL zz 26th & Reed Sts., 


Phila. 46, Pa, 


FILL OUT AND MAIL COUPON TODAY 


All-Luminum Products 
36th & Reed Sts., Phila. 46, Pa. 











Units built to take standard Thermo- 
pane or Twindow glass sizes 


Special units for special sized Thermo - 
pane or Twindow glass 





Designed for Modern Living 


SHideyfastor 


GLASS DOOR AND WINDOW CO. 
9015 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 
CRESTVIEW 6-4495 * BRADSHAW 2-3949 


DISTRIBUTOR INQUIRIES INVITED H 


BUILDING PropucTs MERCHANDISER 


[) Rush me Introductory Offer of 12 sets of Atlas Legs, 
including FREE display 


[) Send literature and salesman. My 





distributor is 





Firm Name 


Address 


(To obtain more data on advertised products see page 





Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. It is @ compilation 
and average of mill prices at press time and should not be considered as current on the day 

magazine is received. The prices should be useful in following market trends and as « 
check on purchases made approximately ten days before receipt of the magatine. 


DOUGLAS FIR 


Vertical Grain Flooring 

B&éBtr 

Oe bse 160.00 
tat Grain Fleoring 


ix4 .. ; 90.90 
-- - 166,00 120.00 


D 
105.00 


, 110 
ix6 (Pat. @ 110.00 


BE cvces , 76.00 
BO seose ° 110.00 76.00 


Heards and «hipiap and 2” (Green) 
ix6 1x8 1x10) =6ixt2 
No. soe 72.00 68.00 74.00 
No. inaees 66.00 64.00 69.00 
No. 57.00 67.00 6200 
Neo. 1 Dimension 
12° 14’ 16’ 20’ 
76.00 76.00 . 76.00 
78.00 . 72.00 
76.00 . 74.00 
1 77.00 
2x1 76.00 73.00 
Ne, 2 Dimension 
2x 4 73.00 73.00 
2x 6 172.00 176.00 
2x 8 74.00 73.00 
2x10 72.00 174.00 
2x12 72.00 70.00 70.00 


dry lumber ) 


RED CEDAR SHINGLES # 


Royals 
No. 1 24” 4/3 
No, 2 24° 4/2 
No, 3 24” 4/2 


Perfections 


No. 1 Ly 6/24 11.76-12.00 

No 2 6/2 7.00- 7.26 

No. 3 6/2% 6.00 
XXXXX 

No. 1 16” 

No. 2 16” 

No. 3 16” 


16.00-16.26 
8.50- 9.00 
4.00- 4.25 


6/2 11.26-11.50 
5/2 6.75- 7.00 
5/ 5.00 





WESTERN RED CEDAR 


Prices tor Western Ned cedar siding 
im mixed ears, new bundling, 5S to 14 
are: 

Beveled Siding, %& Inch 
Clear Ar ‘ea 
4 inch... .100.00 95.00 50.00 
5 ineh.. 80.00 77.00 50.00 
6 inch 120.00 115.00 100.00 
8 inch 160.00 145.00 105.00 
Clear Bungalow Siding, % Inch 
8 inch 180.00 1756.00 
10 inch «+» 206.00 200.00 
12 inch 220.00 215.00 


Finish, B and Bir, $2 oF 45, 
is 4 i* or Reugh 
x 


140.00 
170.00 
165.00 


2356.00 
246.06 
. 276.04 


BaBtr. Cc D 
136.00 125.00 100.04 
136.00 126.00 100.04 
Discount on mouldings, 6 to 20’ odd 
lengths. 
jot d 
sting under 4.06—list plus 36% 
Listing 4.00 and over—liist plus 36% 


Clear Lattice, 6/1@ x 1%"—s to 18 
100 lin. ft. 1.66 


110 


WESTERN PINES 


Voenderosa Pine 
5/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 

S82 or 48 
C&Btr. KL 

Shop, 828 


ix 8RL.... 
ixI2 RL .. 


idaho White Pine 
Selects 82 or 48 
ix4 1x6 1x8 
C&Btr. RL .270.00 270.00 270,00 
D RL 230.00 230.00 230.00 
Commons, $2 or 45 
No. 1 No, 2 
.. 167.00 1456.00 
186.00 161.00 
Sugar Pine Selects 82 or 48 
“($ RW 6/4RW 6/4RW 
B&Btr. RL. .266.00 280,00 286.00 
Cc RL 260.00 276.00 280.00 
230.00 245.00 245.00 
Shop, 528 
No.2 
122.00 
162.00 122.00 





OAK FLOORING 


Clear Vim Hx2\% xl% x2 
White 190.00 160.00 172.00 
Red 193.00 167.00 172.00 


Sel Pinin 
White 14 
Red ; 16 


#1 Com, 
White 1 
Red 1 

a2 Com. 
rin. White 
& Red 106.00 75.00 85.00 


Zt Com, & 
thir, Shorts 
i%’ 125.00 90.00 90.00 


8.00 16 
2.00 162.00 


132.00 
135.00 


152.00 
162.00 


SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc 
..- 250.00 2356.00 
Wiat Grain Flooring 


Ix4 gies oes 160.00 
165.00 


ix4 Heart 


Drop Siding 


1x6 #106 ose 170.00 
1x6 #116 170.00 


Nonrds & Shipiap 
1x6 ix8 1x10 


140.00 140.00 145.00 
85.00 90.00 
70.00 78.00 


No. 1 Dimension (Dense) 
12’ 14 16’ 

102.00 102.00 1056.00 

103.00 107.00 1065.00 

103.00 103.00 101.00 

116.00 116.00 116.00 

132.00 132.00 132.00 


No. 2 Dimension (Dense) 
3x 4 94.00 94.00 97.00 
2x 6 91.00 94.00 
2x 8 94.00 92.00 
2x10 96.00 99.00 
2x12 91.00 91.00 


No. 3 R/L, Only 
2x 4 
2x 6 
2x 8 
2x10 
2x12 


All prices baced on kiln dried stock. 


No. 1 (D 


REDWOOD 


Siding 


. Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Cear All Heart 
Clear All Heart 


- 
< 


i 
Oe ee 
NWODARASWRAOM 
<<<4<<<<5 
BaoAaVOnee 


FEE 
™ 
—e 


Clear All Heart 

Note: A grade Y.G. Redwood Siding 
$5.00 lews for %. % and & In above 
sizes. 
Aunene Siding 


ixl0 V.G. Clear All Heart 

1x12 V.G. Clear All Heart 

Note: Deduct $16.00 for A Grade 
Vinish 

ix 4 Clear Heart 848 

ix 6 Clear Heart S48 

ix 8 Clear Heart 848.... 


1x12 Clear Heart 848 


WESTERN HEMLOCK 


Vertical Grain Flooring 





Cc D 
90.00 


iat Grain Flooring 


135.00 . $5.00 
. 105.00 


Drop Siding 


ix6 (Pat # ‘ 100.00 
1x6 (Pat, ° 95.00 


76.00 
75.00 


HNoards and Shiplap and 
2” «Dry) 
1x8 1x10 
No. . 76.00 75.00 
No. ; 69.00 67.00 
No. 62.00 562.00 


No. 1 Dimension 
12’ 14’ 16’ 
2x 4 78.00 78.00 78.00 
2x 6 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 
2x10 78.00 78.00 78.00 
2x12 78.00 78.00 78.00 


No. 2 Dimension 


2x 4 74.00 74.00 

2x 6 74.00 

2x 8 . 73.00 , 

2x10 74.00 : 76.00 
2x12 00 71.00 , 76.00 


Neo. 3 Dimension K/L. Only 
2x 4 ee y er .. 60.00 
ee 6 aes . os” ‘ owie oe 
2x 8 P ; ..+ 66.00 
ee ie oo e ceee 
2x12 ... 63.00 





ENGELMANN SPRUCE 


Hoards and Shipiap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 1056.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (alr dried) 


12’ 
75.00 
75.00 
77.00 
75.00 
75.00 


No. 2 Dimension 
4 70.00 70.00 


2x12 


Millis are now grading boards 
and 3 common. Mille do not grade out 
No. 3 dimension as in fir 
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Owens-Illinois Glass Block No. 365 


INSULATED 


Light with privacy meets the demand for 


Trouble Free BASEMENT and 
UTILITY WINDOWS 


Neither you nor your custom- 
er will get “stuck” when you 
sell trouble-free Donley base- 
ment and utility windows. 


These units are made of - 
inch hot rolled steel and are 
equipped with two position 
stops. The sash is designed 
for glazing with or without 
Constructed putty and features a positive 
oe locking mechanism. The utili- 
woleneten ty window, with a removable 
upper sash, is widely used in 
shops, garages, storerooms 
Here’s a sales making idea for your new con- and basements. In addition, 


struction and remodeling customers, Suggest a screens are available for 
panel of Owens-Illinois Glass Block* No, 365 in both types. 


the bathroom for light, beauty and insulation 
with privacy where it’s needed most Stock the best for yours Cus 


tomers .. . sell non-sticking 
weather-tight Donley base- 

maintenance-tree never need puttying or sie z 

painting insulate like an 8” brick wall. There ment and utility windows. 


is no frosting and condensation in winter 





Remind customers glass block panels are 





For facts about the many ways you can profit penne eae miewieetetes 
from the increasing use of glass block in home, welded fas catalog “Donley Devices” * 
school, factory, farm or commercial building added 
write: Kimble Glass Company, subsidiary of strength 
Owens-Illinois, Dept. AL-2, Toledo 1, Ohio. 


*Formerly known as INSULUX 
DONLEY PRODUCTS 


IMPROVE THE HOME 





Owens-ILLINoIs 


THE DONLEY BROTHERS COMPANY 
CESSSAS CET mee (1) rOLE DO 1, OHIO 13928 Miles Avenue, Cleveland 2, Ohio 


RuILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 128) 1] ] 





YOUR PROFIT-MAKING FORUM 


Grab These Extra Dollars 


Here’s a fat market all ready and waiting for you 
like a sitting duck, one you can easily cash in on if 
vou go after it with the right kind of advertising and 
promotions. 

During recent years, millions of ranch houses and 
other styles have been built with unfinished upstairs 
rooms, At the same time, we have been going through 
the biggest baby boom in U. 8S. history, have added 
over 3’ million new babies to our population every 
year for the last eight years! And in 1954, this figure 
soared to an all-time high of over four million new 
arrivals, 

Remember, too, that during the past five to eight 
years, millions of these families now have real sav 
ings they can draw on to complete or expand their 
homes, plus higher salaries and wages. They can 
afford bigger payments per month for more extensive 
remodeling and decorating jobs. 

The best way to land this high-profit market is to 
go after it as a specialized market. In other words, 
don’t depend on general modernization ads and pro- 
motions to do the job. 

Prepare the kind of material that is slanted directly 
and specifically to this prospect group. Newspaper 
ads, sales letters and display posters that keep ham- 
mering home the idea over and over again that “Now 
you can finish that unfinished job!” For maximum 
pulling-power, back up this theme with the three- 
point copy plan below. 


Cash in on These Angles 


First, copy should suggest some of the many pos- 
sibilities an extra finished room offers. For instance 
an attractive study or sewing room that can double 
as an extra guest room on short notice. 

Second, make sure all copy offers as many concrete 
examples as possible of how little it costs per month 
to finish off the attic, decorate an unfinished room, 
convert waste basement space into a family room, or 
expand and even add on a full-size dining room. 

Third, underscore the fact that you have wonder- 
ful new plans, ideas and services designed especially 
for people with finishing off and expansion problems. 
The more you appeal to them and talk to them as a 
highly specialized prospect group with highly spe- 
cialized problems, the more your ads, mailing pieces 
and displays will pay off. 

In addition to using this three-point copy plan, in- 
vite your readers to special lectures and friendly 
round table sessions at your yard. Talks can be given 
by your staff experts on expansion and finishing off 
problems, with and without professional labor. Also, 
piifi*some window and interior displays showing 


your latest and most colorful materials for finishing 
off jobs. 


Works Like Magic 


There’s nothing like personal success stories and 
testimonials to multiply sales. Here’s a way you can 


By Norm Advertising, Ine. 
New York, N. Y. 
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use this technique to boost your do-it-yourself profits. 


Line up some of your best do-it-yourself customers 
and arrange with each one to throw a do-it-yourself 
party. One in which they can show off their new job 
to admiring friends and neighbors. 


For entertainment, offer to put on a special do-it- 
yourself show in their homes and answer any ques- 
tions they and their guests want to ask. 


To win their cooperation, point out these facts: 
that a do-it-yourself party is a novel way to have an 
evening of fun, costs them nothing and requires very 
little preparation on their part. Also stress the fact 
that you are offering to put on your show and answer 
their guests’ questions at no cost simply to make new 
friends for your yard. You will in no way try to 
high-pressure them into buying anything. 


More Sales to You 


Here are just a few of the many ways you can 
profit from do-it-yourself parties of this kind. Each 
invitation carries with it the personal recommenda- 
tion of your host and hostess. This promotion means 
some excellent hand-picked leads at minimum cost, 
plus the opportunity of displaying a completed do-it- 
yourself job and discussing it with a friendly, recep- 
tive audience. 


Best of all, the personal testimonials of host and 
hostess as to how we did it will do a lot to convince 
interested guests that they, too, can do it! Such 
testimonials also start a whole chain of eager ques- 
tions from guests, particularly when they know there 
is an expert present. 


Discussing and demonstrating your products in 
private homes in a party atmosphere also breaks a lot 
of ice. Another big advantage is that when people 
know they don’t have to buy, they relax and aré*much 
freer about asking questions and expressing ‘ny 
hidden doubts. And therefore much easier to sell on 
your next encounter. 


Worth Digging Into 


Right now and for many months to come, there 
will be great pressure on business, large and small, 
to carry through modernization of plants and equip- 
ment, according to financial experts. One reason for 
this pressure to modernize is that we are enterinz 
into a new and much more stable period of economic 
growth. 


Another is that our Defense Department is plan- 
ning to double the amounts of new orders it is placing 
in the current fiscal year. Is planning expenditures 
totaling between $16-billion and $18-billion during 
1955 in contrast to expenditures of $9-billion in 1954. 
Still another reason is that business is far more com- 
petitive today than it has been in the past fifteen 
years. 


Don’t wait for these large and small modernization 
jobs to be rumored or announced. Smoke them out 
now and make sure every plant owner and plant man- 
ager in your trading area knows the full story of 
your services today. 
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New Bond Foam 


A new product called Bond-Foam is 
now available through Adsco Molded 
Products Co. Made of latex bonded 
virgin foam rubber, new Bond-Foam is 
available in a range of sheet sizes, 
from %” to 4” thick as well as in sev- 
eral stock size mold patterns, plus 
slabs. Sheets cut easily to fit any 
shape application. Adsco Molded 
Products Co., Div. of Greenwood Pack- 
aging Supply Co., Dept. AL, 859-879 
Summer Ave., Newark, N. J. 


For more data circle No. | on coupon, p. 128 


Garage Door Set 


Stanley’s new roll-up garage door 
set features an inclined heavy gauge 
two-inch track for free-way action 
with an adjustable top corner bracket 
for weather-tight fit on the door when 
it is closed. Another feature which 
is claimed to cut down installation 
time is an adjustable lock strike. No. 
2720 Roll-Up Set comes in six sizes, 
8’ x 6’ 6” up to 9 x 7’ and in eight 
different door designs. Set comes 
completely packaged including hard- 
ware and track in one carton. Garage 
Hardware Div., Stanley Works, 111 
Elm St., New Britain, Conn. 


For more data circle No. 2 on coupon, p. 128 


Kitchen Cabinets in Color 


The Rahr Color Clinic has claimed 
to have scientifically determined the 
five most popular colors for the house- 
wife’s kitchen this year and recom- 
mended to the Mengel Company that 
these colors be featured in the Royal 
wood kitchen cabinets. These colors 
will be petal pink, canary yellow, 
cadet blue, turquoise green, and wood- 
tone brown. Plastic one-piece counter 
tops come in a choice of colors to 
match or harmonize with the cabinets 
Mengel Co., Kitchen Cabinet Div., 
1122 Dumesnil St., Louisville, Ky. 

For more data circle No. 3 on coupon, p. 128 
PRODUCTS 


BUILDING MERCHANDISER 


New Tool Attachment 


Hefty Holer, a new compact heavy 
duty tool attachment for portable 
electric drills, fits any electric drill 
and weighs 1% pounds. According to 
the manufacturer, it will saw wood, 
plastic or plasterboard. It cuts all 
metals in pipe, bar, tube, rod or sheet 
form without a starting hole. Hefty 
Holer is made with precision shielded 
ball and needle bearings. Little Beaver 
Industries, Inc., Dept. AL, 38809 Men 
tor Ave., Willoughby, Ohio. 


For more data circle No. 4 on coupon, p. 128 


Storm-Awn Windows 


A brand-new window combination 
storm screens and awnings all in one 
aluminum frame and al! self-storing, 
is being manufactured by Lite-Thru 
Products Corp. In storm position, 
Storm-Awn provides a weatherproof 
storm window. The change from storm 
to awning is made from the inside. 
Window’s operation is controlled either 
manually or by a cord. Storm-Awn 
is made in standard sizes. Lite-Thru 
Products Corp., Dept. AL, Plymouth 
Mich. i-# 


For more data circle No. 5 on coupon, p. 128 


Bird Line Restyled 


The Western Division of Bird & 
Son, Inc., asphalt roofing and siding 
manufacturers, announces their lines 
of Twin Lock shingles and Tri-Tab 
Hex shingles have been restyled in 
keeping with modern color trends. The 
Twin Lock line, which includes both 
single and double coverage types, and 
the Tri-Tab Hex line are being broad 
ened to include pastels. New colors 
will include meadow mist, scotch 
tweed, shadow green, shadow gray, 
desert brown and wedewood blue 
Bird & Son, Inc., Dept. AL, 1472 West 
76th St., Chicago 20, Il. 


For more data circle No. 6 on coupon, p. 124 


Dry Wall Tool 


The Goldblatt Speedy Sparker dis- 
penses any standard wall-board tape 
or spark up to 2% inches wide and 
up to 250 feet long. With the Gold- 
blatt Speedy Sparker the wall-board 
applicator unrolls, cuts off and — 
tape over the seam in one quick mo- 
tion. Made of stainless steel, it has 
no parts to wear out or replace. Comes 
assembled and loaded with 250-foot 
roll of Goldblatt slit-perforated tape. 
Goldblatt Tool Company, Dept. AL- 
Y4, 1960 Walnut St., Kansas City, Mo. 


For more data circle No. 7 on coupon, p. 128 


Kitchen Burner Unit 


These new burners fold against the 
kitchen wall when not in use. When 
the pot is ready for the fire, the burn- 
ers are eased down on hinges from 
self-contained wall units onto the 
counter. When closed, the burner 
automatically shuts off. The top sur- 
face light turns on automatically as 
the unit is lowered into cooking posi- 
tion. The new burners are available 
in groups of two. A built-in broiler 
unit is available to complete the cook- 
ing ensemble. Dixie Products, Inc., 
Dept. AL, Cleveland, Tenn. 


For more data circle Neo. 8 on coupon, p. 128 


New Vinyl Tile 


Vinyl Plastics has announced the 
firm’s new additional resilient vinyl 
tile, Terralast, with the terrazzo pat- 
tern. Can be installed on surfaces 
such as concrete slabs, radiant heated 
floors, wood floors, steel decking, walls 
and counter tops. Terralast is said to 
conform to uneven surfaces without 
chipping, breaking, or cracking. Avail- 
able in 15 colors and patterns. Viny] 
Plastics, Inc., Dept. AL, Erie St., She- 
boygan, Wis. 


For more data circle No. 9 on coupon, p, 128 
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Extruded Aluminum Levels 


The M-D Nu-Art aluminum level is 
made of extruded aluminum that has 
been heat treated and features non- 
breakable Pyrex vials. Its finish has 
a glossy red interior with silvery-satin 
top and edges. The M-D aluminum 
level is individually packed in trans 
parent polyethylene tubing. Macklan 
burg-Duncan Co., Dept. AL, Box 1197, 
Oklahoma City 1, Okla. 


Vor more data circle No. 10 on coupon, p. 128 


Electric Drill Attachment 


The Deen Drive is a precision screw 
driving attachment for quarter inch 
electric drills. The attachment is held 
only by the chuck of the drill leaving 
one hand free to hold the work or 
guide the screw. Any standard quar- 
ter inch square bit or socket can be 
used interchangeably for regular 
screws, Phillips screws, Allen screws, 
nuts, bolts, and sheet metal screws. 
Sky Products Co., Dept. AL, 25 Essex 
Road, Sharon, Mass 


For mere data circle No. 11 on coupon, p. 128 


Handicalk 


Handicalk is now being packaged in 
a new metal cartridge with a soldered 
seam. The soldered seam cartridge is 
claimed to be air-tight, leak-proof and 
burst-proof. The cartridge also fea- 
tures an attractive new appearance, 
lithographed in orange and blue, illus- 
trating uses for the product. Gibson- 
Homans Co., Dept. AL, 2366 Woodhill 
Rd., Cleveland 6, Ohio. 


For more data cirele No. 12 on coupon, p. 128 


Fire Alarm System 

A home fire alarm system that gives 
the homeowner early warning of fire 
and tells him the approximate location 
of the blaze is announced. Consists of 
a single bronze-finished fire alarm 
panel and up to 30 fused-link tempera 
ture detecting elements. Styled by the 
noted industrial designer, Henry Drey- 
the 5%” by 8” panel is mounted 
wall where it can be seen and 
heard at all times. It is designed for 
three zone circuits, each of which can 
be connected to as many as 10 detect 


fuss 


’ 


on a 


Advertisement 





This one is in the catalog—it's good as gold! 
(Goldblatt Tool Co., 1944 Walnut, Kansas City 8, Mo.) 
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ing elements. Minneapolis-Honeywell 
Regulator Co., Dept. AL, 2954 Fourth 
Ave., So., Minneapolis 8, Minn. 


For more data circle No. 13 on coupon, p. 128 


Ventilated Awning Line 


Weather-Whipper ventilated awn- 
ings and doorhoods are made of alumi- 
num in white with choice of green or 
maroon stripes. All finishes are of 
baked-on enamel. Each awning and 
doorhood is constructed with a double 
layer of staggered moldings to pro- 
vide ventilation. Each unit is com- 
pletely assembled at the factory, 
ready for installation simply by at- 
taching two side pieces to the top. 
A complete range of styles and sizes 
are available. Cool-Temp Ventilated 
Awning Co., Inc., Dept. AL, 11 S.W. 
llth, Oklahoma City, Okla. 


For more data circle No. 14 on coupon, p. 128 


Steel Basement Entrance 

The. newly improved all-steel base- 
ment entrance, the Heatilator service- 
way, provides direct access to the 
basement from outdoors. The all- 
welded service-way basement entrance 
features a spring counterbalanced door 
that is said to be weather-tight. The 
door is easily locked in the full-open 
position to prevent accidental closing. 
The Heatilator service-way is shipped 
from the factory completely assembled 
and prime coated ready to install. 
Heatilator, Inc., Dept. AL, 100 E. 
Brighton Ave., Syracuse 5, N. Y. 

For more data circle No. 15 on coupon, p. 128 
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Patterned Glass 


A new kind of patterned glass made 
especially for use in jalousies, counter 
dividers and as shelving has been de- 
veloped by the Blue Ridge Glass Cor- , : 
poration of Kingsport, Tenn. The new No. 066 The craftsman $ choice 
glass is made in strip widths from for years. Triple locking and double 
three to six inches with both the long attached joints. Solid brass strike 
edges rounded and fire-polished in the plates. Markings embedded right into 
forming process. Called Temedge, the the wood. 
glass is ready to use as it comes from 
the factory and requires no mechanical 
processing. The new glass is semi- 
tempered to give it strength against 
impact. The glass is made in strips 
7/32nds of an inch thick and can be — 2 —=— 
ordered in full or fractional inch ees ants 
lengths from 18 to 48 inches. Libbey- =n WA 6 
Owens-Ford Glass Co., Dept. AL, 444 = — “5 \ \uls 
Nichols Ave., Toledo 3, Ohio. — - war t \ ARNE Siteiiiadieass 

For more data circle No. 16 on coupen, p. 128 a i A A pd bd bb uu 


oe 














lutalatalas 
in 3 


cates 
AV 


No. X-46 For extra-heavy duty. 
Select straight-grained hard maple 
sections 50%, thicker than standard. 
Bold figures further protected by 
tough clear plastic. Solid brass ex- 
tension for inside measurements. 


Tilemaster Home Kit 

Tilemaster’s do-it-yourself kit for 
plastic wall tile home installation fea- 
tures a four-color box, designed to in- 
dicate maximum value. The kit in- 
cludes a level and rule, instruction 4 
book, coping saw, blue chalk, notched ? = ° a a W D R i L B % 
trowel, scraper and chalk line. Tile- 
master Corp., Dept. AL, 1415-21 West ¥y 
Diversey Parkway, Chicago, Il. 


For more data eirele No. 17 on coupon, p. 128 . 4 
«SELL 


Because for years their outstanding quality has made 
them the craftsman's choice. 


Because national advertising unequalled in this field 
directs customers to your store. 


be Because they are priced to sell . . . and to make you 
Rip Cord Opener a profit, 

A new Rip-Cord Opener for pack- 
aged light duty steel strapping is be- 
ing produced by Allegheny Steel Band. IT PAYS TO SELL [UF KIN 
Operating like the easy-to-open cigar- 
ette package, the new rip-cord is said 
to enable strapping coils to be ready TAPES * RULES « PRECISION TOOLS 
for use in less than 10 seconds. The 
new Rip-Cord Opener is now standard ORDER FROM YOUR HARDWARE WHOLESALER 
on all packaged coils of Allegheny 
Steel Band strapping. Allegheny Steel 
Band Co., Dept. AL, Box 716, Pitts- THE LUFKIN RULE COMPANY, Saginaw, Michigan 
burgh 30, Penna. 


For more data cirele No. 18 on coupon, p. 128 132-138 Lafayette Bei New York City . Barrie, Ont. 
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Adjustable Closet Shelves 


A new line of closet shelves claimed 
to be quick and easy to install, with 
a built-in closet rod along the front 
edge of the shelf plus additional gar 
ment hooks on the back, has been an- 
nounced. Two telescoping units form 
the shelf, which is made of heavy 
gauge steel with a woodtone finish. It 
is available in six sizes, for all clos- 
ets from 24” to 64” wide. The shelves 


Leigh Building Products Div., Air 
Control Products, Inc., Dept. AL, 
Coopersville, Mich. 

Vor more data circle No. 19 on coupon, p. 128 


Contact Cement 


A new water-resistant contact ce- 
ment for household and industrial use 
is being introduced nationally by Bor- 
den’s. The new adhesive is Elmer’s 
Contact Cement. It may be used for 
the bonding of plastic laminates to 
table tops, linoleum, shelving, furni- 
ture and plywood. It can also be used 
to bond thin-gauge metal to plywood. 
The new adhesive is available in pint, 
quart, gallon and five-gallon units. 
Borden Co., Chemical Div., Dept. AL, 


Kitchen Ventilating Hood 
The Stanthony model S-350 is de- 


signed as an economical kitchen ven- 
tilating hood with the same high style 
and eye appeal as deluxe units. The 
hoods are finished in smooth baked 
enamel and equipped with eight-inch 
fan, two 40-watt lamps installed with 
switches for lights and fan, all assem- 
bled and pre-wired to one built-in pull 
box for easy installation. Two styles 
are offered: Aristocrat in white or 
copper for modern decor, and scalloped 
edged Provincial in copper enamel for 
Early American oc. Ranch style. Stan- 
thony Corp., Devt. AL, 5341 San Fer- 
nando Rd. W., i\.os Angeles 39, Calif. 
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are packed one per shipping contain- 


per ; , 350 Madison Ave., New York 17. 
er, complete with installation strips. 
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Profit by the growing need for 
Portable Electric Power... 


add ONAN Electric Plants 
to your rental equipment! 


Screen Door Latch 


The new Weslock No. 95 screen door 
latch is especially designed for speedy 
installation on lightweight doors 
screen, storm or combination doors, 
in both metal and wood. Only one hole 
is required. Latch is mounted with 
two machine screws through housing. 
Automatically fits doors %” to 1%” 
thick. Available in brass, chrome, 
black, aluminum and cadmium fin- 
ishes. Western Lock Manufacturing 
Co., Dept. AL, 211 N. Madison Ave., 
Los Angeles 4, Calif. 


For more data circle No. 22 on coupon, p. 128 


Model 2BH 
2,000 watts D.C. 
2-cyl., air-cooled 


Portable electric power is a time- 
saving, cost-cutting necessity to heavy 
construction contractors, residential 
builders and sub-contractors of many 
types. Also in demand by individuals 
building their own homes and garages, 
for floodlighting where highline power 
is not available, and for use in homes, 
businesses and industry during power 
interruptions. 

Onan Electric Plants stand up better 
in rental service. Onan builds its own 
special engines with massive bearings 
and extra-rugged parts throughout to 
wear longer . . . resist more abuse. 

The Onan line gives you a wide se- 
lection from which to choose models 
and sizes most popular with your trade. 
Air-cooled one and two-cylinder gaso- 
line models from 400 to 10,000 watts. 
Water-cooled gasoline units from 10,000 
to 100,000 watts. Diesel models from 
3,000 to 55,000 watts also available. 


Write for information on how to use Onan 
Electric Plants in your rental business 


A size and model for 
every rental need 


Modei O7AH Model 15DL 
750 wotts A.C. 1,500 watts 0.C. 


E = Long, steel tapes have been added 


Model 5CW Model 305CK to the line of White Clad tapes and 
5,000 watts A.C. 3,500 watts A.C. wre rules. This new tape, called the 


White Clad Banner, is furnished in 
| D. W. ONAN & SONS INC. 


four lengths, 25, 50, 75 and 100 feet. 
2607 University Avenue §. E., Minneapolis 14, Minnesota 


al 


Tape with White Line 


The tape has a triple baked white 
finish and a coating of clear, abrasion- 
resistant plastic over a bonderized, 
tempered steel line. Jet black mark- 
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ings are graduated to eighths of 
inches with both feet and inches 
marked every inch. It is offered with 
either folding hook or plain end ring. 
Lufkin Rule Go., Dept. AL, Saginaw, 
Mich. 
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Convertible Door Hood 


This convertible door hood can be 
quickly changed by the homeowner 
from straight slope to camelback style. 
The camelback design must be used on 
doorways where the amount of mount- 
ing space dictates door swing. The 
new convertible door hood features 
Lok-Tite construction, full ventilation, 
baked-on colors, variable color pat- 
terns, and dozens of other special fea- 
tures. Construction is of aluminum 
and stainless steel. Alumatic Corpora- 
tion of America, Dept. AL, 2081 S. 
56th St., Milwaukee, Wis. 


For more data circle No. 24 on coupen, p. 128 


Air Conditioner 


The Consolaire air conditioner comes 
in a % hp and 1 hp Consolaire series. 
Features new adjust-o-mount for fit- 
ting flush with the window line. Ad- 
justs up or down, in or out for any 
installation need. Complete package, 
no extra ducts, pipe or drain connec- 
tions. Electric resistance heating. 
Exclusive Airflo Fresh’ner eliminates 
odors. In blond or mahogany. Rem- 
ington Corp., Air Conditioning Div., 
Dept. AL, Auburn, N. Y. 


For mere data circle No. 25 on coupon, p. 128 


Overhead Door Seal 


Seal-o-door, a new overhead door 
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large-head rust-proof aluminum nails. 
It is made of pure vinyl and has full 
length air pockets which compress 
when the door is closed. Seal-o-door 
is available in polyethylene packages 
containing 8’, 9’ and 16’ with sufficient 
large-head aluminum nails to install 
it and in 150-foot reels. Dyer Products 
Co., Dept. AL, Canton 2, Ohio. 
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Pic-A-Dor Cabinets 


Gliding doors which can be painted 
to match a kitchen color scheme are 
an important part of the new steel 
Pic-A-Dor cabinets now being intro 
duced by Tracy Kitchens. These cabi 
nets come with choice of gliding doors 
of glass, plain hardboard, or perfor 
ated hardboard. The cabinets may be 


4 


Tongue 
ond Groove” 


Ye" resawn 
ponel in WP 2 and WP 4 


COMPANY 


uality knotty pine 


Grooves 


SPECIALLY SELECTED STOCK! 


Any room where paneling is desired will look better with BLACK 
DIAMOND Knotty Pine paneling. 
cialized in the production and sale of %‘ Knotty Pine +2 and 
Better panel of high quality for many years. The stock is specially 
selected prior to running and is again check graded after the 
resawing and re-running to panel. This is why today when you 
order paneling, think of BLACK DIAMOND first. 


ALSO WEST COAST WOODS 


the BLACK DIAMOND 


bought without doors and doors cut 
to-size from plywood, pressed wood, 
formica, or any other suitable 4 
building material. Pic-A-Dor cabinet 
sizes range from 30”x18" to 42”x30". 
All cabinets have adjustable shelves. 
Tracy Kitchens of Edgewater Steel 
Co., Dept. AL, 3125 Preble Ave., 
Pittsburgh 30, Penna. 
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BLACK DIAMOND has spe- 


BD 





P. ©. Box 2667A ° 


Sacramento, Calif. 


¢ 


weather strip, is now available. It 


can be applied to the door bottom with me a a a an ne oe SS A A a a a a a? 
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What's Your Answer? 


Why not use this regular quiz as a sales training aid to help 
make sure your personnel remain well-informed? For the 
answers, see page 119. 


What’s Your Score? 9 or 10 correct: Excellent! 
Vitrified Clay Pipe 7 or 8: Good. 5 or 6: Fair. 
The new king-size vitrified clay pipe 


is available in five, four and three- ’ nme i ie 3 
foot lengths end in slip-foint or regu- What decorative spring-summer-fall product is featured in a 


lax bell and spigot types. Five-foot two-page advertisement by the Macklanburg-Duncan Co. 
le ngths are being manufactured in 18” : 
21” and 24” diameters, standard and eg Hee ee: —— —— were sold in three months 

extra strength. Four-foot lengths are y P g Supp ’ 

being manufactured by Logan in 8” 4 r 1. ” 

through 30° diameters and three-foot - What is Filon? 

lengths in four, five, and six-inch house 4. What percentage of home improvement sales are influenced by 
connection and building-sewer sizes. women? 

Logan Clay Products Co,, Dept. AL, 
Logan, Ohio. . Who makes the plastic laminate called Conolite? 
For more data circle No. 28 on coupon, p, 128 


What two functions do sliding glass doors perform? 
New Asphalt Tile Colors 


Two new colors, Firenza and Lunel, : 
have been added to the color range of . How does Pittsburgh's Mark Lumber and Supply Co. sell pack- 
Kentile asphalt tile. Firenza (D-271) aged lumber? 
is a crisp white tile with dark red 
and black marbleization. Lunel (D- . Who offers you portable electric power plants to add to your 
272) is a warm pink tile marbleized rental equipment? 
in rich red and white. The two new 
colors are available immediately, in . How did the Golden State Lumber Co. soive its handyman de- 
%” and 3/16” thickness in Kentile’s livery problems? 
9”x9” tiles. Kentile, Inc., Dept. AL, 
58 Second Ave., Brooklyn, N. Y. 


Vor more data circle No. 29 on coupon, p. 128 


Who makes Arislide aluminum sliding windows? 
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ing. General wholesal- ~~ 
ers of all lumber items. ~~ 


Contact us on your 


Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
/TWX SC270 = PHONE IVanhoe 9-3651 
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DOUBLE YOUR INCOME from in the service of 


your newspaper advertising by 
wsing ovr cartoons. More peo- 

ple read cartoons than other 

style ods —— you build more 
goodwill. FREE copy ideas 
SAVE your time. Hundreds of 

dealers have used our cartoons MUTUAL CASUAL CU 
since 1947 with good results. ° . ° 
Mate In ONE or TWO column . perating in New York state as 

sizes te ft ony size od. Ex- (American) Lumbermens Mutual Casualty Company of Illinois 
clusive city franchises going James S$. Kemper, chairman H. G. Kemper, president 
fast. Write tedey for FREE Chicago 40 

proofs ef cartoons and full in- 
formation te: 














bye @ Specialists in protection for the 
b= , ' LIL-AD PEATURES lumber industry. 
soy oue a slyweedt" ud cadieswes Bex 167, Long Beach, Callf. @ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


vidends have been returned to policyholders since organization in 1912. 
EE lh 
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Bastic Glazing 


New Glazing Compound 


The Gibson-Homans Co. has placed 
on the market a new triple-purpose 
glazing compound called Handiglaze, 
formula K-120. It is packed in one 
pound and five pound cans. Because 
of its new formulation, Handiglaze is 
not only an elastic glazing compound 
but also claimed to give excellent re- 
sults when used as a knife grade calk 
ing compound or putty. The manufac 
turer points out that this triple-pur- 
pose feature reduces inventory for 
both wholesalers and dealers. Gibson- 
Homans Co., Dept. AL, 2366 Wood- 
hill Rd., Cleveland 6, Ohio. 
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— " oe | 
PLACE ON DOOR JAMB & CLOSE 0008 ~ FLIP FLAG 
WITH DOOR OPEN DOOR IS LOCKED: 


Safety Door Lock 


o 

This safety lock can be installed, 
temporary or permanent, on any in 
ward opening door. It is claimed no 
screws, no fitting, no tools are needed 
to put on or remove. Fits interio 
doors, outside entrance doors, and in 
ward swing windows. Packed two 
dozen to display carton. Wood door 
cut-away counter display available. 
G. L. C. White Co., Inc., Dept. AL, 
1593 Crossroads, Los Angeles 28, 
Calif. 
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New Plastic Pipe 


Acme Rubber announces its new 
Poly-Gem flexible, lightweight plastic 
pipe, fittings and stainless steel clamps 
in sizes from %” to 3” LD. Poly-Gem 
pipe is made to specified diameters 
and wall thicknesses. It is finding 
ready use in piping water in water 
systems, as well as disposal of sew- 
age and wastes. Acme Poly-Gem is 
also made specifically for jet-well in- 
stallation. Acme Rubber Manufactur 
ing Co., Dept. AL, Meade St., Trenton, 
N. J. 
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Portable Fans 


A new line of portable fans, featur- 
ing the super deluxe model #2047, has 
been introduced to its distributors by 
FASCO Industries. New model #2047 
is electrically reversible, with complete 
push-button operation, Press a button 
for any of three fan speeds, with addi 
tional push-button control for direction 
of air flow. Completely portable, the 
Model #2047 can be used in any room 

in the window, on a table or on the 
floor. Fasco Industries, Inc., Dept. AT 
255 N. Union St., Rochester 2, N. Y 
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Air Circulating System 


Air-O-Rator has been designed for 
quick, no draft ventilation. Here is an 
air circulating system contained in 
one compact unit. Three-in-one com- 
fort control features intake. exhaust 
or both at the same time. Fingertip 
control governs the direction of air 
flow, removes stale air, fills the office 
with fresh cool air in minutes. Ad 
justable to fit any standard size win- 
dow. Air-O-Rator has a two speed 
motor. Goodwill Manufacturing Co., 
Dept. AL, 1213 S. Laramie, Chicago 
50, Ill. 


For more data circle No. 34 on coupon, p. 128 





What's Your Answer? 


Solution to 
questions on page 118... 


Screen door grills. The Macklan- 
burg-Duncan ad is on pages 14-15. 
50. Be sure to read about this 
dealer’s approach to the sale of 
packaged homes. The story starts 
on page 44. 

Fiberglas and nylon reinforced 
plastic nanels made by Plexolite 
ae The firm’s ad is on page 


79%. The story on “How to Sell 
ee Customers” starts on page 
R. 

They serve as both doors and 
picture windows. See the Ameri- 
can Lumberman product storv on 
the new trends toward sliding 
glass doors. The story is on 
pace 70. 

The Michel & Pfeffer Iron Works, 
Ine. The ad is on pave 99. 

They sell packages of lumber tied 
in with handyman patterns. This 
unusual method for selling to do- 
it-yourself customers is detailed 
in the story on pace 76. 

D. W. Onan & Sons, Inc. whose 
ad is on page 116. 

The firm rents trailers to cus- 
tomers. The story is on page 82. 
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DUO=FAST 
AUTOMATIC TACKERS 


for Tacking 
NSULATION © CEILING TILE 
, BUILDING PAPERS 
L SCREEN WIRE 


Tackers Automatic 


f Hammers 
These automatic tackers save you time, 
money, and energy. One hand does the 
job. Staples are driven securely as fast 
as you operate tacker. Let Duo-Fast Tackers 
do your work for you. 


Free Service. You'll like the Duo-Fast Free 
Maintenance Service available to all Duo- 
Fast users. 

Loan ‘em — Sell ‘em 


Rent ‘em — 


Write today for the Duo-Fast Story. 


FASTENER CORPORATION 


860 Feltcher — Chicago 14 





Dealers! Dealer Groups! 


+ for yard personnel 
+» for contractors 

+ for architects 

+ for housewarming 


« for any special occasion 


DOUGLAS FIR PLYWOOD ASSOCIATION 
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Magic-Fold Door Display 


A new Magic-Fold counter display 
and salesman’s portable sample by 
Closures, Inc., is now available to 
dealers, The die-cut figure of a house- 
wife pointing to the product is done 
in color. A wooden frame with track 
holds a sample section of the Magic- 
Fold door which can be opened and 
closed to demonstrate its smooth oper 
ation. A pocket in the woman’s dress 
holds literature, Magic-Fold doors are 
available ready to hang or KD. Clo- 
sures, Inc., Dept. AL, 533 E. Forest 
Ave., Detroit 1, Mich. 
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Window Screen Displayer 

This metal window screen display 
was designed by Rudiger-Lang Co. It 
can be put up, says the manufacturer, 
in 15 minutes, the shelves are adjusta 
ble, and the unit will fit either an 8’ 
or 10° space, The exhibit is rigid yet 
weighs only 145 pounds. Rudiger- 
Lang, Dept. AL, 8th and Carleton, 
Berkeley, Calif. 
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All-Purpose Awls 


Billings all-purpose awls are pack- 
aged in lots of a dozen each in a mer- 
chandiser-carton (No. 24) which can 
be set up as a self-selling counter dis 
play. Said to fill a hundred uses. Ideal 
for use on wood, leather, plastics and 
light metals. Entire package requires 
less than a square foot of counter 
space. Billings and Spencer Co., Dept. 
AL, 12 Laurel St., Hartford, Conn. 
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Handyman Merchandiser 


For dealers who have invested in a 
Tool Bar, Stanley Handyman tools 
can make it continue to serve them 
and their customers as an integrated 
tool department. Stanley is providing 
a conversion kit which is said to con- 
tain everything a dealer needs to 
change over from Tool Bar brands to 
Stanley Handyman brand matched 
tools. Conversion kit is free of charge 
with the purchase of the Stanley 
Handyman T1 Tool Unit made up of 
basic tools. Stanley Works, Dept. AL, 
111 Elm St., New Britain, Conn. 
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New Decorator Line 


Crafts-Metals Co. is manufacturing 
a custom line in the lower-priced 
bracket. Decorator designed knobs 
and pulls for all cabinets, built-ins, 
furniture and home workshop projects 
are packaged in cellophane for easy 
buyer inspection. Decorator specified 
finishes of polished brass, matte 
black, polished chrome, satin chrome, 
and satin bronze are available in all 
designs. A 12”x16” mahogany framed 
display is available with any finishes 
selected. Crafts-Metals Co., Dept. AL, 
670 South Coast Blvd., Laguna Beach, 
Calif. 
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Master Rule Special 


Master Rule has built a discount 
offer around a selling combination of 
three of the most popular members 
of its line. They are: the Tufboy 
310WL, 10’, %” white steel tape; the 
Big Boy 710W, 10’, %” white steel 
tape, and the bonus—the 996X Guards- 
man extension wood rule. The red and 


February 21, 


black three-item package stands up 
to make an eye-catching display for 
counter or shelf. Master Rule Manu- 
facturing Co., Inc., Dept. AL, Middle- 
ton, N. Y. 
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Pliers Merchandiser 

P & C’s new pliers carton is only 
4”x8”, comes in blue, yellow and white 
colors. Holds six individually packaged 
P & C multi-purpose compound lev- 
erage pliers No. 1234. The patented 
three-piece design of the new P & C 
pliers is said to increase pressure ap- 
plied at handles to ten times at jaws, 
giving a powerful grip. The new P & C 
pliers merchandiser is shipped free of 
extra cost with the purchase of six 
new P & C No. 1234 pliers. P & C 
Hand Forged Tool Co., Dept. AL, Box 
5926, Milwaukie P. O., Portland 22, 
Ore. 
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Plumb Shop Merchandiser 

Plumb Shop’s quick service mer- 
chandiser is now available to building 
supply dealers. This all-metal counter 
display both stores and sells all the 
chrome-plated flexible supplies, fit- 
tings and valves necessary for water 
supply hook-ups. Flexible supply pipes 
bend in any direction or shape, mak- 
ing those hard-to-get-at corners easy 
to work in. Pre-cut lengths, from 12” 
to 36”, do away with cutting and 
threading. Just the right fitting head 
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for the particular job is said to elimi- 
nate extra fittings and equipment. 
Three easy installation steps are ex- 
plained and illustrated in detail on the 
back of the supply pipe cards. Plumb 
Shop, Dept. AL, P. O. Box 129, De- 
troit 1, Mich. 
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Paint Accessory Bar 


A new paint accessory bar has been 
announced. Specially manufactured to 
Superkleen specifications for use ex- 
clusively by Superkleen dealers, the 
display is designed as a permanent 
merchandiser, to give dealers a semi- 
self-service focal arrangement for 
brushes and other painting aids that 
will serve as a paint accessory de- 
partment within or adjacent to the 
paint department. The fixture stands 
442’ high and is 4’ long by 33” wide. 
Brush Div., Devoe & Raynolds Co., 
Inc., Dept. AL, 789 list Ave., New 
York, N. Y. 
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Exterior Promotional Package 


Lowe Brothers has introduced a new 
dealer promotional program featuring 
three exterior finishes—High Stand- 
ard house paint, for two-coat paint- 
ing; Super One Coat house paint, for 
one-coat painting, and Shingle ’n’ 
Shake paint, for all types of rough 
exterior surface. The package includes 
newspaper ads, radio spots, window 
displays, poster sets and other point- 
of-sale merchandising material built 
around a free offer to consumers. This 
offer features a free do-it-yourself 
painting kit of seven handy items 
needed for any exterior painting job. 
Lowe Brothers Co., Dept. AL, Third 
and Madison Sts., Dayton 2, Ohio. 
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More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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The Lumber and Building 
Product Dealer’s 1955 
A Buying, Selling, and 


Se. 


quipment Guide 


To obtain the essential in- 
formation about the principal 
types of products you buy, sell, 
and use—consult the: 


April 4, 1955 


DEALER 
PRODUCTS 
FILE 


Issue of 
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NOW! NEW! 


ities 


An easy 510°° ‘Come-On’ that may mean 
over 5100°° to you in ‘Tie-in’ Sales 


Miracle* 
Anchor Nail § 4 
Miracle 
Anchor 
Adhesive 

Kit 


MEO ee ee ee em nee one 
' 


It's a cinch to sell the “do-it-your- 
self’ Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 
Miracle Anchors to the walls with 
Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 

) installation cost of approximately 
» 6c per square ft. 

What’s more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 
board, paint, nails, and other com- 
panionate items. 


New latest type Moore dry kilns 
and New S. A. Woods flooring 
machinery for perfect uniformity 
and manufacture. Choice Ap- 
palachian timber. Production — 
25,000 feet per day. Kiln capac- 
ity — 400,000 feet. Let us show 
you flooring at its finest. Call or 
write today! 


Also specializing in kiln dried and 


’ 
Order Now! air dried Appalachian Hardwoods. 


The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 


™ tie-in sales. And you do your cus- Pp re E 
tomers a real favor, too! y 7. 
NET PRICE TO PRICE TO 
CAT. NO DESCRIPTION pEMeR ven PACKING Comeyeren PER Hardwood Mliiletse Co. 


1000 AN paoiey unit holding 96 $6.00 6 Display $10.00 
iracie Anchor Nails and 1 Units Per 
at. Miracle Anchor Carton P.O. Box 872 Uniontown, Pa 
Adnesive 


MIRACLE ADHESIVES CORPORATION Phone: GEneva 8-3527 


Dept. AL-2, 2/4 &. Sird St., N. Y. 22 ® By Miracle Adhesives Corporation 
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customer 
satisfaction 











hrough the years, Mt. Ver- 
non flooring has delivered 

beauty, endurance and repeat sales. That’s because f~ 
there’s no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 


For satisfaction and sales, make your next order ... THE NEW ONE-PIECE 


NOFMA-certified Mt. Vernon Brand flooring. 


OAK | ALSO BAND SAWN HARDWOODS COUNTER TOP THAT MEETS THE 


BEECH | Latest equipment; dry kilns, 


nn | iseneke NEEDS OF ALL YOUR CUSTOMERS 
MOBILE RIVER SAW MILL CO., INC. Builders and Contractors like Unitop because 


Mt. Vernen, Alabama (ai its simple installation cuts costs. Top and back- 
—) splash are combined in one unbroken piece, 














<H| se requiring no joints or molding. All edges are 
7 * accurately machined, And it comes in 3 stand- 











ha 
= — = oe = 
| ee yi ard lengths, plus an interchangeable left and 
ASK YOUR WHOLESALER ba right-hand corner unit, to meet layout 
requirements of any kind, 
Homeowners like Unitop because it’s a practical 
“ " ; 
do-it-yourself”, counter-top package available 
with all necessary accessories, And factory join- 
ing of MICARTA® to plywood assures proper 
alignment... a permanent bond , . . a lastingly 
carefree counter surface. 
Ask your United States Plywood Corporation 
* representative for details, or simply use the 
coupon below, )«es) 


Westinghouse 


ie @® micarta 


GRADE MARKED—-DOUBLE END tributed by | UNITED STATES PLYWOOD CORPORATION 
ywood organizat: n the world 


TRIMMED ae MENGEL PLYWOODS INC 


Qua ity mar hielaitl ale Mmeelile dressir g 


INE @ Me dlelolalile Siding stelelaens 


Lay 


B 
WwW. M. McGOWIN = 


LUMBER COMPANY | Address 
Pine Apple, Alabama City 


' AL-2-21-55 





United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan. 
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Low-Cost Scaffold 


A new steel scaffold provides plat- 
form heights up to 12’ is announced. 
Permitting work as high as 18-20’, 
this light duty equipment is practical 
for outdoor or indoor use. The new 
scaffold will augment Safway’s com- 
plete line of tubular steel scaffolding, 
suspended scaffolds, telescoping steel 
shores, material hoist towers and al- 
lied equipment. Available in a pack- 
aged unit, it can be assembled in five 
different forms. Safway Steel Prod- 
ucts, Inc., Dept. AL, 6234 W. State 
St., Milwaukee 13, Wis. 


For more data cirele No, 45 on coupon, p. 128 


New Mixer 


Structural changes in the six cubic 
foot capacity plaster-mortar mixer 
have been announced by Kwik-Mix. 
The improvements are said to affect 
both the design and performance of 
the new, heavy-duty model 6-P tilt- 
ing mixer. The new mixer now is be- 
ing produced with an all-welded frame 
section that is coil spring mounted 
on a telescoping axle. Another im- 
provement is said to be provided by 
the addition of a graphite impreg- 
nated packing oul on the paddle 
shaft that can be adjusted for wear to 
prevent leakage. Kwik-Mix Co. Sales 
Jept., Dept. AL, Milwaukee 16, Wis. 


For more data circle No. 46 on coupon, p. 128 


Lawn-Boy Special 

RPM Manufacturing Co., makers of 
Lawn-Boy mowers, will retain model 
8FH 18” Lawn-Boy in their 1955 line. 
It features staggered front wheels to 
prevent lawn scalping, front grass 
discharge and die-cast aluminum con- 
struction. It weighs 37 pounds. Power 
is supplied by a 1% hp Iron Horse 
engine. RPM Manufacturing Co., 
Dept. AL-149, Lamar, Mo. 


Fer more data circle No. 47 on coupon, p. 128 


The Homelite Corp. announces a 
new, low-cost attachment that con- 
verts the Homelite model 17 chain 
saw into an all-purpose clearing unit. 
The manufacturer claims the power 
and versatility of this new clearing 
attachment permits one man to do the 
work of a whole gang of men using 
saws and axes. It is said that one man 
with this Homelite attachment can 
keep three men busy clearing up 
limbs and piling brush. Homelite 
Corp., Dept. AL, 48 Riverdale Ave., 
Port Chester, N. Y. 


For more data circle No. 48 on coupon, p. 128 


Damper Actuator 


A noiseless damper actuator said to 
give a modulating effect from stand- 
ard two-wire thermostats is announced 
by Minneapolis-Honeywell. The new 
unit, designated the M829A, consists 
of a coiled bimetal fastened to the 
shaft. The cycling action of the ther- 
mostat varies the amount of heat ap- 
plied to the bimetal. Companion to 
the damper actuator is a newly de- 
signed outdoor reset control, the 
T-835, which raises or lowers furnace 
plenum temperature as outdoor tem- 

eratures rise and fall. Minneapolis- 
loneywell Regulator Co., Dept. AL, 
2954 Fourth Ave., So., Minneapolis 8, 
Minn. 

For more data circle No. 49 on coupon, p. 128 


Adjustable Handle Mounting 


On its 1955 Moto-Mower reel type 
mowers, the manufacturer has provid- 
ed a new type of handle mounting 
which can be easily adjusted to the 
height of any operator. Tall or short, 
the new Moto-Mower reel t mow- 
ers are claimed to provide the most 
convenient handle height and the 
most comfortable mowing posture for 
the operator. The new line of Moto- 
Mower power mowers includes six 
reel type and five rotary type mowers. 
Moto-Mower Co., Dept. AL, Richmond, 
Ind. 


For more data circle No, 50 on coupon, p. 128 


New Addressing System 


A new addressing system substi- 
tutes an inexpensive paper address 
slip for the metal plate or stencil most 
often used in addressing envelopes, 
statements, etc., to a mailing list. The 
paper slip is typed once, can be used 
for printing addresses repeatedly. 
The slips can be filed and sorted indi- 
vidually the same as plates or stencils. 
In addition, a record can be kept on 
the paper addressing unit. aster 
Addresser Co., Dept. AL, 6500 W. 
Lake St., Minneapolis 16, Minn. 


Fer more data circle No. 51 on coupon, p. 128 


New Power Saw 


A new model Comet radial power 
saw known as the Clipper CLC has 
been announced. A new bar bearing 
assembly along with the safety return 
spring is said to make the Clipper 
CLC even easier, safer and smoother 
than previous models. The retract- 
able arm moves on a completely en- 
closed housing. Large dial plates en- 
able the operator to quickly and accu- 
rately set and lock the machine for 
various cutting positions. Consoli- 
dated Machinery & Supply Co., Dept. 
AL, 2033 Santa Fe Ave., Los Angeles 
21, Calif. 


For more data circle No. 52 on coupon, p. 128 


New Safe-Weigh Scale 


Manufactured by Ferguson Products 
Co., the Safe-Weigh animal and pro- 
duce scale capitalizes on the new trend 
of do-it-yourself. It is said a farmer 
ean assemble the scale himself in just 
a few hours, following easy step-by- 
step directions. With a capacity of 
2, pounds, the Safe-Weigh scale 
meets the all-purpose requirements of 
farms. Ferguson Products Co., Dept. 
AL, Richmond, Ill. 


For more data cirele No. 53 on coupon, p. 128 
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LITERATURE 


Brass and phenolic lampholders are 
featured in a new bulletin. These in- 
clude single-circuit and two-circuit 
lampholders with pull chain, push 
button and universal lever control. 
Heavy duty features also are shown 
in photographs, cut-away illustrations 
and exploded views. Specifications 
charts for each model contain the cat- 
alog number, description of the model 
and standard package size and weight. 
Bulletin number 154. McGill Mfg. Co., 


from the Wood Products Company. 
This instruction sheet lists all the 
necessary steps from digging the holes 
to selecting which rails to use on the 
top of the fence. These fences can 
be erected around curves. Wood Prod- 
ucts Co., 421 Philips Ave., Toledo 12, 
Ohio. 


For more data circle No. 56 on coupon, p. 128 


Garage doors are the subject of a 
new catalog. It describes the residen- 


lined in a new booklet, Firesafe 
Churches. Details of church construc- 
tion and remodeling jobs using ver- 
miculite plaster aggregate, insulating 
concrete, insulating fill, acoustical 
plastic, and precast concrete roof tile, 
are contained in the booklet. Form 
G-93. Zonolite Company, Dept. AL, 
135 S. LaSalle St., Chicago 3, Ill. 


Por more data circle No. 59 on coupon, p. 128 


A how, why and where brochure 
describes hardware applicable to all 
types of accordion doors, Hardware 
for louvered, jalousie, solid, plywood, 
and hollow core door installations are 
fully described with clear cross-sec- 
tional and ordering data. Grant 
accordion door hardware will support 
loads up to 50 pounds per door, Grant 











Ine., Dept. AL, 1100 N. Lafayette St., 
Valparaiso, Ind. 


For more data circle No. 54 on coupon, p. 128 


tial and commercial lines of Calder 
Wedge-Tight overhead sectional ga- 
rage doors. The new catalog also 
provides complete installation details 
and information on Calder’s series of 
electric operators. Calder Mfg. Co., 
Dept. AL, 630 N. Prince St., Lancas- 
ter, Penna. 


For more data circle No. 57 on coupon, p. 128 


Better storage methods are dis- 
cussed in a booklet titled How to 
Double Your Warehouse Capacity. 
Purpose of the booklet is to show that, 
while there can be no single fixed 
formula for greater warehouse econ- 
omy, sizeable savings of space and 
time are nearly always possible 
through better use of existing facili- 
ties and, where advisable, through the 
poy —— Saag Sy: aig Mfg. installations and detailed information 
Co., Dept. AL, Wellston, Ohio. on all Marlite panels. Marsh Wall 

, . ‘ Products, Inc., Dept. AL, Dover, Ohio. 


For more data circle No. 58 on coupon, p. 128 


Plastic-finished wall and ceiling pan- 
els in the Marlite line are featured in 
a catalog. Designed for dealer ref- 
erence, the new catalog contains full- 
color illustrations of typical Marlite 


For more data circle No. 55 on coupen, p. 128 


and 
out 


for safer 
churches are 


Construction aids 
more comfortable 


Instructions for erecting Old Eng 
lish post and rail fences are available 





Pulley & Hardware Corp., Dept. AL, 
31-85 Whitestone Parkway, Flushing, 
M.S 


For more data circle No. 60 on coupon, p. 128 


Conveyors are featured in a new 
catalog. The booklet describes and 
illustrates portable stacking convey- 
ors, floor to floor conveyors, horizontal 
belt conveyors, gravity roller con- 
veyors and gravity wheel conveyors. 
Includes a wide range of types and 
sizes. Samuel Olson Mfg. Co., Inc., 
Dept. AL, 2424-34 Bloomingdale Ave., 
Chicago 47, Ill. 


For more data circle No, 61 on coupon, p. 128 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 








here's LARGER profits 


and better selling features 


Panmeo 


PARMCO INC. hes for you—a complete line 
of aluminum products designed to do a BIG 
JOB--with proven features that really “‘sell’’ the 
customer—and add LARGER PROFITS for you! 


M7, 


Screen doors for 
Yourself’ market. Parmco 
offers two all purpose 
aluminum screen doors, 
Tropicere “Standard” and 
Tropicere “DeLuxe” made 
from extruded aluminum, 
with mitered corners for 
extra strength. Packaged 
complete with easy in- 
stalliation instructions. 

Prices start at $18.45 net 


ALUMINUM GRILLES Care 


ow -— s 
oy) £ , fo, a 
- oo te a ‘ 

¢ 


Graceful alum- 
inum grilles 
designed to fit 
wood or metal 
doors — 32” 
or 36” wide 


4 
(@) 


Prices start ot 9le net, full-lengthed Bird Grille- $3.30 Net. 








Factories in Salt Loke City, Uteh and Ontario, California. 


PARMCO INC., ONTARIO, CALIFORNIA 
214 WEST MAIN © PH. YUKON 6-5824 





PARMCO STANDARD 
Combination Storm Door 
Custom built with rugged 
extruded aluminum and 
reinforced mitered cor- 
ners for extra strength. 
Each unit combines a 
full length screen with 
two easy to remove glass 
inserts, a storm door in 
winter--a full screen door 
in summer. Complete 
with 18° kick plate. 
Available with Parmco 
Bird Grille or 12” grille. 
Prices start at $23.00 net 


PARMCO SELF STORING 


STORM WINDOWS 


“} Here's truly a self storing unit with fin- 
“do It . “4 ger tip ventilation control and trouble 

ree operation without the use of “‘gad- 
gets,’ engineered for all seasons pro- 
tection .. 
Necessary tools for K D set-up fur- 
nished free. Any size-——2 lite windows 
$7.25 Net. 


.“K DO” or assembled. All 


Parmco, Inc., Ontario, California. 
Gentlemen: 

1 am interested in the Parmco line, with 
LARGER PROFITS 

Co.naome......... 


Address 
ae 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





i Time — We per word for each insertion. 
um charge of $1.00 per line. 


3 Times — iSe per word for each consecutive 
insertion. Minimum charge of 75c 


per 
Add Rad S150 pe per insertion for blind ads bearing 


oy agency commission or cash discount 
allowed. 

All ads for classified section must be in Pub- 
lisher's office 14 days preceding date A publi- 
cation. Advertisments are set in uniiorm 6 
point style. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
cpoctiee or used, regular line rate is charged. 

hen answering box numbers or mailing copy 
lor ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill 





HELP WANTED 





MILLWORK DETAILER AND BILLER 
Florida Millwork Company wants to employ 
os experienced Detailer and Biller. ‘No 


° None but ht man need Y- 
A Soese Box A-20, y Bite Co 





WOODWORK SALESMAN — LISTER — DE- 
TAILER. Accurate, rapid work can win you 
excellent position with old established for- 
ward-looking custom Woodwork Mill. Sales 
ability increases compensation. Send briet 
resume and write for a tment to Box A-31, 
American Lumberman, Inc. 


HELP WANTED 





SITUATIONS WANTED 





Wanted: Yard Manager. Good salary and per 
cent of profit. Address Box A-34, American 
Lumberman, Inc. 


Assistant retail yard manager. 
000 in 


city of 100.000. State euedante. also photo. 
Address Box A-35, American Lumberman, Inc. 


Gross about 
good 





Old established t dard and 
eaters millwork. located “te we wees 
thoroughly competent and dependable es 
mator, experienced in schools, hos aie. 

id re | and office 
ings. Also experienced in 











— essive seeks chall i iti 
progressive retail concern. 20 y years un- 
usual experience. South preferred. Address 
Box A-50, American Lumberman, Inc. 


ATTENTION: LINE YARD OWNERS 
Are your yards getting their share of business? 
I can show your managers how to increase 
their volume. If the potential is there—I can 
show results! Salary based on increase in 
business. Address Box A-55. American Lum- 
berman, Inc. 











SALES REPRESENTATIVES 
WANTED 





Excellent working conditions. “gy f--y° bene- 
fits to ht party. State experience, availa- 
bili salary. etc. Write Box fox Ee 46, American 
Lumberman, Inc. 


Wanted — Retail lumber yard foreman. State 
age, experience, salary expected. Give ret- 
panama Mention how soon Saeoe ene d be 
arrange Otfers good a ey lor young 
man who jnowe lumber business and willing 
to work. P. O. Box A-48, American Lumber- 


man, Inc. 


Lumberman. We need a young man with at 
least three years oqgenense in the building 
materials business. @ prefer a man with ex- 
perience in a metropolitan ae doing a size- 
able retail business or with experience as a 
small town yard manager for sales to con- 
tractors and retail tra a & to Bancroft 
Lumber 6 Supply Co., P Toledo 
1, Ohio. State age, experience. , &. ex- 
pected. Give references. 





PLUSH DOOR SALESMAN 
Gupestonseé, 5 with following among wholesale 
door, eewese & millwork distributors in North- 
eastern anes within 400 mile radius of N.Y.C., 
Metr itan N.Y.C. To represent 





Sales M ded tor retail lumb 
and builders. ouppt business which is going 
inte its 25th year. ated in a growing sub- 
urban community in northeastern Pennsy!- 
vania. Set up to do about $300,000 to $500, 
business. Good position for family man be- 
tween 25-40 years of age. Must ve retail 
lumber yard experience. Good salary and 
profit sharin a Pepeeaties. If interested write 
giving qualifications. Replies confidential. 
Shavertown Lumber Co. 
P. O. Box 
Shavertown, Pa. 





GENERAL MANAGER 

Age 4 to 55 with at least 15 Years of saw- 
mill experience to a midwest sawmil! 
operation cutting Northern Hardwoods includ- 
_~ logging operations, modern 6 it. band 

| horizontal resaw. vente mill, dry 
kilns, also manufacturing semi-finished dimen- 
sion stock, dowels and wood turnings. Must 
have some sales and marketing experience. 
Give complete record of your experience in 


first letter. Reply to Box A-32, American Lum- 
berman, Inc. 





Wanted: Young man with some experience or 
knowledge of retail lumber business, for as- 
sistant manager of small jo in Central 
Illinois. Line yard. ch 
Address Box A-33, American ft Inc. 





SALESMAN WANTED 

Te cover farm and contractor trade for wel! 
established yard in Sussex County, Delaware. 
Must have “ull knowledge of all types of 
building ls and g Pu h ret. 
erences, age and previous experience. Fine 
opportunity for young man th hustle. Ad- 
dress Box A-45, Lumb Inc. 








Old established manufacturer of standard and 
architectural millwork, lecated in O| Need 


large established wood house door Ex- 
cellent opportunity to earn $15,000 to $20,000 
per basis. Drawing t 

cover living s travel expenses. Submit full 
resume of gs, etc. 
Kaibess Box A-51, A i Lumb Inc. 














Manufacturers Representatives—are you look- 
~- Bo your line? We be merchandise to 

your e have lawn rollers, 
outdoor grills, 8, mortar 
boxes, wrought | = legs, and many more. 
Address Box 2-23, American Lumberman, Inc. 





Manufacturers Representatives Wanted. 
Line of competitively priced sliding mirror door 
medicine cabinets and bathroom accessories. 
Some qubusbee territories still available. Ad- 
dress Box American Lumberman, Inc. 


DISTRIBUTORS WANTED 
ALUMINUM AWNING TYPE WINDOWS 
World's most advanced window. with the 
zenith in quality and price. a six yours 

manufacturing experience. Con AMERI 
CAN AWNING WINDOW CORPORATION, 9650 
Wer Street, Miami, Florida — Telephone 





SALES REPRESENTATION 
AVAILABLE 





MANUFACTURER'S REPRESENTATIVES CALL- 
ING ON LUMBER JOBBERS in Chicago area. 
desire new lines for resale to contractors. 
Please write c/o P. O. Box 43, Wilmette, Ill. 


Manutacturers Agent calling on lumber and 
building supply | and deal in North 
Mississippi willing to ue more territory if 








SITUATIONS WANTED 





Commer- 
Desires 
P iti Wisconsin or Michigan. 
Address Box A-36, Ameri Inc. 


Spe ial Millwork | Detailer ~ os Biller. 
» Church, 














Manager selling interest in yard, will consider 
retail or wholesale employment. Address Box 
2-55, American Lumberman, Inc. 


M. toi 





wanted. Man of 32 desires 
pm nal position with progressive concern 
where more than average talents and efforts 
are required. Excellent background in all 
—y retail lumber — Address 
ox A-25, > 





WANTED 
PONDEROSA MOULDING CONNECTION 


Just sold my Retail Yard in Detroit Area, would 
like to handle a quality Ponderosa Moulding 
account either on a commission or wholesale 


basis. years owner of a yard, 33 Years 


Director Pann, 2 L me 
ears previous cret ager Michigan 
Retail auer © Deale "Association and pres 
dont for one y Have intimat 

with Detroit iy Retailers a Sout 
State of Michigan. Write: Fred A. McCaul. 
Suite 230 Park Shelton Hotel, Detroit, Michigan. 








e feook feooel 





Secon Y competent and dependable det 

and bi H 

churches. ~ — public and office build- 

ings. Excellent wor conditions. All social 

benefits to right got, ate experience, avail- 

aa. onan, © etc rite Box A-47, American 
mberman, Inc 
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age 28, married. de- 
sires sales job with national or mid-states 
company. Five years experi Can f 

best of record and references. Consider ob 
near Waterloo, lowa or relocate. Available 
March 15. Address Box A-49. American Lum- 
berman, Inc. 





February 


at; 


Millwork or Building Specialty lines 
wanted. a. Weta P.O. Box 952, Cleveland, 


Manufacturers representative, Dallas, Texas. 
headquarters calling on cash and door job- 
bers, Texas, Kansas, 
Arkansas, onditicacl lines of moulding, 
eyasee, fir, hollowcore doors and frames. 

ed or straight cars. Address Box A-53, 





American Lumberman, Inc. 





BUSINESSES WANTED 





Responsible party interested in purchasing a 

Southern Florida retail yard(s). East Coast 
referable. Write full particulars Box A-42. 
erican Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





Louisi Wholesaler wants to establish direct 
connections with West Coast Mills producing 
green and kiln dried Douglas Fir. hite Fir. 
Cedar. Redwood and Ponderosa Pine. Mills 
must be Association members and furnish 
nate comparable p. quality and price | to 
Big W éu. WwW We have war 
and Ay buy mouldin plywood, doors and 
sash. Can furnish excellent personal and ke 
references. Payment will be made - A sight 
draft immediately upon ey of shipping 
pers. Address Box A-39, erican Lum- 
erman, Inc. 











WANTED — RAILS 





RAILS, New and Relcying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 


1955, AMERICAN LUMBERMAN © 




















USED MACHINERY WANTED 





Wanted: anee®, Johnson Combination Band 
and vhs Saw. Contact Fred C. Kailbfleisch 
& Son Ltd., Zurich, Ontario, Canada. 





Dewalt Radial Saw — 5 H. P. — 110-220 volt 
60 cycle single phase — 14" or 16" blade. 
Must be in good shape. Write Box A-54 
American Lumberman. Inc. 





BUSINESSES FOR SALE 





FOR SALE 


Lumber Yard in North Eastern Pennsylvania. 
Located in county seat town and good farming 
community. Doing a — business. Address 
Box 42, Tunkhannock, 


Planing Mill, old established in town of 20,000 
in heart of rich San Joaquin Valley, California. 
Excellent opportunity. er wishes to retire 
due to ill health. Address Box A-27, American 
Lumberman. Inc. 





RETAIL LUMBER YARD 


For lease—long established eastern Michigan 
industrial city. Excellent buildings and loca- 
tion. Exceptional profit record. Address Box 
A-30, American Lumberman, Inc. 


FOR SALE: Lumber and Building Yard, Int. 
Harvester Agency. Established years. An- 
nual sales past five years $275,000. 40 miles 
out of Chicago. Dairy district. Will sell all 
or part. Health and age reason for selling. 
Address Box A-44, American Lumberman, Inc. 


YARD FOR SALE 


Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good seaiiiathe yard. Been in busi- 
ness for 40 years. Wil] inventory. Address 
Box A-40, American Lumberman, Inc. 


Well established Phoenix, Arizona, retail yard: 
ge equipment and clean inventory: terms. 
ontact Owner, Box A-41, American Lumber- 
man, Inc. 





PROMPT SHIPMENT 





R-V-LITE (Plastic Window Materials) 


NICHOLS NEVER-STAIN ALUMINUM NAILS 
(Small boxes with tear string opener) 


Nichols Aluminum Straightline Corners for 
bevel or dolly varden siding. 

Nichols Aluminum Roll Valley 

U. 8S. G. Louvers & Vents 

Dura-Flex Thresholds, Safe Hardware 

Belson Legs (Wrought Iron) 

Miracle Anchor Nails 

Sliding Door and Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGEEENS + ee TRANSPLANTS 


Por growing Christmas trees. Ornamental 
lining-out. Quality stock direct trom 
growers at low peens. Write for price list 
and planting guide 
SUNCREST EVERG GREEN 
Box 305, Homer City. Pa. 


BUILDING 


Propucts MERCHANDISER 





BUSINESS OPPORTUNITIES 





Reliable Northern Wholesaler interested in 
establishing Florida Branch. Replies confi- 
dential. Address Box A-43, American Lumber. 
man, Inc. 





USED MACHINERY FOR SALE 





For Sale — 1 used #80 Bell Multiple Head 
Mortiser with 3 mortise chain heads, 4 hollow 
chisel heads, 6 bases for the above heads with 
motors direct connected. 6°4°' from center to 
center of mortise heads when extended full 
length. 101, from center to center of mortise 
heads when closed. Machine can be seen in 
operation. For further information write or 
z one: 
GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 8.W. 
Grand Rapids 2. Michigan 
Ph: » Cor 3.3605 


to a 72° carries and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quoted upen re- 


uest. 
these machines are like new and we aise 
have plenty of 4°'x4"x6@0"' bolsters with bolted 
legs to go with the machines at $1.50 each. 
HUSS Sp mey| COMPANY 
1960 West Pullerten 
Caege 14, Illinois 


FOR SALE: One Greenlee #426 Gang Rip Saw 
with babbitt bearings, V-belt drive, roll feed 
which is clutch controlled, 5!/.° arbor swing- 
ing 18° saws maximum; machine is in good 
condition having been rebabbitted 30 days be- 
fore being taken out of service. 

$100 FOB Howell. Michigan 


Thureson Lumber Company 
Howell, Michigan 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGO49 





BOOKS FOR SALE 





DOUGLAS FIR USE BOOK. Issued by West 
Coast Lumbermen‘s Association. Enables archi- 
tects and engineers to find the correct size of 
beam or post for given span or load by reter- 
ence to its comprehensive data tables. Also a 
section on use of connectors. Price $1.50. 


WOOD STRUCTURAL DESIGN DATA. Com- 
piled | by National Lumber Manufacturers’ 
ti on physical, chem- 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, also on standard sizes, meas- 
urements, and trade terms. Price §2.50. 


SCRIBNER’S LUMBER AND Le BOOK. In- 
sawmil) 


dispensab oo me ne 
men, etc. est pocket dee. pages, 
-_ tables on scantling and plank measures. 
timber reduced to inch measure by 
Doyle’ “ Rule, log tally caeutenens. and other 
ce 


SIMPLEX PRICE BOOK. Pocket size, loose leaf 

price book. — provided to insert the 

ece y~ peepee eo que 

index for quick refer 

‘Complete "ipa with margin index and 

loose leaf cover $3.00, extra back and ring 
covers $1.50, extra filler sheets, $1.50. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 














KIDDIES KORNER 


(begins on page 58) 





8 to 10 inches in width and 12 to 
16 inches in length. 

Then Bob started a radio and 
newspaper advertising campaign 
to invite the youngsters to come 
down and help themselves, using 
the wood scraps to make things 
for father, mother and friends for 
Christmas gifts. 

“The response has been wonder- 
ful,” says Bob. “The youngsters 
managed to keep the lumber cut- 
off box empty most of the time. 
A goodly number of parents came 
along, too, and if they didn’t buy 
anything, at least became ac- 
quainted with the store.” 

Three radio stations are used by 
Bob in addition to heavy news- 
paper space and other media. He 
makes one live spot announcement 
each morning over a local station 
and additional announcements are 
broadcast by means of tape record- 
ings. 





PACKAGED LUMBER 


(begins on page 76) 





sible to use short-length stock,” 
Sinnhuber says. “For example, the 
cutting board bill of materials 
calls for a piece of 1x12 hardwood 
five feet long. Since each cutting 
board is only 20 inches long, we 
substitute three short lengths. 
This makes a smaller package 
that’s easier to handle.” 

Both firms feel the tie-in has 
been of mutual benefit. Lifsher 
feels the marketing potential of 
Kaufmann’s, its heavy store traf- 
fic and large customer lists will 
make new friends for his lumber 
business. 

On the other hand, Kaufmann’s 
officials consider the tie-in a good 
boost for store traffic and a won- 
derful opportunity for a depart 
ment store to cash in on the do-it- 
yourself market. 

Mark, in the meantime, will con- 
tinue to distribute the patterns on 
its franchise and sell the kits at 
its own yard. The pattern manu- 
facturer will provide display mate- 
rial for similar tie-ins to its fran- 
chised dealers. 





Thanks for the Compliment! 


| believe the American Lumberman is by 
far the most important trade magazine the 
retail lumber dealer has today. 

Our lumber yard was built and patterned 
after ideas obtained from American Lum- 
berman. 

W. C. Messer, Manager 
Central Lurnber Company 
Pineville, Le. 

(excerpt from a letter) 
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PICKET 
CUTTER 


Net Price Only 


$52.50 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . ad- 
justable for width. Light-weight and portable (38 
Ibs.), yet rugged and durable for years of service. 
Anyone can operate . . . prompt delivery. 


Write Us For Complete Information! 


H. A. SCHUBERT CO. 


1212 Wosr nqtor Ave 


(To obtain more data on advertised products see page 128) 











| started to write a drinking song once but never could 

get past the first two bars 
o > . 

Then there was the fellow traveling on a train who tried to 
make friends with another by offering him a drink which was 
politely refused. Then he offered him a cigarette and the other 
man refused that also. Then the friendly guy moved to another 
seat 

It so happened that a preacher sitting right behind them heard 
the conversation so he moved over to the newly vacant seat and 
said, “Young man, | am a preacher and I couldn't help overhear 
your conversation and I would be mighty proud to have you 
meet my daughter.” 

The young man calmly replied, 
do that either.” 


“Thank you, sir, but I don’t 


* * o 


A much bandaged man walked into a hospital.He was 
asked his name, his age and then, “Are you married?” 
“No.” he said. “IT was knocked down by an automo 
hile,” 
* * * 
Che modern miss prefers a quick-witted boy friend—-one who 
isn't too slow to grasp things 
* * * 
“Doc, I snore so loud | wake myself up.” 
“In that case | would advise sleeping in another 


Patient 
Doctor 
room.” 

. - + 
“Your necessity is our opportunity.” That cryptic credo has 
caused the spectacular rise and inevitable fall of many a burgeon 
ing business 
At MAUK we've always amended that motto to read, “Your 
necessity is our opportunity to serve you well.” So changed, this 
slogan has led to steady growth, a host of friends and sound 
recognition as the retailers’ best source for building materials 
. = .8 
Simple Celia says it takes years for a girl to build 
a reputation but she can lose it overnight 
* * 
“Mamma, mamma, the ice man’s here again. Do you have 
the money or do you want me to go out and play awhile?” 
** © 


In strip poker the more you lose the more you have to 
show for it 
*“* * 
“Let's sit this dance out. No one will be the wiser.” 
“Oh, yes; you will.” 


She: 
He: 
> * * 
Do You Know Dep't: 
Do you know the best place to find a helping hand? 
At the end of your own arm. 
Do vou know who wakes up and finds himself a suc 
cess?’ The man who hasn't been asleed 
Do vou know how to help yourself to success? 
MAUK Lumber products. 


MAUK Seattle Leather Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


Stock 
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MODEL ROOMS 


(begins on page 84) 





ments in the show. 

H. J. “Win” Winfield, Muttart sales manager, at 
tributed the success of the show to low pressure sell- 
ing. 

“The theme of offering and discussing ideas in con- 
junction with advice seemed to be just the right 
attitude and the public appeared to be both receptive 
and very pleased with the atmosphere and display,” 
declared Winfield. 

Advertising media used to promote open house 
week were newspapers (primary), and radio and 
direct mail as secondary expenses. Large newspaper 
ads were placed the Saturday preceding the opening 
and on the opening day; small two inch by two col- 
umn ads were inserted the rest of the week on the 
entertainment page of the Edmonton newspaper. A 
60-second radio spot was heard at 5:50 p.m., Monday 
through Thursday, and three times between 5 and 6 
p.m. on Friday. Inexpensive invitation cards were 
printed and mailed to all accounts receivable to add 
direct mail support to the newspaper and radio cam- 
paigns. 


Filled Out Cards 


Muttarts offered prizes, which were drawn at the 
end of the week. Each person filled out a card, which 
gave name, address and noted the exhibit in which 
he was most interested . . . thus, obtaining leads for 
Muttart salesmen. No contest was involved. It was 
estimated that approximately 3,500 persons passed 
through the showroom. The company will continue 
its open house each Thursday night throughout the 
winter with new promotional features of interest to 
customers. 


— 
——— 
—— 
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Garage Doubles 
as Odds-and-Ends Showroom 


An assembled, pre-cut garage, adjoining the Everitt 
Lumber Co., Fort Collins, Colo., is also used as an 
informal display room for hard-to-move items, which 
are sold at reduced prices. 

The precut garage (10x20) sells for $289 KD or 
$397 erected. The erected price includes everything 
but the slab. Work is done by a full-time carpenter 
employed by the firm. Two types of siding, six inch 
drop and six-inch car siding, are shown on the ex 
terior. 

Doubling as an odds-and-ends shed, the garage 
stocks such items as lumber, wallboard, obsolete 
hardware and damaged doors, which customers are 
glad to get at reduced prices. Plywood scraps placed 
in three barrels and priced at 5, 10 and 25 cents have 
moved fastest. 
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Two hanger styles that fit any thick- 


aX of interior sliding doors ! 


Just think how these National-designed hangers simplify the handling of this 
new type of sliding door hardware. Dealers need only stock the single wheel, 
the two wheel adjustable type hanger and one style of rail for serving every 
thickness of sliding door. 


Rail is made of 18-gauge, Hot Galvanized Steel and is so designed that hanger 
wheels cannot jump the track. Rail is furnished in the popular 44, 56, 60 and 
68 inch lengths. 


They slide with a whisper” 


Large Nylon wheels 1% inches in diameter 
carry the door-load with ease and fewer rev- 
olutions. Hangers require no lubrication and 
are stoutly constructed for lasting service. 





No. 185 Sliding Door Hanger No. 182 Sliding Door Hanger 
ee ee ee This is the populer single 
ee wheel style. Slotted mount- 
equally distributed over the ing screw allows for simple 
whole axle adjustment View showing complete door assembly 





MOST 
IMPORTANT 
WEDDING 

OF THE YEAR 


ARISTOFLEX 


vinyl-plastic tile flooring in CONFETTI patterns 


PAT. PENDING 


Now MATICO Gives You The Miracle Of Vinyl Tile 
Flooring In Sparkling Dots-Of-Color Styling .. . 


You already know the tremendous sales appeal of easy- 
to-clean Aristoflex vinyl-plastic tile flooring! You've 
watched MATICO Confetti become the most popular 
new style in tile throughout the country. Now MATICO 
gives you new Aristoflex vinyl-plastic tile flooring in 
Confetti patterns! 

This great combination of two great products is sure to 
start the whole country talking... and buying. Vinyl- 


plastic throughout, Aristoflex-Confetti Tile resists stains, 
acids, alkali and gummy greases. . . gives years of color- 
ful wear...is available in 13 brilliant color combina- 
tions. And Aristoflex-Confetti can be installed on, above 
or below grade in homes, offices, schools, hospitals, com- 
mercial and recreation areas. 


Be sure to ask your distributor to show you samples of 
this sensational new tile flooring today. Start getting 
your share of profitable Aristoflex-Confetti sales. 


MASTIC TILE CORPORATION -------993- 993 ----: 


OF AMERICA 


Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y. 


Manufacturers of: Aristoflex 
Confetti * Parquetry 
Asphalt Tile * Cork Tile 
Plastic Wall Tile 

Maticork 


Mastic TiL—E CoRPORATION OF AMERICA 
Dept. 3-2, P.O. Box 986, Newburgh, N. Y. 


Please send me full details on MATICO Aristoflex 
in Confetti Patterns. 


Name ..........ccccceececess 





